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Fifty-fifth Year, No. 47 


Zeller Outlines 
New Competition 
In Marine Market 


Marine-Non-Marine Package Forms 
From Abroad Cause Concern; 
Asks Reinsurance Reciprocity 


CONFIDENT ON THE FUTURE 


Institute President Sees High Lead- 
ership Needed to Overcome 
Serious Problems of Today 


Outlining problems in the ocean ma- 
rine field which call for exercise of 
statesmanship and leadership of the 
highest order in the American market, 
Frank B. Zeller, president of the 
American Institute of Marine Under- 
writers, expressed confidence in an ad- 
dress prepared for delivery last night 
that the dynamic American market will 
continue, despite any temporary set- 
backs, to maintain its steady growth in 
future years. He spoke before more 
than 300 marine underwriters and their 
guests at the 56th anniversary dinner 
in the Sert Room of the Waldorf- 
Astoria Hotel in New York. 

Mr. Zeller, who is United States 
manager of marine companies in the 
Royal-Liverpool Insurance Group and 
one of the outstanding figures in the 
marine market here, was introduced by 
Percy Chubb, II, partner of Chubb & 
Son and second vice president of the 
Institute. Mr. Zeller retires as president 
at the forthcoming annual _ business 
meeting. 


New Foreign Package Policies 


Cited as outstanding competitive 
problems at the moment by President 
Zeller are the overseas package policies’ 
development which cuts across non- 
marine as well as marine lines and 
“which conceivably could have far 
reaching effects on the relations between 
the whole American market and the 
competitive market involved,” the pres- 
ent inadequacy of reciprocity in reinsur- 
ance from outside markets, and artificial 
restrictions of foreign governments on 
open insurance competition on business 
growing out of foreign aid programs. 
He offered suggestions on how to meet 
this type of discrimination against 
American marine insurers. 

“The so-called ‘package’ policies com- 
bine marine and non-marine coverages 
in one contract in a manner the Amer- 
ican market cannot meet because of the 
relevant laws of 47 of the 48 states 
under which they operate, California 
being the exception,’ Mr. Zeller de- 
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Sees Great Future 
Group Development, 
Expanding Benefits 


Wendell Milliman, Vice President 
Group New York Life, Addresses 
Texas Insurance Buyers 


GROUP LIMITS SITUATION 


Major Medical Expense Insurance 
Seen as Greatest Single Group 
Development in Years 


The notable expansion of all forms 
of Group insurance during recent years 
is only a foretaste of future growth es- 
pecially in accident, sickness and hos- 
pitalization covers and major medical 
expense insurance is the most important 
single development in the Group insur- 
ance field in years, Wendell Milliman, 
vice president in charge of Group in- 
surance for New York Life, told the 
Houston Area Insurance Buyers Asso- 
ciation in Houston. The dramatic 
growth of voluntary health insurance 
over the past 20 years has brought 
more than 100 million people in the 
United States under some form of health 
protection, 


Group Life Limited 


“The low cost of Group insurance and 
the fact that evidence of insurability is 
usually dispensed with in Group . sue 
ance,” Mr. Milliman told the insurance 
buyers, “furnish a temptation to apply 
It to some areas in which its use may 
be questioned. I have no desire to get 
involved today in the controversy of 
trying to define the proper boundaries 
of Group insurance. There are, however. 
a couple of recent developments which 
are in the nature of statutory limitations 
of Group insurance. 

“I have in mind particularly the st: 

< particularly the statu 
tory limitations as to the amount of 
Group life insurance which may be is- 
sued on the life of any one person. 
These limitations vary from state to 
state, and depend upon the kind of re- 
lationship on which the insurance con- 
tract is based. Where such limita 
tions exist, usually a different, and 
higher limit is applied to Group life 
insurance provided under a contract is- 
sued to an employer to cover the lives 
of his employes than applies to a Group 
life insurance policy issued to a lender 
or vendor to cover the lives of bor- 
rowers or purchasers. 

“For six or seven years, starting in 
1946, there was a trend on the part of 
legislatures to adopt, as part of the 
statutory definition of employer -em 
ploye Group life insurance, a maximum 
limitation of $20,000 on the amount of 
Group life insurance which could be 
provided on lifesof any individual 
This limit had, by 22 states 
when, in 1952,°0.... ‘“ork,~a state which 
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THE MAN FROM EQUITABLE STEPS CONFIDENTLY INTO TOMORROW 


He can apply his full energies to his job, protected by one of 
the finest over-all security programs in the insurance field today. 


Insurance for the insurance man— Equitable 
really believes in it! 

Equitable offers its own people one of the 
best insurance and retirement programs. 

The coverage available to Equitable repre- 
sentatives includes: 

@ group life insurance up to $20,000 


@ accidental death insurance 
up to $10,000 additional 


@ hospital expense insurance* 


@ surgical expense insurance* 

@ basic medical expense insurance* 

@ major medical expense insurance* 

@ and retirement benefits that start at 65 

* for agent, wife and minor children 

More than six hundred Equitable men and 
women todav receive retirement income. 
Many of them keep on selling and still draw 
benefits. Renewal commissions continue in 
every Case. 

A selling career with Equitable offers more 


than a good living. The man from Equitable 
builds a lifetime of security—and his future 
gets brighter each year. 


THE 


FQUITABLE 


LIFE ASSURANCE SOCIETY OF THE U. S. 


HOME OFFICE: 393 SEVENTH AVENUE, NEW YORK 1, N. Y. 
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Institute of Home Office Underwriters 
Increasing Term Meets New Needs, 


Broadening Field in Underwriting 
Seen by President Peay of IHOU 


New Orleans—Broadening trends in 
home office underwriting are bringing 
new problems for those in this field, said 
J. H. B. Peay, Jr., assistant vice presi- 
dent Life Insurance Co. of Virginia, in 
his address as president of Institute of 
Home Office Underwriters meeting here 
this week. 

“The objective of Home Office Under- 
writers, as far back as we have records, 
has been to find ways and means of 
giving more insurance coverage to more 
people and still maintain a satisfactory 
mortality experience,” said Mr. Peay. 
“Now, in the year 1954, we find our- 
selves approving 97 out of every 100 ap- 
plicants for Ordinary life insurance. It 
is true that generally improved health 
conditions, accident prevention programs 
and the like have contributed greatly to 
increased insurability, but continuous 
study by life companies of those factors 
affecting longevity and relating to mor- 
tality experience together with improved 
methods of selection has also been re- 
flected in our ability to accept many ap- 
plicants who would have been rejected 
outright a few years back. 

“As health conditions continue to im- 
prove and as longevity continues to in- 
crease, it is inevitable that new prob- 
lems will have to be considered, such as 
the insuring of persons at the advanced 
ages of 75 to 80 or even higher. We 
have already seen how the improvement 
in female mortality has materially af- 
fected the underwriting philosophy of 
some companies. There may be other 
changes in store that we cannot foresee. 

“In order to meet these changing situa- 


tions, and to extend insurance coverage 
in uncharted areas, we must have trained 
underwriters—underwriters with the in- 
genuity and the courage to do the un- 
usual. Where are we going to get 
them ? 

“It is fortunate that a handful of 
pioneer underwriters with just those 
characteristics recognized this problem 
as far back as 25 or 30 years ago and 
did something about it. Today you al- 
ready have three most excellent tools 
for the training of your underwriters, if 
you will but use them—the Institute, its 
sister organization the HOLUA, and, 
through their combined efforts, the Joint 
Education and Examination Committee. 

“The Institute can do a lot for any 
underwriter, old or new at the game, but 
if he is to profit from membership in 
this organization, he must always keep 
clearly in mind that the purpose of the 
Institute is the education of its mem- 
bers—not the definition of a course of 
action on any particular underwriting 
problem. Those who are determined to 
make a career of home office underwrit- 
ing will find through the medium of the 
most excellent curriculum published by 
the Joint Education and Examination 
Committee, studies of the fundamentals 
and broad sound principles upon which 
all decisions must be based.’ In the pro- 
ceedings may be found stimulating pa- 
pers and discussions on day-to-day prob- 
lems by distinguished members of our 
profession, discussions that never grow 
old, that are always a source of reward 
to those who take the time to rez ud and 
reread them over the years.’ 


Case For—Against Rated Industrial 


Coarsey Gives Case for 
Rating Industrial Risks 


New Orleans—E. Boyd Coarsey, man- 
ager Industrial underwriting for Gulf 
Life, at the IHOU meeting presented 
the case for rated Industrial. 

“One of the primary purposes for any 
type of underwriting,” said Mr. Coarsey, 
“is to make insurance available to a 
greater number of people; that is, peo- 
ple other than those classified as stand- 
ard risks, while at the same time pro- 
tecting the interests of the present pol- 
icyholders and of the company generally. 
If the rating principle applies to people 
buying Ordinary insurance, I then think 
that it should apply to people buying 
Industrial insurance. I believe this a 
sound basis of reasoning for the rating 
system and a most important factor in 
its favor. To emphasize this point; dur- 
ing a certain period our company issued 
17,650 Industrial policies on a_ rated 
basis. Had we not been using our rating 
system, these 17,000 people applying for 
Industrial insurance would have received 
rejection notices. I do not mean to say 
that by rejecting these risks it would 
have prevented them from buying insur- 
ance elsewhere because some would have 
been issued policies on a standard basis 
by certain companies. However, I submit 
to you that our rating system’s per- 
mitting us to issue these 17,000 policies 
is correct and proper, according to our 
home office Industrial underwriting 
st andards. 

“Many times our agents write applica- 
tions on family groups and occasionally 
the use of the rating system helps our 
field force on this type business. Where 
proper field and home office underwrit- 


(Continued on Page 12) 


Clyde deHaas States Case 
Against Rated Industrial 


New Orleans—Clyde R. deHaas, assis- 
tant secretary, Equitable Life of Wash- 
ington, stated the case against rated 
Industrial. 

“The reason why Industrial applica- 
tions should not be rated is simple,” said 
Mr. deHaas. “It just is not necessary. 

“My company’s rejection rate is ap- 
proximately 2.5% and we do not rate 
Industrial. We operate in both heavy 
industrial and in rural areas. Another 
company issuing only standard Indus- 
trial has a rejection rate of less than 
0.5%, still another has a rejection rate 
of less than 3%. In my own company 
our ratio of actual to expected mortality 
has varied over six years from a high 
of 37.74% in 1949 to a low of 25.70% in 
1952. Our mortality gain as a percentage 
of gross premium during these six years 
has varied from a low of 12.02% to a 
high of 18.50%. All of this without rated 
Industrial and with a low rejection rate. 

“One company, in adopting rated In- 
dustrial, accepted between 3% and 4% 
more business which previously would 
have been rejected but in so doing in- 
creased their medical fee costs by over 
20%. In addition they had all such busi- 
ness especially handled by their top 
underwriters and agreed that there was 
delay and added costs. But they also 
made their agents happy—how happy 
must we keep our agents? Does the 
small percentage of rated business war- 
rant special underwriting manuals, rules, 
procedures, handling. Is the agency force 
really that sensitive ? 

“As I have pointed out before, in the 
case of one company, the rated business 
could have been issued standard and the 


Says Frank Somers, Minnesota Mutual 


New Orleans—Term insurance, not 
long ago restricted to few plans and 
only certain classes of risks, today consti- 
tutes a substantial portion of all issued 
policies, Frank T. Somers, assistant un- 
derwriting officer of Minnesota Mutual 
Life, told THOLU. 

It was not to be expected that life 
underwriting would make progress in 
so many fields and stand still so far 
as Term insurance is concerned. Nor 
do we in the life insurance industry feel 
that we have explored all the possibili- 
ties in the Term field. Our actuaries will 
devise new and better forms of insur- 
ance coverage, Term and other, to meet 
the needs and desires of the American 
family and its ever changing standards 
of living. We are toying with another 
new idea just now. Our agency staffs 
will find a way to market them. It is 
up to underwriters to find the way’ to 
underwrite them restrictively enough to 
keep our business sound, yet broadly 
enough to furnish all who desire and 
can qualify for them sufficient protec- 
tion for their almost limitless needs. I 
feel deeply and cannot emphasize too 
strongly that it is not for us to dictate 
what kind of insurance people should 
buy. It is our responsibility to meet 
their desires and fill their needs. If this 
involves increasing amounts of Term in- 
surance, then we should and must use 
our experience, knowledge and our in- 
genuity to move with the tide. We must 
keep our ears attuned to our field staffs. 
They are in the best position to feel the 
pulse of the insuring public, and while 
living close to and _ striving to work 
with them we must make every effort 
to see that the various insurance plans, 
and particularly Term, are properly sold 
and understood by our policy owners to 
prevent dissatisfaction in future years. 
So in addition to providing adequate 
and proper protection for the insuring 
public we will be insuring jobs for our- 
selves and for those who will follow us 
in the industry long into the future. So 
may we also help to forestall encroach- 
ment by Governmental authorities. 


Substandard Term Increasing 

Referring to the number of companies 
that had started writing substandard 
Term business within the past ten years, 
Mr. Somers said: “In 1952 we decided 
to issue all our Term plans, including 
level and decreasing Term, if the mor- 
tality rating was not over 175% or the 
cash extra not over five dollars per 
thousand. Earlier this year we took still 
another step and raised the mortality 
percentage limit to 200% for all Term 
plans and riders. We felt that our mor- 
tality in general had been satisfactory 
and the studies available on Term in- 
surance did not show any great excess 
mortality. Our own findings on Term 
plans, particularly on decreasing Term 
riders, were favorable. It is true that 
the experience covered by the study 
was limited. There are not too many 
studies on Term insurance available. 
Mentioning this to one of our actuaries 
he agreed and said that apparently the 
discussion of these studies or the pub- 
lishing of them seemed to be taboo, like 
some other topics which people or- 
dinarily do not discuss in public. Of 
course as far as studies of mortality 
on substandard Term insurance are con- 





company’s experience would still have 
been excellent and provided ample gain 
from mortality. In all honesty how can 
you take 2% or 3% or 5% of your In- 
dustrial business and give it preferential 


(Continued on Page 12) 


cerned, I found practically nothing avail- 
able. This is readily understandable as 
many companies have not been issuing 
Term insurance on a ‘special class basis’ 
and those who have started so recently 
do not as yet have the information 
needed for such study. We may expect 
that a few years hence mortality statis- 
tics on Term insurance, standard and 
substandard, will appear more frequentiy 
because the large amount now being 
written will provide adequate data. 

“Just how high ratings should be ap- 
plied to Term plan is largely a matter 
of opinion. This is borne out by a re- 
view of the practices of many compa- 
nies. While some will not rate Term 
insurance at all, others will now go up 
to 500%. These higher ratings on Term 
plans may offer sufficient protection to 
the companies. However, I think there 
is a practical limitation. I have noticed 
that if Term is rated very high an agent 
will sometimes return the policy, asking 
that it be rewritten on a permanent plan. 
The obvious reason is that on the per- 
manent plan the extra premium does not 
stand out like a ‘sore thumb’ as it does 
on a lower priced plan. So I suspect 
even though it may be theoretically all 
right to issue Term insurance at a very 
high rating, and it may be safe to do 
so, such policies would not be generally 
saleable. We rate up to 500% on Ordi- 
nary ple ins of insurance, but feel that 
200% is a good practical limit on Term. 
At best it is only a scientific guess, or 
should I say just a guess, until more 
information is developed? Some com- 
panies have different substandard limits 
for certain Term plans than for others. 
However, we, like many others, have the 
same limit of mortality rating for all 
Term plans. 

“The handling of any substandard 
business entails extra underwriting ex- 
pense. Each time we raise the limit of 
mortality I feel that we add something 
to this expense. To properly classify 
applicants in these higher classifications 
we will in many instances need addi- 
tional information, such as special tests. 
It may seem that the extra expense is 
not warranted on the lower premium 
plans, particularly some of the decreas- 
ing ones and for the smaller amounts. 


258 Got Certificates 


New Orleans—Ward H. Beall, under- 
writing vice president of North Ameri- 
can Life & Casualty, reported for the 
Joint Education and Examination Com- 
mittee of IHOLU and HOLUA that a 
total of 169 candidates sat for both 1954 
examinations, 92 for Part I and 77 for 
Part II, 63 having passed Part I and 52 
having passed Part II. Forty-eight suc- 
cessful candidates received the Certifi- 
cates of Proficiency. Commencing in 
1949, and including 1954, there have been 
529 candidates taking Part I and 400 
candidates taking Part II. 258 candi- 
dates have received the Certificate of 
Proficiency. 


Ray Button Reports 

New Orleans—Ray E. Button, vice 
president in charge of the Reinsurance 
Division of Republic National Life of 
Dallas, who has for some years been 
doing an excellent job of getting out ad- 
vance news releases to the insurance pa- 
pers as publicity director of the In- 
stitute, reported that close to 500 per- 
sons have made advance registration for 
the meeting representing 233 compa- 
nies. The total attendance for this meet- 
ing set a new high record. 
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Brice McEuen to Join 
Lamar Life, December 1 


APPOINTED AGENCY DIRECTOR 





To Leave LIAMA Post as Director of 
Schools in the Company Rela- 
tions tmangens 
Brice McEuen, director of schools of 
Life Insurance Agency Management As- 
sociation, will become agency director of 
Lamar Life, Jackson, Miss., on Decem- 

ber 1. 
Mr. McEuen, who served as director 
of schools in the company relations divi- 





BRICE McEUEN 

sion of LIAMA, received his Bachelor 
of Science degree from University of 
Kentucky. During the war, he was di- 
rector of the Officers Candidate School 
for the Quartermaster Corps at Camp 
Lee, Va., where he attained the rank of 
major, and while the school was under 
his command, some 30,000 Army officers 
were graduated. He is the author of the 
widely-read History of Military Train- 
ing written for the War Department, 
and he received a commendation for the 
development and inauguration of new 
principles and methods in military train- 
ing 

Prior to joining LIAMA, Mr. McEuen 
vas manager, then educational director 
of the State Reserve Life, Fort Worth. 
He was later elected an officer of the 
company. He has served as assistant 
managing director of the Life Insurance 
Marketing School at the University of 
Connecticut. 

He is staff representative on the as- 
sociation’s educational and training com 
mittee, and the agency management 
training advisory committee. He has 
done research in the training field and 
is author of such publications as Re 
cruiting Career Pe The Recruiting 
Self-Starter, The Trainer’s Manual, Su- 
pervision Thru Records and the new 
Study Course in Agency Management 


Mr. McEuen was promoted to senior 


consultant in 1948 and to his present 
position in 1952 


Guardian Raises Dividends; 
Makes Settlement Payment 


Guardian Life announces the distribu- 
tion of $5,225,000 in dividends for 1955, 


an increase of 13.6% over the amount 
set aside for this year. The increase 
provides for the payment of moderately 
larger dividends on mortgage insurance 
plans issued at the older ages, and for 
the payment in 1955, for the first time, 
of settlement dividends. Under Guard- 
ian’s new system, announced in August, 
settlement dividends are payable on life 
and endowment policies after 15 years 
on death, when policy matures or be- 
comes paid up, on surrender for cash, 
or if reduced paid up or extended term 
insurance is elected. Other than these 
exceptions, the dividend scale will re- 
main the same as for 1954. 

The rate of interest that will be paid 
or credited in 1955 on policy proceeds 
left under a settlement option will be 3% 
where the guaranteed rate is lower 
whether the proceeds are withdrawable 
or not. The same rate of 3% will be 
continued on all dividends left to accum- 
ulate at interest. 

On Guardian accident and health poli- 
cies, the first year dividends will again 
be 10% of the annual premium—with the 
exception of the Thriftmaster and Hos- 
pital Expense plans. With the same ex- 
ceptions, second and third year dividends 
will range from 10% to 20%, varying 
with the type of policy. 

On Guardian’s Individual Hospital Ex- 
pense policy, there will be a second year 
dividend of 10% of the annual prem- 
ium—on the Family policy, a second year 
dividend of 5%. 


Conn. General Liberalizes 


Aviation Underwriting 

Connecticut General Life, Hartford, 

announced it has liberalized its aviation 
underwriting practices. 

As of November 1, the company an- 
nounced, the annual extra premium for 
pilots and crew members of scheduled 
United States and Canadian airlines will 
be two dollars per thousand. On endow- 
ment policies maturing in 20 years or 
less, and on insurance income policies 
on which the cash value equals the 
face amount in 20 years or less, no avia- 
tion extra premium will now be re- 
quired, the company added. 

The company also announced that all 
plans of insurance, including Term in- 
surance, will be available to pilots and 
air crews in amounts up to the com- 
pany’s published limit of issue. 

Connecticut General’s first Group con- 
tract in the aviation field, written in 
1927 for United Air Lines, Inc., included 
pilots. 


Bernard Greisman Named 

George J. Harrison, CLU, superin- 
tendent of agencies of Bankers Security 
Life Insurance Society, New York, an- 
nounces the appointment of Bernard 
Greisman as general agent in New York. 

\ graduate of New York University, 
Mr. Greisman served as fiscal officer, 
\rmy Exchange Service, Mid-Pacific 
during World War II, later as an execu- 
tive of a packaging corporation and then 
in handling many business life insurance 
cases. 

Mr. Greisman’s new offices are Pre- 
ferred Security Corp., 68 William Street, 
New York. 





A. & H. Companies Plan 
To Fight FTC Censure 


THREE FILE OPPOSITION BRIEFS 


Commercial Travelers of Utica Holds It 
Is Regulated by New York 
Department 


Washington—Three of the 17 accident 
and health insurance companies recently 
charged with using misleading advertis- 
ing by the Federal Trade Commission 
have taken steps to fight the charges. 
In a brief filed by Commercial Travelers 
of Utica, N. Y., it moved for dismissal 
of the charges holding that it is ade- 
quately regulated by the New York 
State Insurance Department. The other 
14 companies charged by the FTC, Oc- 
tober 19, with advertising violations have 
received 14 day extensions in which to 
reply. 

The Commercial Travelers maintained : 

“The Federal Trade Commission has 

not acquired and therefore wholly lacks 
jurisdiction (1) to exercise any regula- 
tion of the acts and trade and advertis- 
ing practices of this association; and 
(2) to issue any compl unt against said 
association or to institute and prosecute 
the present proceeding; 
_ “That respondent is not engaged in 
interstate commerce within the defini- 
tion of ‘commerce’ found and provided 
in Section 4 of the Federal Trade Com- 
mission Act and therefore is in no event 
subject to the jurisdiction of the Federal 
Trade Commission. 

Attorney for Commercial Travelers is 
Moses G. Hubbard, who took a leading 
role in the FTC conference which led 
to the adoption of trade practice rules 
for the mail-order accident and health 
insurance business in 1950 and who, 
earlier this year, testified at the Senate 
Judiciary Committee hearings on mail- 
order operations. 


Other Companies Filing 


Other companies filing answers were 
Travelers Health Association, Omaha, 
Neb., and the American Hospital and 
Life Insurance Co., San Antonio, Texas. 

In replying to commission charges of 
misleading advertising, both companies 
claimed that examples of their adver- 
tisements used by the commission in its 
complaints had been taken out of con- 
text. They argued, in effect, that the 
advertisements ade quately — disclosed 
qualifying provisions of their policies, 
in addition, the two companies argued 
that purchasers of policies had been 
alerted to the actual provisions of their 
insurance contracts. 

Highlights of the Travelers Health 
Association arguments: 

1. Its ads are true in saying there 
is no age limit to which a member m: iy 
continue protection nor any increase in 
premiums to those of advanced age. 

It has never canceled a policy for 
reasons of advanced age nor increased 
premiums for that reason. 

3. It pays claims fairly for all dis- 
eases covered and maintains a loss ratio 
higher than the national average. 

4. All disability insurance is recog- 
nized to be cancellable unless advertised 
as non-cancellable. 

5. While it retains the privilege of 
canceling policies and refusing to ac- 
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cept premium payments, cancellations 
and refusals occur in only comparatively 
rare instances such as false statements 
in the application or when claims are 
made for chronic recurrent physical dis- 
abilities. 

6. Its advertising material in repre- 
senting that it covers disability caused 
by sickness, plainly states the excep- 
tions. 

7. Denies the charge that if the in- 
sured carries other insurance covering 
the same loss, the company reduces the 
amount it pays for the percentage its 
promised indemnity bears to the total 
amount of insurance in all policies cov- 
ering the same loss. Standard in the in- 
dustry, this clause is included unless the 
policyholder advises that other insurance 
is carried, and that this company has 
never enforced this provision in its en- 
tire history. 

8. Its advertising and presentation ma- 
terial were approved by the FTC as 
complying with the 1950 trade practice 
rules. 

American Hospital Argument 


Highlight of the 
and Life Arguments: 

1. It deals only through branch offices, 
agents and salesmen residing in states 
where it is licensed. 

2. If its policyholders move into un- 
licensed states, the company still is 
legally bound to carry out terms of its 
contracts (the FTC contended that in- 
clusion of promotion material with re- 
newal notices constitutes new sales of a 
Term policy and thus, if the company 
is not licensed in a state to which a 
notice is sent, the FTC has jurisdiction). 

3. Advertising carried in its pamphlets 
contains the statement in large type 
that the insurance offered is subject to 
the policy terms and limitations. 

4. Its policies contain fair and rea- 
sonable limitations of coverage, a fact 
“well known to all of its applicants for 
insurance.’ 

5. The limitations dictated by the 
kinds of confining illnesses covered and 
the geographical location of its policy- 
holders are reasonable ones, and are 
noted in bold type. 

6. Its salesmen are directed to call 
the applicant’s attention to the limita- 
tions contained in the policy. 

7. Its advertising of all types of cov- 
erage plainly limits policyholders to 
those in good health and non-hazardous 
occupations. In addition, the bold-type 
statement is carried that coverage is ac 
cording to the terms of the policy “and 
the applicant is put upon inquiry as to 
what limitations the policy contains.” 

8. In no way does the company repre- 
sent that its policies are non-cancellable, 
or that they cover all sicknesses or ac- 
cidents. 


American Hospital 
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D. E. Kilgour Talks on 
“Price Competition 


SEES CONFUSION OF PUBLIC 


Great-West Agency Executive Pleads 
for Long View Judgment on New 
Contracts Advertising 

D. E. Kilgour, assistant general mana- 
ver and director of agencies, Great-West 
Life, in his talk last week before Life 
Insurance Agency Management Associa- 
tion convention in Chicago, commented 
among other things on “price competi- 
tion.” He felt that there is a clearly 
growing trend towards advertising price 
to the public. He warned against price 
competition as an over emphasized phase. 
Discussing the future he said: “Given 
initiative, enterprise and vision the road 
ahead is intriguingly bright. The scope 
for business, for progress and_ for 
greater accomplishment is so very great 
that we should make haste slowly with 
a deep sense, not merely of our oppor- 
tunities, but of our responsibilities.” 

In Mr. Kilgour’s opinion the public is 
often being confused by some of the ad- 
vertising and he felt that anything which 
adds to buyer resistance or confusion 
will. inevitably affect unfavorably » the 
sale of insurance for all companies. 

Views Attitude of the Public 

“Good salesmen have a_ sufficiently 
difficult time competing with other con- 
sumer demands and buyer  procrasti- 
nating without having to carry sets of 
tables to show why their recommenda- 
tion is not identical with some other 
“And al- 
if we can persuade our mil- 


company’s product,” he said. 
ternately, 
lions of policyholders that we are offer- 
ing bargains today that they are not 
getting, or that we have a new. wonder 
drug that takes the cost out of life in- 
surance, it will be an example of a self- 
inflicting wound. I make this point in 
the consciousness that there are those 
who differ from me, but I suggest that 
it is up to the individual agency officer 
to hold to that principle in his own com- 
pany if he believes in it. 

“One of the delightful things about 
our business is that intelligent people 
can frequently hold diametrically oppo- 
site views and make both of them work. 
| have offered that admittedly conten- 
tious view not with disrespect to those 
who hold to the opposite course, but be- 
cause | believe that this is an area which 
demands the most careful long-term 
judgment.” 


Agency Department Functions 


During his address Mr. Kilgour dis- 
cussed the functions of the Great-West 
agency department and how it is oper- 
ated. He regarded the top-flight agency 
department personnel as one of the most 
challenging jobs of the agency depart- 
ment officers. 

“To quite an extent,” he said, “it is 
part of the problem of finding mana- 
gerial candidates. So for some years we 
have been carrying out a very deliberate 
recruiting process of seeking men from 
both college and industry who in our 
opinion have the attributes we want and 
with these men we have been cz arrying 
on a very intensive training and ‘forced- 
feeding’ process. We have been taking 
four or five a year into our agency de- 
partment and putting them on a con- 
centrated two-year training program. 
They start off, as well as we can select, 
with outstanding characteristics in terms 
of education, personality, a balance and 
ambition. At the end of two years, hav- 


ing rotated them as working trainees 
through the agency department, we have 
some knowledge of their capacity and 
leaning and we then move them into 
agencies, either 


in direct selling or in 


99 











KILGOUR 


some instances, aS a junior supervisor. 
Some of them are already doing top 
flight jobs. They constitute a pool of 
future managerial and agency depart- 
ment personnel which I am sure will be 
tremendously valuable. 

It is a process which has now be- 
come a permanent part of our long term 
building. It is not discriminatory in 
comparison with men who join us under 
agency contracts because we will do, 
and have done, exactly the same thing 
for men who have shown similar ability 
in our field organization. It is merely 
that we start the flow from two ends.” 


Full Use of Actuarial Talent 


Mr. Kilgour also discussed the benefits 
of strong actuarial talent. The Great- 
West makes full use of actuaries in its 
agency research. He gave an illustration 
\ decade ago Great-West came out with 
its Estate Builder—$1,000 policy increas- 
ing to $5,000 at age 21. The company 
gathered sales kit which it found ef- 
fective. 

“We did it,” he said, “because we be- 
lieved the juvenile market was one of 
the great fields of sales opportunity and 
we were right. The only trouble was that 
it was something like the man who 
imported rabbits to Australia, but had 
underestimated how much those rabbits 
were going to like that country. We 
found in 1953 that 22% of our business 
by number was on juvenile lives with an 
average size policy of $1,100. We also 
found on examination that 50% of our 
juvenile sales were to fathers who had 
less than $5,000 insurance on their own 
lives. We proceeded upon the theory 
that one way to sell the father is to 
sell a child’s policy first and then go 
back later and sell the father. However, 
we also discovered that from sales made 
five years before only 16% of the fathers 
had subsequently bought life insurance 
from our company. We were forced to 
the unwelcome but rather inevitable 
conclusion that this was poor selling. It 
was evident that our men were taking 
a quick and easy juvenile sale instead of 
doing our proper job of protecting the 
family. Moreover, with its small policy 
size this was a very expensive block of 
business for the company. 

Re-emphasize Family Protection 
“This year we reversed our modus 
operandi in this selling. We have re- 
emphasized family protection. In our 
sales kit we have a juvenile policy with 
a 20-year monthly income rider on the 
father’s life and, to be even more de- 
cisive, we will not issue an Estate Builder 
for less than a premium of $100 which 
limits it to the higher income families 
who can afford juvenile insurance with 
out leaving the father under-insured. 
Since taking that step our average size 
policy has increased $1,000 and is now 
running about $8,000 for the company 
and more than $10,000 in the United 


States. This is better selling from stand- 
point of both policyholder and our 
agents.” 


Agency Philosophy of 
Hill Agency, Toledo 


HAS FULL-TIME ORGANIZATION 


No Brokerage Business; 1,180 Group 
Cases in Force With More Than 
$1,000,000 Monthly Premiums 
In his address before LIAMA last 
week at Edgewater Beach Hotel, Chi- 
cago, John A. Hill, for 17 years general 
agent, Aetna Life, Toledo, gave this 

summary of his agency philosophy : 
We would like to give our company 
somewhat more than its normal share 
business—of somewhat better qual 
ity than average. 
We want to build a unit of out 
standing full-time career men—intelli- 
gent, mature, aggressive, dependable. 

We want these men to stand well 
in their communty, look well, be pros 
perous, happy, worthwhile and_patri- 
otic citizens in the best sense of the 
word. 

We want a full-time organization 
no brokerage—men who make their 
living by writing life, Group, accident 
and health insurance. 

We want men whom we can super 
vise, whom we like, who like us, whose 
wives and children we know and are 
proud OF. 

We hope to get from these men 
somewhat better than average results 

By doing all this, we hope to have 
some fun and receive compensation 
considerably above the average 

We conduct a consecutive Man of 
the Month contest. 

We regularly use agency bulletins 
liberally describing our agents to theit 
homes. We are old-fashioned enough 
to believe no one can be a hero to 
the outside world until he has achieved 
substantial stature within his own 
family. 

We systematically encourage and 
demand his active participation in one 
or more worthwhile community activi 
ties. 

We have a real agency advisory 
committee with a rotating membership 
that helps us run our office. 

We retain a firm of public relations 
consultants to help our agency with 
these and other comparable problems 
We have done so for 10 years and 
consider such an investment eminently 
worthwhile. 

We create an optimistic success at- 
mosphere with “big thinking” brought 
on by proven big results 

Agency Has 1,180 Group Cases 


To explain why his agency does not 
emphasize brokerage business, Mr. Hill 
said: “We do not want an operation 





New President of LIAMA 





RAYMOND RIPLEY DAVENPORT 


Raymond Ripley Davenport, who was 
elected president of Life Insurance 
Agency Management Association in Chi- 
cago last week, is vice president and 
agency director, Southwestern Life of 
Dallas, Tex. “Rip” Davenport began his 
insurance career as an agent of South- 

vestern Life in 1933, soon becoming one 
of the company’s — leaders. 
\fter being an assistant manager of the 
agency in Houston he ne to the home 
office as assistant director f sales in 
1939, was made director of sales in 1944, 
second vice president in 1950, and vice 
president in 1951. He has been on 
LIAMA board since 1952 and_ before 





joining Southwestern was superin- 
tendent of schools 

with big ups and downs our 

month this year was $1,200,000, « 

est $850,000. That consistency is 





ing and easy on the pocketbook.’ 
Discussing the Group life record of the 
agency Mr. Hill said: “Starting almost 
from scratch in 1937, we have over 
1180 Group cases in force with pre 








miums of over $1 million month. In 
my opinion this Group business has 
stabilized income—260% of our men’s in 
come comes from Group; given } 
prestige to the agent; given the a 





place to go for daytime calls; given th 
agent business insurance, pension busi- 
ness, salary budget and accident and 
health opportunities.” 

Stating that his Group business has 
been largely produced by full-time men, 
Mr. Hill said: “f do not believe it is 
necessary to rely. on brokerage 
sources for Group business, even in 
metropolitan centers.” 


Granum Tells His Selling Methods 


First job of the life insurance sales- 


man must be to devise a method of 


getting at a man’s needs and of helping 
him to want to do something about 


Alfred 
special agent for North- 


satisfying them, O. Granum, 
Amery, Wis., 
western Mutual, told LIAMA’s meeting 
in Chicago. 

Explaining his method of selling, Mr. 
Granum pointed out three ideas which 
he follows: “The underlying principle of 
honesty, no trick questions ... the at 
titude of not worrying about the man 
who isn’t a prospect for me but concen- 
trating on one man who is... a mo- 
tivating story.” 

There are seven steps in Mr. Granum’s 
plan which is a simple programing pro 
cedure: (1) get a name; (2) write pros- 
pect a letter; (3) telephone him; (4) 


make the first personal call; (5) conduct 
a fact-finding interview, at the close of 
which make an appointment for the 
closing interview in the home when the 
wife can be present; (6) prepare the 
recommendation booklet in his office, 
based on the man’s needs; (7) conduct 
the closing interview during which the 
recommendation booklet is reviewed in 
the presence of the prospect and his 
wife. 

‘Taken by itself, no single step in 
the process presents any difficulty,” Mr 
Granum emphasized. He stresse 
that in his method the potential client 
has “several chances ‘t away.” Mr 
Granum said that this is intentional 
because “I am sincerely convinced that 
there are enough good men in our terri- 
tories who have heard, of life insurance 
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Companies Oppose All 
Benefit Withholding 


UNDER A. & H. EMPLOYE PLANS 
Health id Accident Industry 
Groups Confer With Internal 
Revenue Service 


Life, 


Washington—Conferences have been 
held between representatives of insur- 
ance organizations and the Internal 
Revenue Service on the proposed with- 
holding of taxes by insurance compa- 
nies on payments made under accident 
and health insurance employe benefit 
plans. 

Under Section 105(d) of 


revised by 


Internal 
the Tax 


Internal Rev- 


the 
Revenue Code as 
Revision Bill of 1954, the 
enue Service has proposed that by regu- 
lation insurers would be required to 
withhold 


employes 


taxes on payments made to 


as compensation for loss of 
wages. 

Representatives of life insurance com- 
American 
Insurance Asso- 
Accident 


panies and staff members of 
Life Convention, Life 
ciation of America, Bureau of 
and Health Underwriters and Health and 
Accident Underwriters Conference rec- 
ommended in their conference with 
ternal Revenue that the 
panies should not be required by regula- 
tion to withhold taxes on these pay- 
ments. 


Not Required to Withhold 


In- 


officials com- 


They pointed out that the companies 
are not specifically required to do s¢ 
by law, that there is no employer-and- 
employe relationship between the com- 
panies and the recipients of the bene- 
fits, and that the benefits do not con- 
stitute wages but are payments in lieu 
of wages. 

Moreover, the insurance company 
spokesmen pointed out, there are a 
number of reasons that make it quite 
impracticable for the insurance com- 
panies to withhold taxes on payments 
made under the illness and accident 
benefit plans. An insurance company 
does not have the means available to 
determine whether its payments consti- 
tute taxable income. For example, an 
insurance company does not know the 
number of personal exemptions of the 
employe who receives the payments. In 
many cases the companies do not know 
what portion of the premium for the 


insurance is contributed by the em- 
ployer. The insurance companies do 
not know whether the minimum re- 
quired hospitalization of one day has 


actually occurred, nor is there any defi- 
nition of what constitutes a hospital or 
hospitalization under the law. 

Earlier, a statement embodying these 
views had been presented to the Inter- 
nal Revenue Service by the ALC and 
LIAA and was endorsed by the Bureau 
and Conference. No definite conclu- 
sions were reached in the conference 
between the insurance representatives 
and Internal Revenue officials. It is un- 
derstood that the views presented during 
the conference will be considered in the 
final drafting of regulations. Insurance 
representatives attending the confer- 
ence were: Howard A. Moreen, Aetna 
Life; Stuart McCarthy, Equitable So- 
ciety; Albert M. Pike and Paul H. 
Walker, LIAA; Irving B. Brunstrom, 
ALC; and Robert R. Neal, representing 
the Bureau and Conference. 


Allison With Denver Agency 

Earl L. Allison, agency assistant, 
Aetna Life, has been appointed assistant 
general agent, Aetna Life, Denver. A 
graduate of San Diego State College he 
is a veteran of the Air Force. He en- 
tered insurance as an agent of Aetna 
in San Diego, became a supervisor and 
then became an agency assistant at 


home office. 


Shenandoah Wins Case 
On Its D. of C. License 


SUMMARY JUDGMENT BY COURT 


D. of C. Insurance Superintendent Jor- 
dan Had Questioned Compliance 
With 75% Requirement 


Washington—Shenandoah Life, which 
insures nearly 125,000 Government em- 
ployes holding $210 million in Group 
life insurance policies, yesterday won its 
District Court battle to force the Dis- 
trict to renew its license. 

District Court Judge Charles F. Mc- 
Laughlin granted Shenandoah summary 
judgment on its suit against Albert F. 
Jordan, District Superintendent of In- 
surance. 

The Corporation Counsel’s office will 
study Judge McLaughlin’s seven-page 
opinion before deciding on what further 
steps to take in the case. 

The dispute arose April 30, when 
Jordan refused to renew Shenandoah’s 
annual license to do business in Wash- 
ington. Basing his decision on a ruling 
by the Corporation Counsel’s office, 
Jordan said that Shenandoah failed to 
meet the legal requirements in _ han- 
dling the Group life insurance business 


of 14 Federal and District Government 
employes’ associations. 


75% Requirement 


Under the District’s interpretation of 
the law, as argued before Judge Mc- 
Laughlin last week by Assistant Corpo- 
ration Counsel Milton D. Korman, 
Shenandoah did not meet the require- 
ment of insuring at least 75% of all the 
eligible employes in a given Government 
agency or department. 

However, Shenandoah’s attorneys, 
James C. Rogers of Washington and 
Richard S. Leftwich of Roanoke, Va., 
said the statute involved meant that 
75% of the members of a Government 
association had to be insured, not 75% 
of all the workers in the department. 

Furthermore, they said the phrase in 
the disputed law concerning such asso- 
ciations was specifically inserted at the 
request of Shenandoah when the meas- 
ure was pending before Congress in 1934. 

Judge McLaughlin stated in his opin- 
ion that the question he had to pass 
on was the intent of Congress in enact- 
ing the insurance law. 


N. Y. Life Group Men Meet 

Thirty-two field representatives of 
New York Life throughout the United 
States and Canada recently held a train- 
ing conference in New York. 








* of the Company's 
agency offices hold positions 
of importance and responsi- 
bility. Each one is carefully 
thoroughly - 
trained through integrated 
Company training courses. 
Monthly bulletins and Home 
Office training schools sup- 
plement and continue such 
training. Each cashier seeks 
to attain maximum efficiency 
in office work and in cooper- 
ating with the field represent- 


and 


selected 


atives of the agency. 
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Our New Address— 


347 Madison Avenue, N. Y. 
WOLFSON —- BERKSHIRE LIFE 





Asst. Director Advertising 
New England Mutual Life 





LEE BARRETT 


The New England Mutual has ap- 
pointed Lee Barrett as assistant director 
of advertising. A graduate of Dartmouth 


in the class of 1941, he entered the 
Marine Corps in that year and saw 
service in the South Pacific. He was 


wounded in action, and was retired in 
1946 as a major. 

After experience as a newspaper re- 
porter and feature writer in Portland 
and Augusta, Me., he joined the adver- 
tising department of American Optical 
Co. as a copywriter. He was manager 
of advertising of Rodney Hunt Machine 
Co., Orange, Mass., before joining New 
England Mutual’s advertising depart- 
ment in 1952. In the past two years Mr. 
Barrett has developed the company’s 
cooperative advertising program for gen- 
eral agencies, and has assumed increas- 
ing responsibility for the national con- 
sumer advertising program. 


Connecticut General’s 


New Accident Policy 
Connecticut General Life has intro- 
duced a new accident and health policy 
which guarantees a monthly income dur- 
ing disability to age 65. According to 
Henry R. Roberts, secretary in charge 
of the company’s accident department, 
the policy has been designed to round 
out the portfolio of accident and health 
coverage offered by the company. ; 
Connecticut General’s new policy 1s 
noncancellable and is guaranteed renew- 
able up to age 65. Named Dual Disabil- 
ity 65, the policy will pay double the 
monthly long term income during the 
first two years of disability after a 90- 
day waiting period. The new policy will 
pay monthly income for any disability 
whether caused by accident or illness. 


DETROIT CASHIERS MEET 
Hampton Irwin, CLU, professor of 
insurance in the School of Business 
Administration, Wayne University, ad- 
dressed the Life Agency Cashiers As- 
sociation of Detroit at their luncheon 
meeting this week. His subject was 

“The Value of a Sales Personality.” 
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Md coil only bee tne tow! 


“Dad would be just as pleased as I am to see Bill out there 
... and to hear a girl like Susan cheering him. But if it 
hadn't been for Dad, Bill wouldn’t be out there—he would 
never have met Susan. We both know how much we owe 
to Dad’s thoughtfulness—the life insurance program he 
worked out so carefully with his insurance advisor. Bill's 
college education . . . our home . . . the monthly income 


that means I don’t have to have a job. And, of course, 





Susan . . . Dad would approve of her immediately.” 








An uncertain future? Not 
always—because the sound 
advice of the life under- 
writer turns wishes into 
planned programs, hopes 
into concrete reality. He 


makes the future—and a FETNA LIFE INSURANCE COMPANY 


respected name for him- 


self in his community. HARTFORD 15 
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Left to right—Vincent B. Coffin, Georges Tattevin, H. P. Anderson, Frederic M. Peirce, Robert H. Denny, Elizabeth C. 
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Stevens, A. Rogers Maynard. 


association of French in- 
based on best ideas 
Their itinerary, which 
Arthur C. Daniels of 
Institute of Life Insurance, included 
visits to headquarters of Institute of 
Life Insurance, Life Insurance Agency 
Management Association, Life Office 
Management Association, National Board 
of Fire Underwriters and Association of 
Casualty and Surety Companies. At 
those associations the visitors were 
briefed by lectures delivered by promi- 
nent men in the business. They visited 
some other cities as well. 

The new French organization is called 
CAPA, an abbreviation Co-operative 
Administration Action Committee. In 


ideas of a new 
surance companies 
picked up here. 
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in insurance in force by 
themselves with the market 
they can obtain good business 
markets which lend themselves 
pansion. 

Sam 
home 


G. Shackelford commenting on 
office agency development gave 
some techniques used in a program of 
selling: use of bulletins picturing mer- 
chandise available through prize points, 
announcements naming award winners, 
between people on different 
floors, using employe advisory council 
and junior board of directors spon- 
sors for the plan. 


contests 
} 


as 


Field supervision from the home office 
was discussed by Stuart F. Ferris. When 
an agency man of one company sched- 
ules a field trip certain steps are taken 
automatically: two weeks prior to the 
trip a form notice sent to the head 
of each home office department giving 
name of person making the trip, agen- 
cies to be visited with dates. A similar 
sent each member of the 
agency department. An agency depart- 
ment conference is held at which all 
phases of the particular agencies opera- 
tions are discussed. After return of the 
field man a complete report of the visits 
is made. This report is routed to all in- 
dividuals interested and then put in 
the master file of the agencies. 

Brice F. McEuen told of the more 
consideration now being given 
to pre-contract training. William H. 
Whorf discussed the ever increasing 
wareness in the agency department of 
keeping accurate records. Charles K. 
Reid, I], found that a number of com- 
panies are organizing for sales by ex- 
panding and revamping their agency de- 
partments. 

Stanford Y. 


is 


notice is to 


1S 


serious 


Smith had his theme 


as 


1952, six of the leading insur- 
F rance made another visit 
were given a briefing, 
itinerary of 
Tattevin is 


February, 
ance men of 
here and again 
Mr. Daniels also arranged 
the second visit. Monsieur 
president of the prominent French in- 
surance company, Le tee eg 98 Com- 
pagnie d’Assurances sur La Vie, Paris. 

Other personalities in the picture are 
Vincent B. Coffin, senior vice president, 
Connecticut Mutual; H. P. Anderson, 
vice president, Life Insurance Co. of 
Virginia; Frederic M. Peirce, assistant 
to LIA MA’ s managing director; Robert 
H. Denny, vice president, State Mutual; 
Elizabeth C. Stevens, secretary-treas- 
urer, LIAMA; and Rogers Maynard, 
second vice president, Metropolitan Life. 








“lapses.” He told of one company which 
is taking a long look ahead at the whole 
question of contests and sales cam- 
paigns. This new look has resulted in 
a number of changes. The company, for 
instance, has replaced the fall contest 
(when business is good, anyway) with 
short contests which stimulate morale 
and production in months when it 
needed. 


is 





YOU'RE HEADING 


IN THE 


RIGHT DIRECTION 
WHEN YOU REPRESENT 


Combined Insurance Co. of America 
5316 Sheridan Rd. — Chicago 40, Ill. 


Hearthstone Insurance Co. of Mass. 


395 Commonwealth Ave. — Boston, Mass. 


Combined American Insurance Co. 
2817 Maple Ave. — Dallas, Texas 


First National Casualty Co. 


Fond du Lac, Wisconsin 


COMBINED GROUP 


W. CLEMENT STONE 
President 


Crown Life General Agent 
Robert N. Hicks, the past 
seven years has been engaged in per- 
sonal life insurance production in San 


who for 


Antonio was named general agent for 
Crown Life for that city. 

With many years experience in ac- 
countancy, the general 
ness, and the life insurance 


Mr. Hicks brings 
a wide experience. 


insurance busi- 


business 


to his new position 





NUR BAS TIE 


“Thirty-one years of estate planning 
have brought me clients in every age 
bracket, at every income level and 
in every walk of life,” says R. Earl 
Denman of Cincinnati, “and always 
there has been a Pacific Mutual pro- 
tection to fit every need.” 


A charter member of both the Top- 
Star and Diamond Circle honor corps 
of Pacific Mutual Big Tree Leaders 
Club, and nine times his company’s 
National Production Champion, Earl 
has distinguished himself nationally 
through life (and current qualifying) 
membership in the Million Dollar 
Round Table. 


With a fully matured professional 
skill, this able Cincinnatian has uti- 
lized the completeness and versatil- 
ity of Pacific Mutual coverages to 
achieve, both in terms of service to 
others and in his own career, an 
outstanding and widely recognized 
success. 


ee menial 
buhey gered | 


LIFE INSURANCE COMPANY 
HOME OFFICE: LOS ANGELES, CALIF. 
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LIFE—ACCIDENT & HEALTH 
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Hancock Dividend Scale 


At the November meeting of the John 
Hancock’s board of directors, the sum 
$61,000,000 was set aside for pay- 
ment in the year 1955 as dividends to 
policyholders on all classes of business, 
an increase of more than _ $6,000,000 
above the amount for 1945. 

It was voted to continue in effect the 
innual and settlement dividend scales on 
Ordinary insurance policies and retire- 
ment annuity contracts, which were 
adopted for current issues in the spring 
of 1954. In addition, it was voted to 
improve the dividend scales applicable 
to such policies and contracts of cer- 
tain earlier editions, to make them con- 
sistent with the action taken last spring. 

Rates of interest allowed during the 
current year on the various funds held 
on deposit or retained under policy pro- 
visions will be continued during 1955. 


LEADS BANKERS OF NEBRASKA 
General Agent T. A. Dent, Jr.’s Phila- 
delphia agency of Bankers Life of Ne- 
braska, led all agencies in a production 
campaign during the month of October. 
Other winners were Wichita, San Diego, 
Sacramento and San Francisco. 


Giranum on Selling 


(Continued on Page 5) 


programing and would like to have 
someone do a reasonably intelligent job 
for them, so that we don’t have to 
knock ourselves out working for the 
man who has no interest whatsoever.” 

At the end of the seven-step process, 
the logical act would be for the pros- 
pect to sign the application, Mr. Granum 
said. “Logic is fine,” he said, “but few 
will act today on logic alone. There is 
always a good logical reason for waiting 
until tomorrow. To get action today, 
emotional motivation must be intro- 
duced.” 

The speaker explained that he has 
learned to introduce an emotionally mo- 
tivating story earlier in the interview 
than he used to do, “before my prospect 
has had a chance to even find out how 
he stands in relation to his own ob- 
jectives.” 

He illustrated his motivating technique 
to his audience with the details of an 
imaginary closing interview. His aim is 
to get prospect John and his wife Mary 
talking about “whether they would 
rather have a flexible program or an 
inflexible program.” 

Mr. Granum said that “the wonderful 
thing about the discussion they are hav- 
ing is that it makes not one whit of 
difference to me whether they decide 
on the flexible program or the inflexible 
one; it’s the program that counts.” 

He demonstrated his reply to the in- 
evitable question, “How much is _ this 
going to cost?” 

Mr. Granum said then he can really 
grin and say: “Folks, that’s the most 
wonderful thing about life insurance. It 
really isn’t going to cost you anything. 
Let me show you what I mean . . . lis 
illustration shows that “even with as 
low a premium form as family income, 
they can still make a 25% over-all profit 
after getting the protection—to say 
nothing of the wonderful results at- 
tained with the higher premium forms.” 

Commenting that “it works, it really 
does,” Mr. Granum told of his results: 
“Over a two-year period . . . there were 
77 closing interviews in which I told that 
motivating story after going through the 
seven-step process. In 72 of the cases 
the application was obtained and of 
these, 64 cases were paid for, approved 
and delivered and are still in force with 
a 100% persistency.” 

He said that “right now I’m getting 
the bulk of my new business from repeat 
sales to those clients.” 

On first sales, Mr. Granum said “the 
number of closes averaged 83% for an 
average amount of $18,053—good enough 
for me.” 


Partner for Life Dept. of 
Axelrod Insurance Agency 
Allan M. Silverman, who first joined 
the Axelrod Insurance Agency, Phila- 
delphia, in February of this year, has 
been made a full partner in the life 
insurance department, it was announced 
by Maurice Axelrod and Jules Axelrod, 
executive heads of the general insurance 
agency. 
Mr. Silverman, who has had a rapid 


rise in the life insurance field since 
giving up a professional career as an 
eye doctor only a few years ago, was 
the director of the life insurance depart- 
ment. A general insurance agency for 
almost a quarter of a century, a com- 
plete life insurance department was es- 
tablished for the first time in February 
of this year by the Axelrod Insurance 
Agency to complete its many insurance 
services for its hundreds of clients in 
the business, industrial and professional 
fields. 


Seek Pennsylvania Savings 


Bank Insurance Sales Law 

A bill to permit savings banks to sell 
low-cost life insurance up to $5,000 per 
person will be introduced in the 1955 
session of the vray vania Legislature, 
it was disclosed by J. Hamilton Cheston, 
president of the N: tia il Association of 
Mutual Savings Banks and of the Phila 
delphia Saving Fund Society, in address- 
ing the annual meeting in White Su! 
phur Springs, W. Va., of the Savings 
sanks Association of New York State 
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ANOTHER 
GREAT-WEST 
LEADER... 


A NEW AND DIFFERENT APPROACH TO 
EMPLOYEE RETIREMENT PLANNING 


Now - - any business, large or small, can obtain the advantages 

of a retirement plan that provides employees with all the features 
and flexibility of Individual Policies PLUS the economy and 

other benefits of Group Insurance underwriting. 
plan-- MONOLIFE..- satisfies completely the interests of both 

employer and employee. 
MONOLIFE isa complete, easy - to- sell, easy - to - understand 


package ... another example of Great-West Life’s progressive 


Competent, skilled group sales technicians are now prepared 
to demonstrate the outstanding merits of MONOLIFE and 
assist brokers and surplus writers in the sale of this plan. 


further information, contact your nearest Great-West Life office. 
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HEAD OFFICE - WINNIPEG, CANADA 
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Industrial Life Insurance Is 


Just One Hundred Years Old 


Industrial life insurance is observing 
its 100th anniversary this month and is 
passing the milestone with 113,000,000 
policies outstanding in this country, ac- 
cording to the Institute of Life Insur- 
ance. 

First introduced in England a cen- 
tury ago as a means of helping the low 
income families meet the changing con- 
ditions under the industrial revolution, 
this type of protection has not only 
become one of the most widely held 
forms of insurance, but has been the 
stepping-stone to broader insurance pro- 
tection for millions of families, the In- 
stitute says. 

Industrial insurance was issued as a 
small-unit policy, on the weekly premium 
basis, with both sale and premium col- 
lection made at the door. Today, a large 
share of industrial insurance is on a 
monthly premium basis and in some 
states these policies are issued in 
amounts up to $2,000. The Industrial 
plan of life insurance makes insurance 
protection available at a few cents a 
week to the large numbers of families 
whose financial planning is based almost 
entirely on weekly or monthly earnings. 

First introduced into the United States 
in 1875, this new type of protection 
marked a revolution in marketing meth- 
ods, but found a ready market. Five 
vears after starting, 228,000 Industrial 
life policies were in force; ten years 
from the start, 1,360,000 policies were in 
force. By 1900, the army of Industrial 
policvholders had come to own over 
11,000,000 policies. 

The family protection set up under 
this type of insurance has grown from 
$1,468,000,000 in 1900 to $38,000,000,000 
today. 

It was partly as a result of the wide- 
spread appreciation of life insurance by 
the millions holding Industrial policies 
that Group life insurance was so quickly 
accepted and grew to its present propor- 
tions. Also, as worker families im- 
proved their financial status, millions of 
them, sold on insurance protection by 
the Industrial policies, took on the 
larger Ordinary policies and built sub- 
stantial family insurance programs. 

More than a quarter of a billion dol- 





Syracuse Assn. Observes 
Fiftieth Anniversary 


The 50th anniversary of the Syracuse 
Life Underwriters Association was sig- 
nalized at a luncheon recently in Hotel 
Syracuse. Evan N. Conklin, president, 
conducted the program, arranged by a 
committee including officers and Charles 
W. Bennett, as general chairman. 

Charles Behm, 8&8, of Fayetteville, was 
honored as the only surviving member 
of the charter organizers. He retired as 
general agent of Massachusetts Mutual 
Life 

The association, with 250 members, 
has representation from 35 life insurance 
com>anies. 

Insurance organization officials joined 
in tribute to the celebrating organiza- 
tion. State and National Association 
representatives were on the guest list 
for the luncheon 


Philadelphia Life Gains 


Philadelphia Life of Philadelphia, for 
the 3lst consecutive month, surpassed 
its 10% growth pattern objective in 
} 


October. The company recorded a 21.7% 
increase in new paid business compared 
to October, 1953. 

For the year to date, new business of 
the company is up 14% over the same 
months of 1953. 





lars in death benefits is being paid out 
annually now under Industrial life poli- 
cies, well over 900,000 such claims being 
the yearly aggregate. Since 1940, nearly 
12,000,000 Industrial policy death claims 
have been paid for an aggregate of 
$3,000,000,000. 

As Industrial policyholders have added 
to their policy reserves over the years, 
they have made a secondary contribu- 
tion to the community as a_ whole 
through the investment of those re- 
serves by their insurance companies. 
The Industrial policy reserves in this 
country today add up to more than 
$8,000,000,000, which has been put to 
work as financing for a cross-section of 
the country, including capital for in- 
dustry, public utilities, railroads, build- 
ing construction and even governmental 
needs. This supply of capital funds is 
especially significant, the Institute says, 
as it comes in large part from persons 
who would not have capital funds for 
investment except through this form of 
institutional thrift and saving. 
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RENEWAL 


RENEWAL PURCHASE COMPANY 


60 Cedar Street, New York 5, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


BOwling Green 9-0109 












J. A. Snow Gets New Post 
With New England Mutual 


New England Mutual has appointed 
John A. Snow as Group supervisor— 
policy services in its expanding Group 
department. 

Mr. Snow joined the company in 1937, 
was assigned to the medical department, 
and has served in that capacity up to 
his transfer to the Group department in 
March of this year. He was in the Army 
for two years during World War II. A 
former minor league baseball player, he 
is active as manager of two teen-age 
baseball teams in his home town of Ded- 
ham, Mass. 
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4 7 COR se 
44 | ‘ wi 


IIAAIDIIY 





ee Foan tell um all happy warriors do good job, 


sell heap good UCLIC insurance, come to big Pow Wow — 
Thousand Islands — heap fun. Ask um these braves: 


MU 4-5779 
Matt Jaffe Associates, Ltd. 
431 Fifth Ave., New York 16, N.Y. 


WH 3-0190 
Cousins and Birnbaum, Inc. 
62 William St., New York 5, N. Y. 


MO 7-5635 
Winston Westchester Agency 
4 Fourth Avenue, Mount Vernon, N. Y. 


LIFE - A. & H. — 


GROUP — 


TR 5-8450 

The Weingarten Agency 

26 Court St., Brooklyn 1, N. Y. 
OL 7-1300 


Nathan Eisensmith Agency 
90-38 Parsons Blvd., Jamaica, Long Island 


IV 1-7340 
William Krauss Agency 
233 Fulton Ave., Hempstead, Long Island 


HOSPITALIZATION 






Roy A. Foan, Vice-President and Director of Agencies 


§ [ fro CASUALTY AND LIFE INSURANCE COMPANY 
17 East Prospect Avenue, Mount Vernon, N. Y. 


If you are a full time agent of another company, we solicit your surplus business only. 





” 
Our New Telephone No.— 





MUrray Hill 6-1190 
WOLFSON -BERKSHIRE LIFE 





Executive Committee of 


MDRT Meets at Rye, N. Y. 


George B. Byrnes, CLU, New Eng- 
land Mutual Life, New York, new chair- 
man of the Million Dollar Round Table, 
following a meeting of the executive 
committee at Rye, N. Y., last week, an- 
nounced that William D. Davidson, 
CLU, Equitable Society, Chicago, has 
been added to the committee because 
of the resignation of John Kellam, CLU, 
National Life of Vermont, New Canaan. 
Mr. Davidson is serivng his second two- 
year term as a trustee of the National 
Association of Life Underwriters, of 
which the MDRT is a unit. Mr. Kel- 
lam’s withdrawal was due to the pres- 
sure of business and family responsi- 
bilities. 

3esides Chairman Byrnes, the execu- 
tice committee is made up of the vice 
chairman, Arthur F. Priebe, CLU, Penn 
Mutual, Rockford, Ill., who is also chair- 
man of the program committee; G. No- 
lan Bearden, New England Mutual, 
3everly Hills, Calif., who automatically 
continues on the executive committee as 
immediate past president; and Howard 
D. Goldman, CLU, Northwestern Mu- 
tual, Richmond, Va. 

Because of the increase in volume of 
paper work at the permanent headquar- 
ters in Chicago, the executive committee 
has authorized the appointment of a 
full-time assistant to Harriet Preinitz, 
executive, secretary, and has engaged 
Louise Krafft for the post. 

The 1955 MDRT meeting will take 
place June 27-30 at the Greenbrier 
Hotel, White Sulphur Springs, West Va. 

Qualification credits for the 1955 
Round Table are the same as for 1954 
with one exception: The maximum 
amount of level or decreasing Term in- 
surance than can be counted toward the 
required million dollars of paid business 
is reduced from $500,000 to $250,000. This 
change was made at the 1953 annual 
meeting, applicable to the January 1- 
December 31, 1954 qualifying period. 

Walter N. Hiller, CLU, Penn Mutual, 
Chicago, a past chairman of MDRT, has 
accepted the newly created post of mem- 
bership chairman. 


Life Companies Invest 


Huge Amounts in Realty 
The total real estate investment of 
all U. S. life insurance companies rose 
to $2,205,000,000 during the first nine 
months of this year, an increase of 
$211,000,000 since the start of the year, 
according to the Institute of Life In- 
surance. Acquisitions in the first nine 
months of the year were $252,000,000. 
This realty investment is now three 
times what it was eight years ago. 
Largest block of the properties held by 
the life companies is the $1,236,000,000 
of commercial and industrial real estate 
used for rental income. This is almost 
entirely the product of the past eight 
years. Rental housing accounts for some 


$456,000,000. 
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Named at Washington, D. C. 
For Manhattan Life 



















GEORGE P. SAMPSON 


Appointment of George P. Sampson as 
general agent of Manhattan Life in 
Washington, D. C. has been announced 
by the company’s home office. His offices 
are in the Tower Building. Mr. Sampson 
has been with Acacia Mutual Life since 
1935, with the exception of three and a 
half years in the Army Air Force during 
World War II. In 1949, he was appointed 
director of conservation by the Acacia. 

\ graduate of George Washington 
University, where he majored in ac- 
counting and statistics, Mr. Sampson 
joined Acacia in 1935, starting in the 
agency department. Later he became 
manager of conservation department, 
handling the complete service of all 
policyholders. 

Following his return to Acacia after 
the war, Mr. Sampson resumed his con- 
servation duties as well as_ entering 
various phases of management and 
planning. He spoke before numerous re- 
gional meetings and managers’ meetings, 
and served as chairman of a number of 
committees at the home office. 
National Life Liberalizes 

Military, Aviation Covers 

Emphasizing increased liberalization in 
handling military and aviation risks, 
National Life of Vermont announces a 
substantial reduction, in most categories, 
in the extra premiums for civilian avi- 
ation premiums. In giving more equitable 
consideration to civilian pilots, National 
Life is now classifying private pilots 
according to their experience and cur- 
rent flying activity. This means that the 
majority of these pilots will be accepted 
with an extra premium of $2.50 per 
thousand. 

Further, the extra premium for sched- 

uled airline pilots has been reduced from 
$3 to $2 per thousand. Standard insur- 
ance will be given to scheduled airline 
pilots where the plan applied for is a 
short term endowment. 
_A few weeks ago National Life de- 
cided to accept greater amounts without 
a war rider on certain non-flying mili- 
tary personnel. The company increased 
its $10,000 limit to $15,000 at ages 30-34 
and to $25,000 at ages 35 and over. 

Pilots and co-pilots engaged in mili- 
tary aviation who are between 30 and 34 
and who were rated $8.50 per thousand 
under former underwriting rules now 
qualify for insurance with the rating of 
$9.65 per thousand. Crew members over 
age 25 are now accepted at $5.65 per 
thousand. 


Issues New Policy 

The “$25,000 Executive Special,” a new 
low cost policy aimed at the business 
man and larger policy markets, has been 
announced by American United Life. The 
Executive Special features lower net 
payment, whether averaged over 10 or 
20 years. It is issued in amounts down 
to a half unit of $12,500. 

This special is not confined to pre- 
ferred risks and it may be sold on a 
rated basis to prospects who are not 
standard health or occupational risks. 

There is an extra “persistency divi- 
dend” which favors continuing policy- 





holders—not just those who surrender 


the policy. 


With the additional appeal of lower 


initial premium, the policy is whole life 
paid up at 95. The first dividend is due 
at the end of the second policy year. 

A persistency dividend for the policy- 
holder emphasizes American United’s in- 
terest in business which stays on the 
books, it was pointed out by Eber M. 
Spence, vice president and director of 
agencies. The company also pays a per- 
sistency bonus to agents who maintain 
a low lapse ratio. 








Jefferson Standard Has 
New Low Cost Term Policy 


The addition of a new policy to the 
company’s line of non-par contracts and 
the reduction of rates on all regular 
term insurance plans has been an- 
nounced by Jefferson Standard. 

The new policy is a whole life paid 
up at age 85 non-participating contract, 
and is to be known as the GLC Special 
(Guaranteed Low Cost Special). Mini- 
mum policy to be issued is $10,000. 
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For full information on the compre- 
hensive Employee Insurance Plans 
written by the Massachusetts Mu- @ Polio Expense Benefits 
tual, see or phone our Group Man- 


ORGANIZED 1851 


@ Diagnostic X-Ray and Laboratory 
Expense Benefits 


ager or General Agent in your 
community, or write to us. 


Massachurel Matual 


INSURANCE COMPANY 


SPRINGFIELD, MASSACHUSETTS 


OWNED BY ITS POLICYHOLDERS— OPERATED FOR THEM 


Arere 
are the Geueke 


@ Life Insurance Benefit 


@ Accidental Death, Dismemberment 
and Loss of Sight Benefit 


Weekly Disability Benefit 


Hospital Expense Benefits 


2 
# 
@ Surgical Expense Benefits 
@ Medical Expense Benefits 
ae 


Dependent Medical Expense 
Benefits 


@ Special Accident Expense Benefit 
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Group Development 


(Continued from Page 1) 


had adopted this $20,000 limitation, de- 
cided to abandon it. 
“Largely as a result of 
by New York, the National 
Commissioners 
and has now 


this action 
Association 
con- 


of Insurance again 


this question, en- 
and recommended for adoption 


a limitation which 


sidered 
dorsed, 
various states, 
Group life insurance up to 
An integral part of 
require- 
$20,- 

not 


by the 
would permit 
a $40,000 maximum. 
this proposed rule would be a 
that 

Group life 


excess of 
must 
the in- 
f salary 


amounts in 
insurance 
exceed one and a half times 
sured individual’s annual rate of 
or other remuneration. 
“The $20,000 - $40,000 
employe Group life insurance v 
been adopted by nine states, while 17 
states, Hawaii and the District of Co- 
lumbia, have a $20.000 limit. One state, 
Louisiana, has a $10,000 limit. In the 
other 21 states there is no statutory 
limit on the amount of Group life insur- 
can be issued on the life 
under a Group life in- 
issued to his employer. 


ment 
000 of 


limitation for 
has now 


ance which 
of an employe 
surance policy 


Group Coverage for Employer Trade 
Association 


“lr hae insurance is good for the 
employes of large organizations, isn’t it 
equally g me for the employes of small 
organizations? In the main the legisla- 
tures of the several states have answered 
question in the affirmative. For 
many years a Group of less than 50 
lives could not be covered for Group 
insurance. This limitation was included 
in the model definition formulated by 
the National Association of Insurance 
Commissioners in 1917. In recent years, 
however, the various statutory definitions 
of Gri up insurance have been amended 
so that it is now possible in all states 

Group life insurance to cover 
as few as 25 lives. Furthermore, the 
various forms of Group accident and 
sickness insurance may be issued in 
practically all jurisdictions to even 
smaller groups of employes. 

‘The economics of Group insurance, 
however, are difficult to maintain as the 
number of lives falls below 25. As a 
result there has been a growing tendency 
for employer trade organizations to 
adopt Group insurance plans under 
which smaller emplovers can insure their 
employes. Since such pluns are provided 
under contracts issued to the employer 
association, rather than to the individual 


<> 
tnis 


to issue 


employer, it is necessary to~have_ spe- 
cific recognition of this type of Group 
insurance contract wherever the state 


statute limits Group insurance by statu- 


torv definition. While Group accident 
and sicknesses insurance can be issued 
in Texas to cover employes of mem- 


bers of a trade association, Texas is one 
of 12 states which does not permit is- 
suance of Group life insurance under 


parallel arrangements. 
Public Critical of Shortcomings 


here is a price which must be paid 


for popularity such as that attained 
by Group insurance. The public has 
come to value the protection which the 
various forms of Group insurance pro- 


reason it is 
shortcomings, 


vide, and for this very 
ready to be critical of 
real or imagined, in its performance. 
This is as it should be. he services 
which we sell are designed to put 
dollars, to put purchasing power, in the 
hands of the sick, the aged and the 
bereaved. Those who are _ responsible 
for the management of life and accident 
and sickness insurance companies 
should, therefore, have a keen under- 

tanding of their social responsibilities. 
Perle we have not always been as 
alert, or as responsive. to our opportuni- 
ties and responsibilities as we should 
be. On the whole, however, I feel 
that there has been relatively little 
in our performance for which we need 
apologize. 


“Many of the criticisms of our indus- 
try can be characterized as accusations 


the one hand, to insure 
and on the other hand, 
enough coverage. I 
will accuse the 
failure to sell its 
gage a we 


of failure, on 
enough people, 
to provide broad 
doubt that this group 
insurance industry of 
services aggressively. 
are constantly seeking new ways of 
making these coverages more readily 
available to additional segments of our 
population. At the same time, as I have 
pointed out, we are constantly seeking 
ways to make our coverages broader and 
more effective. 

‘It was presumably because the Ad- 
ministration felt that the insurance in- 
dustry was not doing all it could, or 
should, do in the expansion of voluntary 
health insurance that the Administration 
sponsored the Federal Health Reinsur- 
ance Bill which was introduced into 
Congress at its last session. This bill 
failed to We are told that the 
same or a similar bill will be intro- 
duced at the next session of Congress. 
I, for one, am delighted to hear the 

1 private. voluntary, in- 


endorsements of 
surance given by Mrs. Hobby and Pres- 


pass. 


ident Eisenhower in conjunction with 
their sponsorship of this bill. These 
statements will encourage us to renew 
our efforts both to further broaden 


our coverage and to sell this coverage 
to more people.” 


Major Medical Expense 


maior medical 


Milliman 


Concerning 


é expense 
insurance, Mr. 


called it “The 


most import: int single development in 
the Group insurance field in many 
years. The various attempts to extend 


insurance to cover other types of medi- 
cal care, category by category, such as 
the coverage of out-of- hospital X-ray 
and laboratory diagnostic services, failed 
to solve the fundamental problem. Each 
extension of coverage to a new type of 
medical service emphasized both the 
arbitrary distinction between insured 
and uninsured medical expenses, and 
also the fact that coverage of all medi- 
cal expenses, without limit would be very 
expensive. It would be 


expensive not 
only, because the average amount of 
medical care each of us receives dur- 


ing a year is expensive, but also because 
the insurer would incur a dispropor- 
tionate overhead in paying the large 
number of small bills which such un- 
limited coverage would necessarily en- 
tail. Furthermore, this large number of 
small claims would make it impossible 
to effectively check on the propriety of 
individual claims. 

“Major medical expense insurance is 
the insurance industry’s attempt to solve 
this dilemma. It leaves to the individual 
the problem of meeting the usual small 
medical bills resulting from minor ill- 
nesses and accidents and gives him 
financial help when he really needs it. 

“There are, however, some substantial 
problems involved in developing and 
administering this type of insurance. 
Our first problem is that of getting sutf- 
ficient public acceptance of major medi- 
cal expense insurance. We must sell the 
public the idea that it is better to use 
their insurance dollars for protection 
against the crushing burden of large 
medical bills than to water down their 
insurance by using it for the purpose 
of paying small bills. Of course, the 
public has already accepted this pattern 
in automobile collision insurance, so we 
should not find this too difficult a 
problem. 

“The public must also be educated to 
the fact that these larger medical bills 
cannot be insured in full. They must 
be sold the idea of coinsurance of medi- 
cal expenses. The coinsurance feature 
of major medical expense insurance is, 
of course, one of the devices upon which 
the insurers must rely to keep claims 


under this form of insurance within 
bounds. So long as the patient has to 
pay part of the bill his interest is the 
same as the insurer’s, and it is hoped 
that as a result he will avoid some 
unnecessary expenses which he might 
otherwise incur and, also, that he will 


help hold down the charges for neces- 
sary services.” 





Spear Tells of Plans for 


a °.2 
Persistency Underwriting 

New Orleans—I. M. Spear, vice presi- 
dent of State Farm Life, discussed un- 
derwriting for persistency. He had this 
to say on persistency rating: 

“We all realize that unless we have a 
policyholder on our books for a few 
years the acquisition cost cannot be re- 
The prevention of poor business 
getting on our books is far better than 
trying to mould good business out of 
bad in home office underwriting. 

“In focusing an agent’s attention to 
the need for being careful in writing the 
right kind of business one of the best 
aids is the Persistency Rater put out 
by the LIAMA. While this form as dis- 
tributed by LIAMA may require certain 
revisions to be adapt ible to each com- 
pany’s own class of business it can cer- 
tainly be a tool for guidance. When the 
Persistency Rating Chart was first de- 
veloped a number of years ago we ap- 
plied it to a sampling of our cases only 
to find that a large majority of our 
applicants would have been graded very 


gained. 


low. We at that time were writing large 
numbers of farm owners, farm tenants, 
skilled workers and clerks which were 
not credited very well on the chart. The 
Persistency Rater which came along 
later was of similar composition basi- 
cally, but much simpler, and when ap- 
plied to our applicants brought out 
about the same results. We knew from 


our own experience that our persistency 
was not as bad as the Raters would 
tend to indicate so it called for some 
revisions of the Rater for adaptation to 
our own clientele. I believe most of you 
are familiar with this Rater so I will 
not go into any detail. When and if it is 
used properly by an experienced agent, 
it is at its best in eliminating suspects 
before an actual call is made for a pros- 
pect. In other words why spend time 
and money trying to create a prospect if 
upon the eventuality of delivering a 
policy it can pretty well be predicted it 
will not persist. 

“Tf we as underwriters permit accept- 
ance of such business aren’t we guilty of 
unsound practices which will prove un- 
profitable to policyholders and company 
alike? Need I mention what any con- 
siderable amount of this kind of busi- 
ness would do to our future?” 


Against Rated Industrial 


(Continued from Page 3) 
treatment and 


justify your 
agency morale 


action upon 
improvement and wider 
coverage? Especially when you can 
take this same small segment of busi- 
ness, keeping in mind the basic prin- 
ciples of Industrial insurance, issue it 
standard, experience acceptable mortal- 
ity on that basis and adequate return 
for your company? 

“So that you can take something back 
with you besides an expense account I 
have distributed two pages showing 
comparisons of 1941 standard and sub- 
standard Industrial with CSO mortality 
and with the recent 1951 Impairment 
Study. Of course various conclusions 
can be drawn from any set of figures. 
For example, if all ages were given equal 


weight the standard Industrial allows 
for about 150% of CSO; substandard 
about 250% of CSO. But actually, cur- 
rent normal ordinary mortality should 


not approach CSO. About 60% of CSO 
would be one reasonable assumption and 
if such is the case standard Industrial 
would allow for nearly 250% of normal, 
this would cover a great proportion of 
that rated Industrial you are handling 
with extra effort. 

“Referring to the 1951 Impairment 
Study mortality rates it appears that 
250% of the resulting rates are less than 
the 1941 standard Industrial mortality 
rates. Hence, if premiums were cal- 


culated for 1941 standard Industrial mor- 
tality 


there would be a margin for 





Cash Payments From Life 


Insurance Tops $6.7 Billion 

American families will receive this 
year from their life insurance companies 
about $6,700,000,000 as either direct cash 
payments, or borrowings from policy 
values, the Institute of Life Insurance 
estimates. 

In addition, policyholders will be 
credited through the reserves in their 
policies with approximately $4,200,000,000, 

Adding the cash payments and these 
credits to policyholders, the 1954 total 
will be in the neighborhood of $11,000,- 
000,000. This compares with a little more 
than $5,000,000,000 just 10 years ago. 

“The extent to which American fami- 
lies have come to use life insurance for 
living needs is demonstrated by the fact 
that of the $11,000,000,000 of payments 
and increased reserves, only about one- 
fifth went to beneficiaries under death 
claims, four-fifths being either cash pay- 
ments to living policyholders or addi- 


tional credits to the values they are 
building in their policies,’ the Institute 
said. 

The aggregate of benefit payments 


under life insurance policies and annuity 
contracts in the year will be approxi- 
mately $5,000,000,000. Payments to policy- 
holders under accident and sickness poli- 
cies issued by the life companies will 
account for another $1,200,000,000. More 
than $1,000,000,000 of these $6,200,000,000 
policy benefits will not be withdrawn by 
policyholders or beneficiaries, but will 
be left with the life insurance compa- 
nies for future use. 
These $5,200,000,000 of 
payments, however, reflect only a_por- 
tion of the money use by policyholder 
families, according to the _ Institute. 
Some $850,000,000 will be withdrawn by 
policyholders and beneficiaries, however, 
from reserve funds previously set up by 
policy proceeds or policy dividends. At 
the same time, $650,000,000 may be used 
by policyholders as new policy loans 
taken out during the year. These items 
add up to $6,700,000,000 made available 
for cash used use by policyholders and 
beneficiaries during the year. 


For Rated Industrial 


(Continued from 


benefit cash 


Page 3) 


ing is applied, we find individuals in 
some of these family groups who are 
substandard risks. By taking advantage 
of the rating system, many of these 
substandard risks are accepted. This 
procedure helps the agent to place the 
entire family group, whereas, it is rea- 
sonable to expect that if we had found 
it necessary to decline the father or 
grandfather—applicant, the entire family 
might well have canceled. 

“We have 14 years experience in using 
our extra rating system and-‘vur mortal- 
ity results are satisfactory. Rating poli- 
cies helps you realize more from expense 
of examinations, doctors’ statements and 
inspections; it will help in placing family 
groups; it helps agents make increase, 
which improves their morale; rated poli- 
cies are not difficult to place; having a 
rating system helps in field force train- 
ing; apparently the persistency of rated 
business is as good as standard business; 
it reduces the number of policies issued 
standard which should be rated or re- 
jected; a rating system enables a com- 
pany to classify applicants more ac- 
curately and by its use, insurance is 
made available to a greater number of 
people.” 





profits and contingencies after providing 
for acceptance of Industrial applications 
through 250% or Table Six using Ordi- 
nary underwriting manuals as a guide. 
Furthermore, all Industrial business 1s 
not substandard Table Six; most is less 
than this table. Therefore, if Industrial 
can be accepted through Table Six why 
go to the expense of selecting insurables 
among the relatively small group of 
cases above Table Six which would be 
rejected ? 

“Again, I say, why rate 
when it isn’t necessary ?” 


Industrial 
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Now, you can own the lifetime insurance 
protection you need, at premium rates so low that 
even the most modest family budget will stay balanced. 
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Bentz and Engel Advanced 
By Philadelphia Life 


NS 


PHILIP H. BENTZ 

William Elliott, president, Philadelphia 
Life of Philadelphia, has announced the 
appointment of Philip H. Bentz as di- 
rector of public relations and John H. 
Engel as agency secretary. 

Mr. Bentz, in the newly created office 
of director of public relations, will con- 
tinue to be responsible for the com- 
pany’s advertising and sales promotional 
material. He will also serve in a liaison 
capacity between the field organization 
and the home office. 

Formerly associated with Home Life 
of New York, Mr. Bentz began work 
with the Philadelphia Life in 1952, as 
an agency assistant. In February of 1953, 
he was appointed agency secretary for 


the company. Mr. Bentz attended the 
University of North Carolina. 
Mr. Engel, as agency secretary, will 


assume the duties of the office vacated 
by Mr. Bentz. He will be responsible 
for agency department administration 
and his duties will include contracting 
and licensing of all field men and super- 
vision of production records. Periodi- 
cally, Mr. Engel will conduct research 
projects regarding field activity. 

A Navy veteran, Mr. Engel has been 
employed at Philadelphia Life since 1948. 
He is currently enrolled as a full-time 
night student at La Salle College. 


R. E. Myer Agency Leader 
Of Mutual Life of N. Y. 


The New York (Meyer) agency held 
first place among 100 agencies of Mutual 
Life of New York in volume of life in- 
surance sold and number of policies 
issued during the first ten months of 
1954, according to results announced by 
Stanton G. Hale, vice president for sales. 
The agency is managed by Richard E. 
Myer, CLU. 

The Chicago (Persons) agency, man- 
aged by Henry W. Persons, ranked 
second in volume Kay R. Hodgkinson’s 
San Diego agency was second in number 
of policies issued. 

Third place went to John P. Meehan’s 


(CLU) Boston agency for volume, and 
to Charles E. Brown’s Grand Rapids 
agency for number of policies issued. 


The Portland, Ore. agency, managed by 
Wilbur K. Hood, CLU, held fourth posi- 
tion nationally in both volume and num- 
ber of policies. 

Accident and sickness insurance pro- 
duction standings for the year-to-date 
showed the Toronto, Canada agency, 
managed by Leonard W. Sumner in first 
place for volume. The Vancouver agen- 
cy, managed by Douglas D. Eve, was 
second. Other leaders included the New 
York (Myer) agency; the Billings agen- 
cy, under the management of Ralph H. 
Smith; and the Grand Rapids agency. 





Pacific States Actuarial Club Meets 


The Actuarial Club of the Pacific 
States held its Fall meeting at the Del 
Monte Lodge, Pebble Beach, California, 
recently. Some 60 members and guests 
were in attendance. Among the guests 
were Walter Klem, president of Society 
of Actuaries and A. N. Guertin, actuary 
of American Life Convention. 

Club President A. C. Olsen, West 
Coast Life, opened the meeting after 
which Program Chairman Arnold Brown, 
Metropolitan, presided. 

The discussion centered around prob- 
lems of investment, expenses and taxa- 
tion, the actuary’s role in agency mat- 
ters, problems involving the Federal 
Employes Group life plan, the 1954 
Revenue Act and the problem of broad- 
ening voluntary health insurance cover- 
age. In addition Dr. John W. Cowee 
of the University of California at 
3erkeley outlined the course of study 
in actuarial science being set up by 
the university. This brought forth a 
lively discussion of problems of recruit- 
ing and training of actuarial students 
and the necessity of calling to the atten- 
tion of likely candidates the availability 
of these training programs. 

Robert B. Richardson, Western Life, 
opened the discussion on investment 
problems facing the insurance industry 
today. Under this topic were considered 
the distribution of various types of in- 
vestments, trends and interest rates and 
the effect on long range planning of 
development in electronics and atomic 
energy. Other speakers on these subjects 
were, Eugene H. Neuschwander, Fire- 


man’s Fund; Barrett N. Coates, Jr., 
Coates, Herfurth & England; Ralph 


Nelson, Arthur A. Ferguson, West Coast 
Life; David Goddard, Marsh & Mc- 
Lennan; Garnett E. Cannon, Standard 
Insurance Company of Oregon. 
Practical methods of expense control 


in use by various companies highlighted 
the place of methods and procedures 
planning in company operation. Speak- 
ing on this subject were Clarence H. 
Tookey, Occidental Life of California; 
William C. Neu, Security Life & Acci- 
dent; R. Lee Smith, Farmers New 
World; Robert N. Griswold, California 
Western States; L. F. Slezak, Occi- 
dental Life; E. V. Hoff, Occidental Life, 
and Sherwood Adams, California Insur- 
ance Department. 

A. N. Guertin spoke briefly on the 
development of New York regulation 33 
covering uniform reporting of expenses 
by life insurance companies, and_ re- 
viewed the current states of the pro- 
posed Federal income tax legislation. 

Barrett Coates, Sr., discussed the 
philosophies underlying pension planning 
with an emphasis on the “Human 
Factor.” 

The actuary’s role in agency matters 
was discussed by Harold G. Paff, Pru- 
dential; Marshall C. Pratt, Security Life 
& Accident; William Cunningham, Pa- 
cific Mutual; Marcus Gunn, California 
Western States; Lehman M. Rosholt, 
Guaranty Union, and Harold Crandall, 
Occidental Life. 

Discussing the problems incident to 
the Federal Employes Group life insur- 
ance plan, the 1954 Revenue Act and 
voluntary health insurance, were Milton 
Chauner, California Western States; 
Richard Daskais, West Coast Life; Allen 
‘. Arnold, Standard Life of Oregon; 
Harry M. Sarason, David S. Anderegg, 
Standard Oil Company, and Charles 
Mehlman, Insurance Department of 
California. 

Newly elected officers for the ensuing 
year are Arnold 3rown, president, 
Harold Paff, vice president, and Ralph 
Niles, Standard Insurance Company of 
Oregon, secretary. 








sota Mutual sales representatives. 





his career 


children. 


LIFE 


SAINT PAUL 1, MINNESOTA 





“My husband Bob is a ‘Prospector,’ and I love it! 


“Out here in New Mexico, men have prospected with pick, shovel 
and pan—even geiger counters. Bob’s prospecting tools are the Minne- 


“He made his ‘lucky strike’ when in 1948 he chose life insurance as 
Minnesota Mutual as his company. 


“T believe in the Profession of selling life insurance because Bob’s 
work is making possible a happy, secure life for us and our three 


“Selling Minnesota Mutual insurance isn’t the only business in the 
world, but it’s the only life for us. Minnesota Mutual has given us a 
business that’s all our own—and it’s wonderful!” 


In his five years with Minnesota Mutual, Robert E. Hoff has 
over $1,900,000 personally written insurance in force. 


The MINNESOTA MUTUAL 
INSURANCE COMPANY oF 





"| Love the 
Life of a 
‘PROSPECTOR'S' 
Wife!" 

- « « says “Mrs: 
Robert E. Hoff 
of Albuquerque, 


New Mexico 


ORGANIZED 1880 








MADE TRAINING CONSULTANT 

Gilbert S. Bruce, division manager for 
the Oakland, Calif., agency of The Pru- 
dential, has been named training con- 


sultant for Ordinary agencies in the 
company’s western home office, Los 
Angeles. 


Mr. Bruce started his Prudential ca- 
reer in the Oakland agency as special 
agent in 1950. He was promoted to di- 
vision manager two years later. A native 
of Colorado, he attended public schools 
and the University of Denver. During 
World War II, he served with the Army, 








the CUSTOMER 


is always right 


— in demanding specific pro- 
tection to meet his individual 
needs; so naturally ~--~—~—~— 
you'll sell a Columbian Na- 
tional Life policy that fits his per- 
sonal and family requirements 
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Assistant Vice President 


Of Pacific Mutual Life 


RICHARD D. DOTTS 


Election of Richard D. Dotts as as- 
sistant vice president of Pacific Mutual 
Life was announced by Asa V. Call, 
president. With Pacific Mutual since 
1939, Mr. Dotts is widely experienced in 
both the policyholders service and the 
planning and coordinating departments 
of Pacific Mutual’s home office. He has 
been manager of the planning depart- 
ment since January of this year, and his 
work over the past dozen months has 
had much to do with Pacific Mutual’s 
decision to install large-scale electronic 
computing and data processing devices. 
\rrangements by the company to pur- 
chase Univac equipment from Reming- 
ton Rand were announced earlier this 
month. 

Mr. Dotts is a native of Omaha and 
was educated there and in Colorado. In 
the Navy during World War II, he 
served at the Naval Air Technical Train- 
ng Center, Corpus Christi, Texas, as 


officer in charge of the basic electronics 
course. He is currently a member of the 
western planning committee of the Life 
Othice Management Association. 


Pacific Mutual Completes 
New Real Estate Project 


Prompted by the success of its Nor- 
walk Square Shopping Center serving 
southeastern Los Angeles County, and 
by continuing population growth within 
its trade area, Pacific Mutual Life has 
just completed a new structural unit 
increasing the floor space by more than 
20,000 square feet. The new section will 
house a branch of the Bank of America, 
and also will provide expanded quarters 
for one of the center’s major lessees 
whose sales volume has far outstripped 
the capacity of its original quarters 
opened two years ago. 

According to Pacific Mutual’s real es- 
tate manager Lester Pando, the com- 
pany’s four million dollar investment in 
l5-acre Norwalk Square now encom- 
passes 46 retail stores, and a U. S. post 
office in addition to the bank. Conve- 
nient, off-street free parking is provided 
for 1,500 cars. 

Located at the junction of two major 
boulevards in Norwalk, hub of Southern 
California’s fastest growing residential 
section, this Pacific Mutual real estate 
investment project is distinctive in that 
its location, construction plans and even 
the kinds of merchandise and_ services 
offered, all have been predicated on the 
results of a house-to-house needs sur- 
vey covering a wide area. 


Northwestern Mutual Life 
Holds Three-Day Seminar 

Nearly .70 producers representing six 
Northwestern Mutual Life agencies in 
New York attended a three-day ad- 
vanced underwriting seminar last week 
at the Cooper Inn in Cooperstown. 

A staff of six men from Northwest- 
ern’s Milwaukee home office led the 
seminar discussions. Various aspects of 
the life insurance field were covered 


with the accent on the 1954 tax law and 
how it affects estate planning. Heading 
the staff were Northwestern’s director 
of advanced underwriting, Charles B. 
McCaffrey, and Walter H. 


agency assistant. 


Meier, 


Among the agencies represented were 
those of P. T. Allen, Buffalo; E. Parker 
Colburn, Syracuse; Earl E. Lincoln, 
Rochester; Elmer R. Dill, Poughkeepsie; 
I. R. Gettings, Albany; and Paul E. 
Burke, Jr., Utica. 


Franklin Life October 
Paid Business Up 15.3% 


Chas. E. 
lin Life of Springfield, Ill, has an- 


Becker, president of Frank 


nounced that new paid sales during 
October (excluding annuities) exceeded 
$35,500,000, a gain of 15.3% over the 
same month last year. The Franklin 
sales organization is currently engaged 
in the annual President’s Birthday cam- 
paign which extends from October 18 
through November 30. November sales 
to date are well ahead of last year 





MUTUAL BENEFIT LIFE 
TODAY ofters many “pluses” 


in the field of “living insurance.” 
Settlement provisions, for exam- 
ple, are extremely flexible. Six 
different options enable you to 
receive the proceeds in the way 
most advantageous to you—or to 
you and your wife. Furthermore, 
the guaranteed monthly payments 
available to you in place of cash 
are higher than average. Mutual 
Benefit Life, you see, offers insur- 





ance that is truly 


living insurance 


KEN BISBEE, Detroit Office, is add- 
ing clients right and left — prob- 
ably because he so greatly enjoys 
life insurance work—and just as 
probably, because he knows his 
job through sound,Mutual Benefit 
Life training. 
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Before Abe Lincoln was elected president 
Mutual Benefit Life was offering 


LIVING INSURANCE 


Life insurance was originated, of course, to help men provide for 
their families in event of death. Yet, less than 15 years after its 
founding, Mutual Benefit Life had made life insurance a sound 


living investment, paying the policyholder on his own life. 


Following the first such endowment policy Mutual Benefit 
Life added many additional “living benefits” — 
enabling policyholders to borrow on policies, and take 


dividends for emergencies and opportunities. Liberal settlement 


options were designed, allowing policyholders to take cash 


values on other types of policies as income 


for their retirement years. 


Over the years “living insurance” 


has become so popular that 


Mutual Benefit Life now pays out 


THE 


MUTUAL 


$2 to policyholders, for every $1 BENEFIT 


paid out in death claims! 


LIFE 


INSURANCE COMPANY 
Organized in 1845 
300 Broadway, Newark, N. J. 
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Fidelity Raises Dividends 

An increase in the company’s dividend 
scale, effective January 1, has been an- 
nounced by E. A. Roberts, president of 
Fidelity Mutual Life of Philadelphia. 
This increase will be applicable to all 
premium-paying insurance policies is- 
sued since January 1, 1939. 

The amount of the increase will vary 
by plan, age at issue and age of policy. 
On the average, however, the increase, 
both on the current and on earlier policy 
issues, will be about 10% over the pre- 
vious scale. This is in addition to any 
normal increases arising from duration. 
Together these increases plus the larger 
distribution in account of larger in-force 
volume will represent a substantial in- 
crease in the company’s dividend dis- 
tribution in 1955. For policies issued 
prior to 1939, the current dividend scale 
will be continued in 1955. 

The minimum distributive interest rate 
on proceeds left with the company will 
be increased from 2.75% to 3%, also 
effective January 1. Interest on dividend 
accumulations will be continued at the 
present 3% rate. 


LUTC Plans Series of 
Classes for A. & S. Sales 

Beginning in February, 1955, the Life 
Underwriter Training Council will con- 
duct a series of pilot classes in the sale 
of personal accident and sickness insur- 
ance, according to an announcement by 
Edmund L. G. Zalinski, CLU, LUTC 
president. The course is designed to 
train life insurance men in the most 
effective techniques for the sale and 
service of A. & S. coverages. Plans call 
for a 10-15 week course which will take 
full advantage of the eight years’ ex- 
perience that LUTC has gained in pro- 
viding life insurance training for more 
than 40,000 field men. It will include 
2% hour, weekly, on-the-job classes 
with texts, cases, projects and examina- 
tions under the direction of competent 
A. & S. moderators. 

Mr. Zalinski indicated that, as a result 
of a growing demand, LUTC’s develop- 
ment committee and board of trustees 
for more than two years have been 
studving the need for such a course and 
LUTC’s fitness for the undertaking. In 
July of this year the board directed that 
pilot classes be conducted early in 1955 
to shake down course content and gain 
experience 

It is expected that many agents with 
life companies selling A. & S. insurance, 
who have already participated in LUTC, 
will become interested when the new 
course is generally available in 1956 
However, it will be completely separate 
from Parts | and II of LUTC in recog 
nition of the fact that some life com- 
panies have not yet entered the A. & S 
field. 

An A. & S. committee with both com- 
pany and field representation has been 
guiding the headquarters staff in the 
development of this program. The com 
mittee consists of Rex H. Anderson, 
director of A. & S. sales, New York 
Life; Rufus E. Fort, Jr., vice president, 
National Life & Accident; Karl H. 
Kreder, CLU, third vice president, Met- 
ropolitan Life; James E. Powell, vice 
president, Provident Life & Accident; 
Jac k E. Rawles, EAS second vice presi- 
dent and director of agencies, Lincoln 
National, and George J. Richards, CLU, 
general agent, Monarch Life. 


Provident’s Best October 

Provident Mutual Life of Philadelphia, 
has announced that last month was the 
compay’s best October to date in paid- 
for business. The $13,752,000 paid-for 
business ranked October as the second 
best month for the company this year. 


Sanders Manager at L. A. 

Evan K. Sanders, well known West 
Coast insurance editor, has been ap- 
pointed manager of Western Under- 
writer’s branch office in Los Angeles 
at 548 South Spring Street. 


. 





Executive Committee of 


International Claim Meets 
The first meeting of the newly elected 
executive committee of International 
Claim Association was held this week 
at the Hotel Roosevelt in New York. 
Edwin Linthicum, Jr., chairman of the 
committee and secretary of the Travel- 
ers, Hartford, presided. 

Plans were formulated and commit- 
tees appointed for the annual meeting 
of the International Claim Association 
next September. 

Officers and members of the executive 
committee are to be the guests of the 
Eastern Life Claims Conference at their 
today, November 19, at the 
Roosevelt Hotel. 


meeting 


Life of Georgia Promotions 
Appointment of three training assist- 
ants was announced by Life of Georgia. 
All are promoted from staff manager- 
ships and have been associated with 
the company for around seven years. 
They are F. C. Tillery of Sheffield, Ala., 
Dave Dawson of Greenville, S. C., and 
Vinel S. Lewis of Portsmouth, Va. 









parties—Phone WOrth 2-2514. 





EMIL'S FINE RESTAURANTS 
“New York Rendezvous for Insurance People” 

23 Park Row (Opp. Woolworth Bidg.) Talk business and enjoy meals in 
reasonable privacy. Luncheons moderately priced. Lobster Dinner—$2.75 
all day. Table d'hote from $1.60. Kitchen open to 9 P.M. Bar fill midnight. 

Now is the time to make your reservations for special HOLIDAY 


213 Pearl Street (near Maiden Lane) Real Old Atmosphere—Phone 
Digby 4-2348. Open till 8 P.M. Monday thru Friday. 


Both Members of Trip Charge System. 








T. W. Foley Scores Hit 


As Entrepreneur 
Timothy W. Foley, general agent, 
State Mutual Life, New York City, 
staged, coached and produced the min- 
strel show given at the North Hills 
Golf Club, Douglaston, L. I., on No- 
vember 13, at which more than 400 mem- 
bers and guests were entertained. The 
entire cast of 25 was made up from the 
membership of the Golf Club and the 
affair had the largest attendance of any 
in the club’s history. Mr. Foley is 
chairman of the house and entertain- 
ment committee, as well as a member of 
the board of directors. 





WE'VE GONE BACK 
TO FUNDAMENTALS! 


(x + y)?+ (64)>-2x(x+y)+V 





gel 3 
loa y+ Vixt — 16-4 


but the easy way 
2 plus 2 still equals 4 


The Philadelphia Life Five Star Plan is really 
nothing new. Years ago, specializing in a few 
policies was a successful way of selling life 
insurance. Times may have changed since then, 
but the plan is still a successful selling technique. 
Our field organization has proven this over the 
past year by concentrating on these five plans. 
That this plan is a success is proven by our 
rapid growth. 


(GUARANTEED 


nea These Plans are 
G00D FOR YOU— 
BETTER FOR YOUR CLIENTS 


Write today for details. 


GUARANTEED 
ESTATE 
BULDER 


* 


Doorway 
to 
Protection 







William Elliott 
President 


= 


* PHILADELPHIA LIFE 


* INSURANCE COMPANY 
111 NORTH BROAD STREET, PHILADELPHIA 7, PA. 


Joseph E. Boettner, C.L.U. 
Agency Vice-President 





HEARD On The WAY 














New letterhead size, life application 
blanks have been introduced by Gen- 
eral American Life, St. Louis. The new 
blanks and a general streamlining of the 
entire application procedure incorporate 
many suggestions from the company’s 
field representatives and the recom- 
mendations of its General Agents Ad- 
visory Council. 

Last month the company put into 
service one Ordinary insurance applica- 
tion for adults where previously three 
different applications had been neces- 
sary. The new adult application blank 
can be used for personal insurance, 
third-party, business insurance and sal- 
ary Savings insurance purchases. Even 
though the new blanks have been re- 
duced to letterhead size, the elimination 
of many application questions and con- 
cise arrangement provide ample space 
for answers to questions. The agent's 
certificate has been reduced and_ sim- 
plified considerably, and a notation has 
been included to remind the agent as 
to residence history for inspection pur- 
poses. 

Suggestions of the General Agents 
Advisory Council were primarily respon- 
sible for incorporating in the new appli- 
cations space for three references \ 
can be used as referred leads. The 
council meets twice a year with direct 
advisory responsibility to President 
Powell B. McHaney. 

Coincident with General American 
Life’s activity in the juvenile insurance 
field, the child’s application blank was 
also shortened and improved. The com- 
pany now requires only one signature 
on a child’s application, even if payor 
benefits are purchased. 





Sally Ann Nenner, daughter of Wil- 
liam J. Nenner, for eight years Cleveland 
general agent of Penn Mutual Life, and 
Mrs. Nenner, was recently married to 
Francis Wynee Neville of Cleveland. It 
was a Quaker ceremony. The bride, an 
alumna of Awesttown School and Vas- 
sar College, recently returned from 
Cairo, Egypt, where she was with the 
American Embassy for two years. Mr. 
Neville was graduated from Case Insti- 
tute of Technology. In World War II 
he was a first lieutenant in the Air Force 
overseas. After a honeymoon in Mexico 
City and Acapulco Mr. and Mrs. Neville 
will live in Cleveland. The bride’s father 
at one time was superintendent of agen- 
cies for Penn Mutual Life. 


Uncle Francis. 


Promote G. L. Richardson 


Gordon L. Richardson has been pro- 
moted to manager of the Washington, 
D. C. Group office of the John Han- 
cock. He succeeds James W. Moriarty 
who was recently made manager of the 
company’s New York City Group office. 

A Navy veteran of World War II, 
Mr. Richardson was graduated from 
Boston University in 1949, with a 
bachelor’s degree in business administra- 
tion. In 1950, he joined the Detroit Group 
office of the John Hancock as a service 
representative. In 1953, he was promoted 
to intermediate service representative, 
and in March, 1954, he joined the Wash- 
ington Group office as senior sales and 
service representative. 
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CONT’L ASSURANCE CHANGES 


Kemp Appointed Gen. Agt. at Orlando, 
Fla.; Vohs’ Duties Enlarged in East- 
ern Dept.; Promotions Made 

Harlow G. Brown, vice president of 
Continental Assurance in charge of its 
eastern department, announces the ap- 
pointment of Theodore H. Kemp as 
general agent in Orlando, Fla. Mr. 
Kemp, who has been connected with the 
company in New York for the past eight 








years, served as agency secretary in the 
eastern department up to this time. This 
is his 20th anniversary year in the life 
insurance business having started with 
the John Hancock Mutual Life. 

Simultaneous with Mr. Kemp’s change, 
George H. Vohs, assistant secretary in 
Continental’s eastern department, as- 
sumed responsibility for the eastern 
business development division along with 
his duties as cashier. He will be assisted 
by William J. Doyle, who will keep in 
close touch with the field in matters of 
underwriting, proposals and servicing of 
agents, particularly those recently ap- 
pointed. 

In Mr. Vohs’ department the following 
promotions have been made: Walter P. 
Dohrmann to be manager of collections 
and Earl Hineline to be supervisor of 
the policyholders’ service division. Nancy 
Vitale will continue as supervisor of the 
cashier's division, and supervision of the 
premium accounts division is now shared. 
by Leslie L. Amato and Joseph S. Egan. 
Mr. Amato will supervise correspond- 
ence pertaining to accounting matters 
while Mr. Egan will be in charge of 
accounting records. 


Phoenix Dividend Increase 


Phoenix Mutual Life has announced 
a substantial increase in dividends on 
two of its most popular contracts. Plans 
affected are the Economic Protective 
Life, which is similar to Ordinary Life 
with lower rates during the first two 
years, and the Five-Year Term. The in- 
crease in dividends will average approxi- 
mately 11%. 

This is the second reduction in cost to 
be announced on these plans, both of 
which were included in the general divi- 
dend increase put into effect by Phoenix 
Mutual in July last year. Both plans 
are issued for a minimum of $10,000 with 
underwriting practices the same as for 
Ordinary Life. 


Earl L. Allison Assistant 
General Agent for Aetna 


Appointment of Earl L. Allison as 
assistant general agent of the Denver 
general agency of the Aetna Life, effec- 
tive November 20, has been announced 








by Richard P. Fuchs, general agent. 

Mr. Allison began his life insurance 
career as a representative of the Aetna 
Life’s San Diego general agency, later 
being advanced to supervisor, and since 
1953 has served as agency assistant at 
the company’s home office in Hartford. 
He is a member of the National Asso- 
ciation of Life Underwriters. 

An Air Force veteran, Mr. Allison is 
a graduate of San Diego State College. 


Daniel F. Moon Appointed 
District Group Manager 


Connecticut General Life, Hartford, 
announced the appointment of Daniel F. 
Moon to district Group insurance mana- 
ger in its Memphis office. 

Mr. Moon was formerly manager of 
the firm’s Group insurance operations in 
Charleston, W. Va. A native of Oil City, 
Pa, Mr. Moon attended Welch’s Busi- 
ness College, Oil City, and received the 
Bachelor of Science degree in commerce 
trom Grove City College, Grove City, 
Pa., in 1950. d 
_In his new post Mr. Moon will service 
Group insurance accounts and sell Group 
insurance through general insurance 
men in the Memphis area. 





B. M. A. Passes $800 Million 


Business Men’s Assurance reports that 
its increase in life insurance in force 
during October brings the total to $801,- 
043,343. 

BMA began offering life insurance in 
1920, and by the end of 1934 the com- 
pany had reached a total of $100 million 
of life insurance in force. In the next 
ten years this total was doubled, and the 
last $100 million was added in just 12 
months. 


In addition to the total of $800 million 
life insurance in force, BMA 
an equivalent volume of accident 


of 
has 


also 
ot 
and health insurance premium income. 
This month the company’s fieldmen 
are dedicating their sales efforts to 
W. T. Grant, chairman and founder of 
the company. Mr. Grant personally sold 
the first 500 policies to obtain a charter 
for the company that now operates in 
36 states, District of Columbia, Hawaii 
and Guam, and has branch and district 
offices in more than 60 principal cities. 


J. F. Ackert, District Mgr. 
For Union Central Life 


Appointment of Joseph F. Ackert, as 
district manager for Union Central Life 
in St. Paul, has been announced by Paul 
Hommeyer, Minnesota manager for the 
company. The St. Paul office is at 413 
Pioneer Building. 

Mr. Ackert Fred E. Meyer, 
promoted to assistant regional manager. 
Mr. Meyer may still be contacted at the 
St. Paul office. 
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Heads 2nd Phila. Agency 
For Massachusetts Mutual 


Arthur Johnson 


BRAUNIG 


JACK H. 


Massachusetts Mutual Life has opened 
a second general agency in Philadelphia 


naming Jack H. Braunig as general 


agent, with temporary offices at 121 
Broad Street. The territory of the new 
agency will include Berks, Bucks, Ches 
ter, Delaware, Montgomery and Phila 


delphia counties in Pennsylvania. 

The Philadelphia 
agency is located at 1616 Walnut Street 
and is headed by Gordon S. Miller 

\ native of St. Louis, Mr. Braunig 
attended Suffield (Conn.) Academy and 
Syracuse University. Following service 
in the Air Corps during World War I, 
he joined Massachusetts Mutual as a 
representative in Hartford. In 1948 he 
moved to Boston where his work 
enlarged to include supervisory duties 
Three years later he was named assis 
tant manager of the Dallas 
another large Eastern company, and_ in 


company’s other 


Was 


agency ol 


1952 became general agent of a Salt 
Lake City agency. : 
Mr. Braunig has been active in life 
underwriters associations in Hartford, 
Joston and Dallas and was a member 
of the General Agents and Managers 
Association in Salt Lake City. He has 
taught insurance courses at the Uni- 


versity of Utah and is a past president 
of the alumni Sigma Phi 
Epsilon fraternity 


association of 


MORGAN T. McCORMICK DEAD 

Morgan T. McCormick, 71, for more 
than 50 years a St. Louis representative 
for State Mutual Life, died recently. He 
first joined the company in 1904 as a 
cashier, later became a life underwriter 


and was a substantial personal pro- 
ducer in the 1920's and 1930's. On June 
21 of this year he was awarded State 


Mutual’s 50-vear service award. 
He leaves his wife, a son and daughter. 








“Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 


General Agent 


Continental Assurance Company 
Chicago, Il. 
32 Court Street Brooklyn 2, N. Y. 
TRiangle 5-7362 











HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
INDIANAPOLIS OMAHA 











Mutual Benefit Life’s 
National Associates Meet 


Million-dollar ideas were exchanged 
at the annual meeting of the National 
Associates, a group of the top 25 agents 
and general agents of Mutual Benefit 
Life, Newark, this week, at the King 
and Prince Hotel at Sea Island, Georgia. 

William T. Larsen, CLU, a member 
of the company’s Newark agency, was 
in charge of the meeting as 1954 presi- 
dent of the National Associates. 

Fieldmen who attended the 
were: William N. Thurman, Atlanta, 
vice president of the group; Paul W. 
Cook, CLU, Chicago general agent; A. 
Robert Groenke and Sidney Weil, Cin- 
cinnati; Bruce I. Gheen, Edward P. 
Warren and Wallace H. King, Cleve- 
land; John D. Hibbard, Abraham fF}. 
Kollenberg, Grand Rapids; Charles J. 


meeting 


King, CLU, Kansas Citv; Richard M. 
Baker, C. R. Gibbs, CLU, Los Angeles; 
J. W. Brown, CLU, Louisville general 
agent; Jack Gold, John Mulock, A. J. 
Lewallen, CLU, Miami general agent; 


David Adelman, New York-Huber; Sey- 
mour Block, G. Gilson Terriberry, 
York-Nashem; Harold M. Covert. Ir., 
past president, Edward L. Reiley, CLU, 
Philadelphia general agent; Robert FE. 
Olmsted, CLU, Providence general agent; 
A. I. Stix, Jr., CLU, L. A. Zimmermann, 





OUR GENERAL AGENTS— 
about Crown Life’s 


© Lower Rates. 
® New Policy Plans. 
® Greater Opportunities. 


about Crown Life’s 


they need. 


POLICY OWNERS— 
about Crown Life’s 


®@ Low Cost Protection. 


ment. 
® Our outstanding record. 


Ohio, Oregon, Pennsylvania, 








EVERYONE’S TALKING! 


BROKERS and SURPLUS WRITERS— 


e@ Ability to provide the extra services 


@ Understandable Policies of achieve- 


For comparisons at a glance—ask for Crown Life’s dial-a-rate card— 


rates at all ages for most plans with a flick of the finger. 


We are talking about further expansion. 


CROWN LIFE 


INSURANCE COMPANY 


Home Office, Toronto, Canada 
OVER ONE BILLION IN FORCE IN OUR 53rd YEAR 


Licensed in: Alabama, Alaska, Arizona, Arkansas, California, Colorado, District of 
Columbia, Florida, Georgia, Hawaii, Idaho, Indiana, Kansas, Louisiana, Maryland, 
Michigan, Minnesota, Mississippi, Missouri, New Jersey, New Mexico, North Dakota, 
Puerto Rico, 


Vermont, Washington, and now in Maine, the 28th state. 


State Mutual Announces 
Dividend Scale for 1955 


State Mutual Life announces that the 
dividend scale for 1955 on certain poli- 
cies issued at current premium rates will 
that for 1954. Pri- 
marily affected by the 1955 scale are 
limited payment life policies requiring 
than 15 paid-up life 
policies ; 


be increased over 


less premiums ; 
policies; paid-up endowment 
and paid-up additions. 





St. Louis, and John M. Hastings, Jr., 
Syracuse. 

Home office representatives included 
H. Bruce Palmer, president; Richard E. 
Pille, vice president in charge of agen- 
cies; Charles G. Heitzeberg, CLU, sec- 
ond vice president and director of agen- 
cies; William F. Ward, vice president; 
Mildred F. Stone, CLU, staff assistant to 
the president; John J. Magovern, Jr., 
vice president and counsel, and James 
C. Wriggins, assistant counsel. 

At the three-day meeting, one day 
was devoted to a discussion of the new 
revenue code led by Mr. Magovern and 
Mr. Wriggins, and the other two days 
were devoted to round-table discussions 
of sales ideas and techniques found ef- 
fective by members of the group. 










South Carolina, Tennessee, Texas, 








University Teachers of 
Insurance to Meet Dec. 28 


Dean Laurence J. Ackerman, of the 
University of Connecticut, president of 
the American Association of University 
Teachers of Insurance, has announced 
the program for the 19th annual meetin 
of that The meeting will 
be held in Detroit, December 28. About 
250 college and university teachers of 
insurance in the United States and Can- 
ada hold active 
association, and 


rea 
5 


‘association. 


membership in 
about 125 persons 
whose main work is in connection with 


this 


the educational aspects of the insurance 


industry are listed as associate mem- 
bers. 
The morning session of the annual 


meeting is to be a symposium dealing 
with two subjects, Requirements for 
Majoring in 
Teaching insurance at an 
Level on the “Line” Basis. Participants 
in the symposium will be Dr, Harry 
J. Loman, professor of insurance at the 
Wharton School of Finance and Com- 
merce of the University of Pennsylvania, 
and Dr. J. Edward Hedges, professor 
of insurance at Indiana University. Dr. 
Charles C. Center, professor of com- 
merce at the University of Wisconsin, 
will be moderator. 

The noon luncheon will feature Eu- 
gene M. Thore, general counsel of Life 
Insurance Association of America, as 


eee . 
Persons Insurance, and 


Advanced 


speaker. Mr. Thore’s subject will be 
“Ingratiating Intervention.” 
For the Afternoon session there will 


be a panel discussion on “Tomorrow in 
the Automobile Liability Business.” 
Speaking on this subject will be James 
M. Cahill, secretary of the National 
Bureau of Casualty Underwriters, A. 
E. Spottke, vice president of Allstate 
Insurance Co., and Hubert W. Yount, 
vice president of Liberty Mutual. Dr. 
C. A. Kulp, professor of insurance at 
the Wharton School of Finance and 
Commerce, will act as moderator for 
this discussion. The afternoon session 
will close with the annual business meet- 
ing of the association which will be 
presided over by President Ackerman. 


David A. Frink Named by 


Conn. General for Group 
Connecticut General Life of Hartford 
announced the appointment of David A. 
Frink as a Group pension representative 
for the New York metropolitan area. 

The insurance company’s Group pen- 
sion operations are centered at 55 John 
Street, and the office serves Connecticut 
General’s four New York branch offices 
and the Newark branch office. 

Mr. Frink, a graduate of Villanova 
College, Villanova, Pa., was formerly on 
the Group sales-pension staff at the 
company’s home office. He served as 
an intelligence officer in the United 
States Air Force from 1950 to 1953 and 
holds a reserve commission as second 
lieutenant. 

Robert E. Hyatt is in charge of the 
Group pension office in New York. He 
is assisted by Harry W. Satchwell. 





HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 


(Founded 1850) 
50 Court St. MAin 4-7951-2-3 














Woodward, Ryan, 
Sharp & Davis 
Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 
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Construction Begins on New 
Building for Conn. General 


With President Frazar B. Wilde of 
Connecticut General Life operating the 
controls of a mobile concrete mixer, the 
first footing for the company’s new home 
office building was poured recently in 
Bloomfield, Conn., a suburban commu- 
nity five miles northwest of downtown 
Hartford. The concrete pouring was the 
highlight of a “Foundation Day” cele- 
bration which nearly 1,500 home office 
and field employes and guests attended. 
Mr. Wilde presided at the exercises. 

In his remarks Mr. Wilde reviewed 
the planning which prefaced “Founda- 
tion Day” and asserted that the con- 
struction of the new building was “a 
great expression of faith” by the com- 
pany and its directors “in the commu- 
nity of greater Hartford and its people,” 
in the State of Connecticut, and “most 
importantly, an expression of faith in 
the United States.” 

Among those present at the ceremony 
were Governor John D. Lodge, Louis 
Skidmore, senior partner of Skidmore, 
Owings & Merrill of New York, archi- 
tects for the proposed $10 million home 
office, and H. C. Turner, Jr., president 
of Turner Construction Co., also of New 
York, general contractors for Connecti- 
cut General’s new building. 

Dexter B. Peck, chairman of the 
Bloomfield Town Council, extended 
greetings to the company on behalf of 
his town; Lucius F. Robinson, Jr., 
prominent local attorney, spoke on be- 
half of the company’s board of directors. 

In a personal tribute to the company’s 
president, Joyce Main, president of the 
Connecticut General Club, an organiza- 
tion of home office employes, presented 
to Mr. Wilde an engraved spade to note 
his 40th anniversary with the company. 
Replica souvenir spades in the form of 
pins were given to all those who at- 
tended the ceremony. 

Philip T. Aubin, Chicago, represented 
a delegation of 100 of the company’s 
field men at the ceremony. Mr. Aubin 
was introduced by Vice President Stuart 
F. Smith. 

The new building will be a horizontal 
structure consisting of a_ three-story 
main work area, an adjoining four-story 
wing and a one-story glass sided cafe- 
teria overhanging a reflecting pool. 

Connecticut General expects to occupy 
its new building in 1956. 


CIO Committee Meeting Here 
To Talk Welfare, Retirement 


The CIO’s Committee on Ethical 
Practices announces it will hold open 
hearings on the administration of 
health, welfare and retirement programs 
at a two-day session at the Hotel 
Commodore, in New York City, No- 
vember 22-23. 

A number of insurance company 
representatives have been invited to a 
Monday morning, November 22, round- 
table discussion, including Henry S. 
Beers, vice president, Aetna Life; Gil- 
bert Fitzhugh, vice president, Metro- 
politan Life; N. E. Horelick, vice 
president, Equitable Society; Abraham 
Ozeroff, Hospital Service Association 
of Pittsburgh, and E. B. Whittaker, 
vice president, The Prudential. 

A representative of the U. S. Cham- 
ber of Commerce, whose publications 
have been especially critical of union 
welfare funds and their administration, 
has been invited for Tuesday testimony. 

The CIO Executive Board has said, 
“Corrupt union officials should 
go to jail, along with every embezzler 
of funds, regardless of position,” and 
maintains that most union welfare 
plans are honestly and carefully ad- 
ministered, but promises a sweeping 
investigation “to preserve the integrity 
of our movement and to keep it free 
from any taint of corruption.” 


Northwestern Mutual Sets 
New All-Time Sales Record 


For the _ fifth consecutive month, 
Northwestern Mutual Life has set a new 
all-time sales record, according to Grant 
L. Hill, vice president and director of 
agencies. 

Northwestern’s total sales volume for 
the first ten months of 1954 exceeds that 


of any other ten-month total in company 


OCCIDENTAL ASS’T MANAGER 
$435,930,150, is 2.66% over the previous Hugh S. Sasseman, former agent for 


history, said Mr. Hill. The new record, 
















high, reached in 1953. Helping set the John Hancock, has been named assistant 
new record was an October sales total manager of Occidental Life of Cali- 
of over $3814 million. fornia’s Chicago branch. He replaces 
The Milwaukee firm began its current Davis McAdoo who has been appointed 
assistant brokerage manager in. the 
branch. Mr. McAdoo joined Occidental 
in Chicago in 1953, while Mr. 


company history. Every month since was an agent with his former company 


record streak in June, when its sales 
total for the first six months of this 
year exceeded any six-month total in isseman 


then, a new record has been set. for nine years in Oak Park, IIl. 















KNOW A MAN WHO THINKS he can’t afford the 
amount of insurance he needs — or the kind he 
wants? Cheer him up! We’ve a tried and tested 
answer to his problem. 


Occidental’s 5 year Convertible and Renewable 
Term... 


Convertible up to age 65, to any one of a wide 
variety of permanent plans — when he can 
afford it. 


Renewable up to age 60 at comparably low cost 
— if he prefers. 


Either—without further evidence of insurability. 
It’s his choice, when he wants to make it. 


And in the meantime — total disability benefits 
after only a 4-month waiting period—to increase 
his peace of mind. 


All in all — a sound and practical plan for men 
whose incomes don’t yet match their ambitions. 


HOME OFFICE: Los Angeles 
W. B. STANNARD, Vice President 


*"WE PAY AGENTS LIFETIME RENEWALS... THEY LAST AS LONG AS YOU DO!" 
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Record Sales in Oct. 
For Mutual Benefit 


ANNUAL SALES CAMPAIGN HELD 





Max Matson Submits $2,400,000 to Set 
a Company Record for 
Individual Sales 





A record $68,180,530 of life insurance 


was written in October by agents of 
Mutual Benefit Life of Newark, accord- 
ing to figures released by Gordon Hull, 
director of sales services. The previous 


high was reached in October, 1953, when 


$62,895,560 of life insurance was sub- 
mitted. 
This record was achieved by agents 


from all parts of the country participat- 
ing in the company’s annual sales cam- 


paign known as the “Duel” and com- 
peting for the honor of writing more 
life insurance than Max Matson, last 


year’s company leader in insurance sales. 
Agents among the company’s top ten 
leaders competed with this member of 
“scratch” 


the Cleveland agency on a 


basis; all other agents received a handi- 
cap based on their past production. 

Mr. Matson, who compiled a produc- 
i $27,574,854, of 
22 


tion record of insurance 
association 


$2,400,000 


record for the 


in force during his 22-year 


with the company submitted 


in October, setting a 


amount of insurance written in one 
month by any Mutual Benefit life agent. 
He submitted $1,400,000 in one week. 

San 
Francisco agency was second in indi 
vidual sales during the campaign. He 
submitted f this amount, 


Harry Dowe of the company’s 


$2,130,000. Of 
$1,000,000 was written in one week. 
Duel opponents, two armies of Mu- 
tual Benefit agents, took to the field in 
October, attempting to best each other 
in individual contests and to pass the 
record quota of $55,000,000. One army 
was headed by Vice President in Charge 
of Agencies Richard E. Pille and the 


other by Vice President William F. 
Ward 

Heart of this vear’s sales-motivating 
contest was Max Matson’s challenge to 


the field force to outproduce him during 
the month. This challenge was accepted 
by the life underwriters in the com- 
pany’s 72 agencies throughout the na- 
tion 

Among those replying to Mr. Matson’s 
challenge was 70-year-old Chicago agent, 
Charles Minor. While in the hospital 
for major surgery he began his cam- 
paign by selling an attending physician 
an insurance plan. He submitted a total 
of $167,000 during the month. 


Leading Agencies 


The Laurence W. McDougall agency 
in Cleveland led all agencies with $4,629, 
931 in submitted business for the month. 
The William T. Earls agency, Cincin- 
nati, leader in the last three “Duels”, 

second among all agencies with 
$4,294,711. The third agency to sell over 
$4,000,000 in submitted business was the 
Murrell Brothers, San Francisco agency 
with $4,040,299, i 

Agencies which submitted over $2,000,- 
000 of business during the month of 
October included the C. Carroll Otto 
agency, Detroit; A. 7 Youngman 
agency, New York City; Murrell Broth- 
ers agency, Los Angeles, and Paul W. 
Cook agency, Chicago. 

Million dollar agencies were: Robert 
L. Foreman, Atlanta; Arthur Boardman, 
Boston; Edward L. Rosenbaum, Brook- 
lyn; Clay W. Hamlin, Jr., Buffalo; 
Parsons-Monroe, Chicago; Raleigh R. 
Stotz, Grand Rapids; Solomon Huber, 
New York; W. Oliver Cass, Indianapo- 
lis; Tohn W. Brown, Louisville; Earl G. 
Robbins, Lexington; Alfred J. Lewallen, 


Miami: Lee Nashem, New York; Hers- 
chell Emery, Nashville; Paul Guibord, 
Newark: Edward R. Reiley, Philadel- 


phia; John A. Erskine, Pittsburgh; John 
H. Leaver, St. Louis. 





NALU Committee Chairmen Named 


The appointment of 27 chairmen to 
head-up the varied committees of the 
National Association of Life Underwrit- 
ers, were announced by President 
Robert L. Walker. NALU’s president 
stated that these key-men are chosen 
for their knowledge of the activity as- 
their willingness to 
interests of 


them and 


energetically in the 


signed 
work 
the membership. 

The NALU standing and special com- 
mittee chairmen President 
Walker for the 
year are: 

Affairs of 


named by 
1954-55 administrative 
Servicemen: 
Louis J. Grayson, CLU, Travelers, 
Washington, D. C.; Agents: William 
H. Pryor, Connecticut Mutual Life, Mil- 
waukee; Associations: M. W. Peterson, 
CLU, Lincoln National, Charlotte, N. C.; 
By-Laws: O. P. Schnabel, Jefferson 
Standard, San Antonio; Compensation: 
Stanley C. Collins, CLU, Metropolitan 
Life, Buffalo, N. Y.; Conservation: Jack 
White, CLU, Prudential, Los Angeles; 
Convention Program: Harry N. Phillips, 


Veterans and 


CLU, Sun Life, Detroit; 
NALU—NAIC (special): Benjamin D. 
Salinger, CLU, Mutual Benefit, New 
York; Credentials: Fisher E. Simmons, 
Jr., CLU, Pan American Life, New Or- 
leans; Disability Insurance: R. L. Mc- 
Millon, Business Men’s Assurance Co., 
Abilene. Texas; Federal Law & Legisla- 
tion: Gerard S. Brown, CLU, Penn Mu- 
tual Life, Chicago; Field Practices: Wil- 


Cooperation 


liam S. Hentley, Ir... Mutual Life of 
N. Y., Columbia, S. C.: Finance: Os- 
borne’ Bethea, f Prudential, Newark; 


Functions & Activities: A. Jack Nuss- 
baum, Massachusetts Mutual Life, Mil- 
waukee; Group (Special): David B. 
Fluegelman, CLU, Connecticut Mutual, 
New York; Membership: John C. Dono- 
hue, Penn Mutual Life, Baltimore; Pub- 
lic Information: Winslow S. Cobb. Jr., 
Connecticut Mutual Life, Boston; Pub- 
lications: Sam B. Starrett, Jr., Guaran- 
tee Mutual Life, Omaha; Relations with 
Attorneys: Theo. M. Green, CLU, 
Massachusetts Mutual Life, Oklahoma 


City; Relations with Other Organiza- 
tions: Elsie S. Doyle, Union Central 
Life, Cincinnati; Relations with Trust 


Officers: Paul H. Conway, CLU, John 
Hancock, Syracuse; Research & Indus- 





Licensed in Arizona 
As a further step in its expansion pro- 
gram, Southland Life, Dallas, received 
its license to do business in the state 


of Arizona. This announcement was 
made by Dan C. Williams, president. 
The company now operates in 11 states 
and the District of Columbia. 
Southland Life now has over $875,000,- 
000 of life insurance in force. The 
company does both Ordinary and week- 
ly premium business. In addition to the 
home office at Dallas, the company 
maintains a division office in Washing- 
ton, D. C. and 55 branch offices lo- 
cated throughout its operating territory. 





try Development: William D. Davidson, 
CLU, Equitable Society, Chicago; Reso- 
lutions: R. B. Walker, New York Life, 
Hollywood, Fla.; Social Security: Albert 
C. Adams, John Hancock, Philadelphia; 
State Law & Legislation: Oren D. 
Pritchard, Union Central, Indianapolis; 
Underwriter Education & Training: 
Howard V. Krick, CLU, Penn Mutual 
Life, New Haven; Women Underwrit- 
ers: Laura M. Benham, CLU, Pruden- 
tial, Niagara Falls, N. Y. 





Group business. 










LNL'’s Employee Package Plan 
Has Doubled Sales 


Lincoln National's Employee Package Plan has doubled the sales and 
commissions LNL representatives secure from small employee groups. 


And it has started many an LNL agent in the Company's profitable 


Lincoln National's easy-to-present Employee Package Plan is another 


The 


reason for our proud claim that 


LNL is geared to help its field men. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, Indiana 


Its Name Indicates Its Character 
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National L. & A. Advances Hughes, Taylor, Wagner, Collins 


The directors of National Life and 
Accident, Nashville, voted advancements 
io four men at the regular quarterly 
meeting of the board held recently. They 
are: 

Norman M. 


Hughes, formerly vice 


president and actuary, was made vice 





NORMAN M. HUGHES 


president and chief actuary. J. Eugene 
Taylor, formerly associate actuary, was 
made actuary. R. L. Wagner, formerly 
assistant actuary, was made actuary. W. 
C. Collins, formerly a supervisor in 





R. L. WAGNER 


field research, planning and develop- 
ment, was made assistant secretary. 

Mr. Hughes has been associated with 
the National Life since 1938, when he 
joined the company as associate actuary, 
after having occupied executive and ac- 
tuarial positions with the Lincoln Na- 
tional Life of Fort Wayne and Colum- 
bian National Life of Boston. He was 
made actuary and elected to the board 
of directors in 1945, and last year be- 
came vice president and actuary. 

as is a charter member of the Society 

Actuaries, having been for many years 
a " Fellow of ‘both the American Institute 
of Actuaries and the Actuarial Society 
of America prior to the merger of those 
bodies in 1949. He is currently a mem- 
ber of the board of governors of the 
Society, and is chairman of the joint 
committee on blanks of the American 
Life Convention and the Life Insurance 
Association of America. Mr. Hughes is 
a member of the Southeastern Actuaries 
Club, the Belle Meade Country Club, 
the Cumberland Club, the Old Oak Club 
and the Exchange Club of Nashville. 

Mr. Taylor joined the National Life as 
assistant actuary in 1938 after having 


associated with the Metropolitan Life in 
actuarial work for a number of years. 
Prior to that he had graduated at the 
University of Iowa in 1931, receiving his 
B.A. degree. 

During World War II, Mr. Tavlor 
spent almost two years in the Navy 





J. EUGENE TAYLOR 


where he attained the rank of Lieut., 
senior grade. In 1947, he was adv: anced 
to become associate actuary of the Na- 
tional Life, shortly after he had attained 
his Fellowship in the American Insti- 
tute of Actuaries and the Actuarial 





W. C. COLLINS 


Society. 

He is a member of the committee on 
examinations of the Society of Actuaries, 
and is serving a second term as secre- 
tary of the Health and Accident Under- 
writers Conference, in which he has been 
active for sever al years. In Nashville, 
Mr. Se ia is a member of the Belle 
Meade Country Club and is one of the 
city’s top-ranking duplicate bridge play- 
ers. He is a member of the Southeastern 
Actuaries Club. 

Mr. Wagner went to National Life 
direct from the University of Towa 
where he graduated in 1940 with BA. 
and M.S. degrees. He was made mathe- 
matician in 1944 and in 1947 became 
assistant actuary. 

He is a fellow of the Society of Actu- 
aries, and is immediate past president of 
the Southeastern Actuaries Club. He is 
a member of the joint education and 
examinations committee of the Home 
Office Life Underwriters Association and 
the Institute of Home Office Under- 
writers. and is a member of the Hill- 
wood Countrv Club and the Nashville 
Chamber of Commerce. 

Mr. Collins started his National Life 


National of Vt. Announces 
Underwriting Changes 


National Life of Vermont announces 
new and liberalized limits on its acci- 
dental death benefits, Term insurance, 
and its popular Term riders introduced 
earlier this year. At many points the 
new limits are either double, or more 
than double, those formerly in effect. 

The ADB ceiling, for example, has 
been raised from $50,000 to $100,000. The 
age brackets showing the former maxi- 
mums and the new maximums follow: 
Ages 15-19, $10,000 to $25,000; ages 20- 
24, 25,000 to $50,000; and ages 25-55, 
$50,000 to 100,000. 

The company’s usual limit for ADB 
in force and applied for in all com- 
panies will be $100,000. However, in 
selected cases higher amounts will be 
considered. 

The five-year renewable Term limit 
has been increased from $50,000 to $100,- 
000. The normal limits on all other Term 
plans are now $100,000 on ages 20-24 and 
51-55, and $150,000 on ages 25-30, which 
replace the former limits $100,000 on five 
year non-renewable Term and $50,000 on 
all other Term plans. 

In connection with the broad range 
of new family income and level Term 
riders introduced earlier this year, there 
has likewise been an increase in the 
limits to $100,000 for ages 20-24, $150,000 
for ages 25-50, and $150,000 for ages 
51-55. Deane C. Davis, company presi- 
dent, said the new limits on these riders 
bieaden the opportunity for their use, 
particularly in connection with the pro- 
gramming of insurance needs. 


Fidelity Mutual Issues 


New Pension Trust Policy 
_Fidelity Mutual Life—announces... the 
issuance of a new pension trust policy, 
the first individual policy specifically de- 
Signed to téeéft the insurance and_pen- 
sion needs ofan employe group with 
Varying needs and purposes. The policy 
provides both Term insurance to the 
retirement date and a deferred annuity 
—and either part may be issued sepa- 
rately. Premium rates are guaranteed 
for the life of the policy. 

Containing all the options and guaran- 
tees available in regular policies, it pro- 
vides the advantages of the individual 
policy but is so flexible that it may be 
tailored to the needs of each separate 
pension trust. For example, the amount 
of life insurance may be based on the 
amount of current salary while the 
amount of income at retirement may be 
based on a formula geared to length of 
service. 

Each part has separate non-forfeiture 
values: paid-up Term insurance, paid-up 
retirement benefit and high cash values 
reaching the full reserve by the end of 
the third policy year. Dividends begin 
at end of first policy year. The individual 
policy may include both benefits or 
either benefit and there is the added 
flexibility permitting the discontinuance 
of either part while continuing the other. 

Underwriting of the individual policies 
will follow regular company procedure. 
Policies will also be issued on sub- 
standard lives, either on the basis of 
extra premium rates or for decreased 
face amounts at full regular rates. 





service as an agent in 1940. The follow- 
ing year, he was made traveling auditor 
and remained in that capacity until the 
outbreak of World War II when he 
went into military service. After more 
than two years in the Army, including 
extensive service in the Far East, Mr. 
Collins resumed his work with the com- 
pany. In 1947, he was transferred to 
the home office as a record supervisor 
and in May, 1953, became supervisor 
in the field research, planning and de- 
velopment department. 

He recently attained his Fellowship in 
the Life Office Management Association 
following an extensive course of study 
and received his Fellowship key at a 
meeting of the Association in Washing- 
ton last month. 











EVERY WORKING 
DAY the Sun Life 
Assurance Com- 
pany of Canada 
pays out half a 
million dollars to 
its policyholders, 
beneficiaries and 
annuitants. 





SUN LIFE 
OF CANADA 


Head Office — Montreal 
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Left to right—Henry Anderson, Robert E. Dineen, J. K. Dyer, Jr., Robert S. Lane. 


There are two organizations in the in- 
surance business which are generally re- 
AMA. One is the Life In- 
Management 


ferred 
surance Agency Associa- 
tion of Hartford, 
insurance companies which concerns it- 


effective the 


an organization of life 


self with making more 


operations of life insurance’ general 
branches. The 


Association of 


agencies and other is 


American Management 
New York, 


of insurance, 


whose members are buyers 
including some buyers for 
the largest business corporations in 
America, and insurance companies in all 
divisions of insurance. 

The similarity in abbreviation of these 
two organizations results in some con- 
for readers of insurance papers. 
AMA of New York held 
its fall insurance conference at the Pal- 
Chicago, at the 


fusion 
Last week the 


mer House, same time 


Agency Management Association was 


having its annual convention in Chicago. 

The men in the accompanying picture 
were photographed at the Palmer House 
Management 
right: 


meeting of the American 
They are, left to 
insurance de- 


Association. 
Anderson, manager, 
partment, American Broadcasting-Para- 
mount Theatres, Inc., New York, who is 
AMA vice president in charge of the in- 
surance division; Robert E. Dineen, vice 

Northwestern Mutual Life; 
Dyer, Jr., vice president and 
Towers, Perrin, Forster & 
Philadelphia; and Robert 
assistant to the treasurer, 
Socony-Vacuum Oil Co., New York, who 
is assistant chairman of AMA. 

Mr. Dineen’s talk on price competition 
in the insurance business was printed 
in part in last week’s issue of The 
Eastern Underwriter. Mr. Dyer spoke 
on “How Social Security Influences Re- 
tirement Programs. 


Henry 


president, 
John K. 
actuary, 
Crosby, Inc., 
S. Lane, 





$4.2 Billion New Capital 


Funds in Life Insurance 
With $1,381,000,000 new 
funds made available for the 


life insurance 
financing 
needs of the economy in the third quar- 
the total 
added in the first nine 
$4,161,000,000, 
the Institute of Life Insurance says. Bela 
tal assets of the more than 800 U. S. life 


ter through increase in assets, 
of such funds 


months of the year was 


companies on September were over oy 
360,000,000. 

The distribution of these funds, as the 
new portions were invested by the na- 
tion’s life insurance companies, resulted 
in an increase of $1,760,000,000 in real 
estate mortgage holdings in the nine 
months and an increase of $1,931,000,000 
in corporate securities. State, county 
and municipal bond holdings of the life 
companies rose $517,000,000 in the three 
quarters. 

Of the mortgage holdings’ increase, 
the greatest gains were shown in con- 
ventional urban mortgages, up $909,000,- 
000 in the nine months, with Veterans 
Administration mortgages up $622,000,- 


000 in the same period. The aggregate 
of conventional urban mortgages ac- 
quired in the three quarters was $2,- 


036,000,000 and that of all VA mortgages 
$839,000,000. Total mortgage acquisitions 
in the period were $3,661,000,000, some 
$494,000,000 more than in the correspond- 
ing period of 1953. 

Industrial bonds represented the 
largest block of corporate securities ac- 
quired in the nine months, acquisitions 
being $2,216,000,000 and the increase in 
holdings $966,000,000. Public utility bonds 
acquired totaled $1,139,000,000, such 
holdings rising by $606,000,000. 





WOODSON -ENGELSMAN SCHOOL 


235 Hawaii Agents Attend Five Morning 
Sessions; Then Break Records 

Working in Afternoons 

The sales school conducted at Hono- 
lulu by B. N. Woodson, 
American General of Texas, 
New York, 
Agents 


president, 
and Ralph 
G. Engelsman, broke all rec- 


ords of attendance. numbering 
235 gave up five mornings of life insur- 
ance selling to attend the seminars de- 
voted to sales background and practical 
techniques and then applied the tech- 
niques during these five afternoons. 
Messrs. Woodson and Engelsman kept 
accurate account of business submitted. 
A total of $3,335,200 was written. More 
than 20 companies were represented by 
the agents who were a cross section of 


the many races living in Hawaii. 


Bankers of Iowa Increases 

New business issued and paid for in 
October in Bankers Life, Des Moines, 
lowa, was up more than 42% over the 
same month last vear. The total for the 
month was $20,754,203 of which $11. 
528,203 was for Ordinary insurance and 
$9,226,000 was for Group. 

For the first 10 months of 
business had increased more than 22% 
over the first 10 months of 1953. Total 
insurance amounted to $207,021,625 for 
the year to date. Ordinarv accounted 
for $127,916,001 and Group $79,105,624 

Insurance in force rez iched a new high 
amounting to $2,058,821,303. Of this to- 
tal Ordinary amounted to $1.495,419,110 
and Group stood at $563,402,193. 


1954 new 





Robert Edwards Sees Substandard 
Market as Source for Future Sales 


A recent issue of The Bulletin of the 
Life Underwriters Association of the 
City of New York an article 
on substandard sales 
wards, brokerage with the 
Charles Edwards agency of Manhattan 
Life in New York. The article entitled 
“Substandard Sales Dollars for 
You,” follows herewith: 

Don’t pass up a potential client be- 
cause you believe he might be uninsur- 


carried 
by Robert Ed- 
supervisor 


More 


able or highly rated or because he has 
been rejected previously for life insur- 
ance. As you will discover, there are 
methods to be employed that can aid 
a client in lower dollar- 
rating or coverage that may have been 
When you are able 


securing a 
previously refused. 


to accommodate such a client, he be- 
comes an excellent sphere of influence 
for untold future 


succeeded where others have failed. 


sales, for you have 


Great strides have been made by the 
life insurance industry during the last 
ten years in underwriting difficult cases. 
This in itself is a help to the present-day 
underwriter when he comes upon a pros- 
pect previously rejected five or ten years 
ago. The impairment of your client may 


be of the sort that time mitigates. For 
example, if he was rejected five years 
ago for tuberculosis history, but there 


has been no recurrence. since, his 
chances of securing a policy are much 
better now than previously. 

Then, too, there have been cases where 
an individual may have been rejected 
or rated on inadequate or erroneous in- 
formation. The thing to do in such an 
instance is to clarify the matter with a 
physician who specializes in the field. 

The proper presentation of a case to 
your company is of prime importance. 


ther 


A standard case requires merely an 
application, examination or non- -medical, 
and an inspection. However, in addition 
to this data, when you know a physical 
impairment exists, you. must obtain all 
the additional information you can that 
will assist your underwriting department 
in making a decision. Generally, the 
more information the better. Under- 
writers do not like to pass on a case 


when they do not have all the perti- 
ent facts. In dealing with a_ heart 
case, electroc ardiagr rams, both past and 


present, will assist in determining if 
there has been an improvement war- 
ranting the lower rating you seek. In 
addition, chest X-rays and heart charts 
will also be helpful. If these are sub- 
mitted by an internal specialist, together 
with a good report, your case is fur- 
strengthened. 

If your company will not accent the 
case after you have submitted the in- 
formation to them, and if your company 
contract permits your writing business 
outside, then you may present the facts 
(in preliminary form together with all 
attending papers) to another company 
that will accept vour brokerage busi- 
ness. There are often variances in un- 
derwriting practices between companies, 
and while your client’s impairment might 
not be at all acceptable to one com- 
pany. another. that has rated such a 
condition in the past, might make an 
acceptable offer. 

So, in addition to being of service to 
the physically imnaired insurance risk, 
you can earn additional commissions, 
and secure excellent new referals, by 
doing a little “extra” work for the sub- 
standard client. Being able to place 
substandard business is rewarding not 
only financially, but personally as well. 
There is a good feeling attached to 
having been able to get insurance for 
the man who really wants it —and 
knowing vou’ve done it on a_ sound 
and ethical basis as a professional life 
underwriter. 





Peggy Ann Coman Appointed 
As Editor of the LOG 


Peggy Ann Coman has been appointed 
editor of The LOG, monthly magazine 
published by Life Insurance Company of 
Georgia. 


Miss Coman is a graduate of the 
Henry W. Grady School of Journalism 
of the University of Georgia. She’ has 


been on The LOG staff for two months. 


Prior to going with Life of Georgia, 
Miss Coman was editor of Havertv’s 
Half Hour,-employe publication of the 


Haverty Furniture Companies. Inc. 

She is a member of the Zeta Tau 
Alpha sorority, Theta Sigma Phi, honor- 
ary fraternity for women in journalism, 
and secretary and treasurer of the At- 
lanta Chapter of the Southern Industrial 
Editors Association. 


She is a native of Americus, Ga. 


$298 Million Paid for 


Accidents and Sickness 
American families received $298.341,000 
in the third quarter from their life in- 
surance companies under accident and 
sickness policies with these companies, 
according to the Institute of Life Insur- 
ance. 
This brought to $898,694,000 the aggre- 
gate of accident and sickness policy pay- 


ments from this source alone, not  in- 
cluding “or ir payments from Blue 
Cross and casualty insurance compa- 


nies, nor besiniite paid under disability 
clauses of life insurance policies. 

The nine-month payments are $93,000,- 
000 more than in the first nine months 
of 1953 and are nearly three times such 
payments only five years ago. 


Dividend Increases Made 
By Northwestern Mutual 


Announcing a substantial dividend in- 
crease by Northwestern Mutual Life, 
President Edmund Fitzgerald stressed 
that because important factors in life 
insurance are moving in a_ favorable 
direction, dividend increases, which low- 
er the cost of life insurance to the 
policyholder, are possible. 

Projected dividends for 1955 are $57% 
million, an all-time high and an increase 
of $814 million or 17.3% over the 1954 
scale. If the 1955 dividends were to be 
paid on the present scale, they would 


total $51 million. 


Provident Dividends 

Provident Mutual President Thomas 
A. Bradshaw has announced that the 
first dividend on the company’s ‘- and 
S. policies will be paid in 1955. A divi- 
dend of 10% of the yearly premium will 
be paid on the second anniversary of 
policies issued in 1953. 

In addition, Mr. Bradshaw announced 
a continuation of the present dividend 
scale on life insurance for 1955. The 
interest rate on settlement options and 
accumulated dividends will be continued 
at 3% execpt where the guaranteed rate 
is higher. The company’s dividend scale 
had been increased in 1954 over the 
1953 scale. 

Bee D. MITCHELL HONORED 

D. Mitchell, chairman of the board 
i trustees of Beneficial Standard Life, 
Los Angeles, was honored by the field 
force during September and 
with a seven week production drive, 
which resulted in a notable increase in 
new business in all divisions of the com- 
pany. 
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Union Central Meeting 


The agency department of Union Cen- 
tral Life now has 12 full hours of round 
table discussion tape recorded for use 
as a basis in developing future company 
sales ideas and improving those now 
in operation. 

The talks were recorded during the 
meeting of the company’s 1955 Sales 
Strategy Board October 25, 26, and 27 
in Cincinnati. The meetings were pre- 
sided over by Wendell F. Hanselman, 
vice president and superintendent of 
agencies for the company. 

Members of the Board selected on the 
basis of their past year’s sales record 
were: Samuel M. Sitomer and Sidney L. 
Wolkenberg, CLU, C. B. Knight Agen- 
cy, Inc.. New York; B. W. Arnold III 
and W. Bruce Pirnie, Boston; Walter 
Fox, Chicago ; Lloyd Freeman, Phila- 
delphia; Sidney C. Peters, Denver; Carl 
Slavosky, Cincinnati; Stephen Traub, 
\tlanta; and Myron Williams, Colum- 
bus. 

Manager members attending the 
board’s meeting were Charles N. Barton, 
CLU, president of the Knight Agency, 
and Theodore L. Fowler, CLU, of Bos- 
ton. 
he Sales Strategy Board, the first 
in the company’s 87-year history, was 
organized for the purpose of receiving 
and discussing suggestions from out- 
standing members of the company’s 
agency organization. All meetings were 
recorded so that specific suggestions 
could be analyzed and acted upon later. 

At the conclusion of the meetings a 
luncheon was held for the Sales Strategy 
Board, officers of the agency denart- 
ment, and senior officers of the company. 


1.200 at Show and Dance 
Of Mutual Life of New York 


The annual entertainment and dance, 
presented by the Mutual Life Associa- 
tion, social and athletic organization of 
home office employes of Mutual Life of 
New York, was held recently at the 
Hotel Sheraton Astor in New York City. 
More than 1,200 people crowded into the 
grand ballroom of the hotel to watch 
the showboat-type musical that was pre- 
sented on the stage, and to dance away 
many hours after the show ended. 

A cast of about 85 men and women, 
all home office employes with Mutual of 
New York, put on an hour-long show 
featuring songs and comedy performed 
by chorus, pony ballet and_ soloists. 
The entire show was written, produced, 
staged and directed by Mutual of New 
York. Miss Madalyn Gomber and Ray- 
mond Cleary were co-producers, and 
Miss Gomber was director. 


Joins Provident Mutual Board 

Harry W. Gadsden, vice president 
and director of production and engi- 
neering, Sharp & Dohme, a Merck & 
Co. division, and one of the leading 
figures in the pharmaceutical world, is 
a new director of Provident Mutual 
Life. A graduate of Yale he started his 
career with Bankers Trust Co. He 
joined Sharp & Dohme in 1937 in its 
sales research department and was 
elected a vice president in 1949. In 
1952 when Sharp & Dohme was merged 
with Merck & Co. he went on board 
of directors. In World War II he was 
executive officer of the Philadelphia 
Ordnance District of U. S. Army as a 
lieutenant colonel. 





Life of Georgia District Mgr. 

J. S. Tibbitts of Marietta, Ga., has 
been appointed by Life of Georgia as 
district manager at Alexandria, La. Mr. 
Tibbitts has been associated with the 
company since 1946. He has been a staff 
manager for four years. The 30-year-old 
uative of Paulding County, Ga., served 
in the Army during World War II. 


Annual Meeting Held by 
Middle Atlantic Actuaries 


The Middle Atlantic Actuarial Club 
held its annual meeting in Baltimore 
recently. Ralph E. Edwards, actuary and 
a director of Baltimore Life, was elected 
president of the club for the ensuing 
year. Richard L. Glazier of Life of 
Virginia was elected vice president, and 
Helen R. Gibson, Monumental Life was 


elected secretary-treasurer. Mr. Edwards 
will succeed J. M. Woolery of Occi- 
dental Life of North Carolina. 

The program included a panel discus- 
sion on minimum amount policies led 
by A. B. Ambler, Acacia Mutual, a 
forum on procedural problems led by 
J. M. Bates, Home Security Life, and 
addresses by E. A. Rasor of Social 
Security Administration, D. C. Bronson 
of Wyatt Company, and Mr. Woolery. 





BANKERS OF IOWA SCHOOL 


Twelve salesmen from nine agencies of 


Bankers Life, Des Moines, lowa, attend 
ed a home office school November 8 
through November 13. The school is for 
salesmen who have completed their first 
year of the sales training course. Roy 
A. Frowick is director of training 
schools. These salesmen were recom- 
mended by their agency managers be- 
cause of their initial field successes. 
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A NORTHWESTERN MUTUAL POLICYHOLDER. Miss Cleary’s life insurance holdings are 
an important part of her security program. 


KARSH, OTTAWA 


istic when it comes 


ly security? : 


A message of importance to 


both husbands and wives 
by MISS CATHERINE B. CLEARY 


Vice President, First Wisconsin Trust 
Company; Past President, National 


Association of Bank Women 


‘Nn many families, I understand, the 

buying of life insurance is con- 
sidered the man’s responsibility. He 
often feels—I wonder how wisely— 
that his wife should not be asked to 
think about such things. 

‘“‘From my exposure to the financial 
planning of many families, I believe 
this attitude ignores an important 
point. Isn’t it the wife who knows 
best the day to day money needs of 
the family? She is concerned with 
the detailed costs of keeping the 
family going and stretching the family 
income so that part can be saved. 

“She is well equipped to look at 
life insurance wisely, not in terms of 
its face value alone, but how ade- 
quately it can take the place of the 
husband’s income in providing for 
the family, month by month for years. 

“TI know that life insurance agents 
welcome a wife’s views. I only wish 
more husbands would count her in as 
the partner she should be in planning 
the family security program, for only 
if she understands the plan will she 
have a true sense of security.” 


A NORTHWESTERN MUTUAL AGENT 
CAN HELP SOLVE YOUR PROBLEM 


Y character, ability, and training, 

Northwestern Mutual agents are well 
qualified. Many have earned the designa- 
tion of Chartered Life Underwriter. 

Why do they choose to represent this 
company? It is one of the world’s largest, 
has over 97 years’ experience, and accepts 
applications only through its own agents. 

Because of its unique advantages, in- 
cluding low net cost, nearly half the new 
policies issued go to present policyholders. 

For a sound review of your security 
plans, call a Northwestern Mutual agent. 


The NORTHWESTERN MUTUAL 4/6 Aesurance Company 


MILWAUKEE, WISCONSIN 





APPEARING IN: TIME AND NEWSWEEK 
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INDUSTRIAL LIFE INSURANCI 
It was exactly century ago that In- 
dustrial life insurance made its appear 


England 


income 


ance. It was first introduced 


as a means of helping the low 


families meet the changing conditions 


under the industrial revolution after ma- 


chinery in the business world started a 
great boom in industry. 
John F. Dryden, later to become a 


United States Senator, introduced Indus- 
trial 
1875 

America with office in 
Newark. 


changed marketing 


life insurance in this country in 
when he organized The Prudential 


basement in 
Immediately successful, _ it 
conditions in the life 


insurance field. Five years after Pru- 
228,000 Indus- 
trial life policies in force. At the present 
Industrial — 


life 


dential started there were 

writing 
Weekly 
insurance have 11,000,000 policies in force 
$38 billion. 


time companies 


sometimes called Premium- 


for a total coverage of 
In discussing the great popularity of 
Industrial Life and its phenomenal 
growth Institute of Life Insurance says: 
It was partly as a result of the wide- 


spread appreciation of life insurance by 
the millions holding Industrial policies 
that Group life insurance was so quickly 
accepted and grew to its present pro- 
portions. Also, as worker families im- 
proved their financial status, millions of 
them, sold on insurance protection by 
the Industrial policies, took on the larger 
Ordinary policies and built substantia 
family insurance programs 


More than a quarter of a billion dol 
lars in death benefits is being paid out 
annually now under Industrial life poli 
cies, well over 900,000 such claims being 
the yearly aggregate. Since 19-0, near 'y 
12,000,000 poseetrens policy death claims 
have been paid for an aggregate of 
$3,000,000,000 

CONVENTION HOTEL STATUS 

The insurance business holds more 
conventions than does any other indus- 


try in America. As insurance companies 
grow in size so does number of persons 
authorized to attend by reason of out- 
standing sales performance. This has 


hotel situation. For some time 
hotels in each of the nation’s 


accommodate 


created 
only a few 
geographical sections can 
a large convention. To meet the situa- 
tion some companies hold regionals. The 
instance, held as 


regionals instead of one 


Aetna Life, for has 
four 
field 


tendance at 


many as 


over-all convention. Largest at- 

this 
95th 
3,000 


were at 


insurance conventions 
Equitable 
anniversary event with more than 
While 


where 


year was at Society’s 


present. main sessions 
Waldorf its 
was packed at the banquet, 


principal ballroom 


room space 


in three other hotels was needed to 


accommodate all the delegates 
Another hotel causing 
arises from 


and wives. 


situation con- 


cern persons with reserva- 


tions not being able to get into rooms 


for sometimes not at all during 
the 
of refusal of guests to 
if guests’ bags are unpacked 


the 


hours, 


day of their arrival. This is because 


leave rooms. 


Hotels Say 


and those guests insist on staying 
hotel can’t put them out. 

There are no indications that the 
general situation will improve. Anyway, 
agency officers will need all of their 
ingenuity and resource to meet these 
hotel accommodation difficulties. 

J. R. E. Patterson, senior examiner 


of companies with the Federal Depart- 
ment of Insurance, Canada, has retired 
after 42 years with the Department. 

x * x 


William Rothaermel, who retired two 
years ago as vice president of Pacific 
Mutual Life, stopped at Chicago for the 
LIAMA sessions en route home to Los 
Angeles from a round-the-world voyage. 
Mr. and Mrs. Rothaermel sailed from 
Los Angeles, August 1, on the American 
President Lines and returned to this 
country November 1. They went to De- 
troit to get a new car for the last lap 
of their trip. 

eee 


Edward S. Cooper, president of West- 
ern Grocers, Ltd., Winnipeg, Canada, 
has been made a member of the govern- 
ing board of Associated Reciprocal Ex- 
changes. He attended University of 
British Columbia and the University of 
Manitoba. He is a member of advisory 
board of Canadian Reciprocal Under- 
writers and of Toronto General Trusts, 
Ltd. 





Queen Mother Elizabeth at the Commonwealth ball held i 
Armory of New York City on November 1 
Royal- Liverpool Insurance Group. 
Army 
was chairman of the executive 
He received a silver tea 


grave, secretary, 
rank of major (retired) in the British 
pool since 1908, 
arrangements for the ball. 


SS 








2 4 


in the 7th Regiment 
shared the Royal Box with C. R. Red- 
Mr. Redgrave who holds the 
and who has been with Royal-Liver- 
committee which handled all the 

service presented by the Queen 


Mother on behalf of the Commonwealth Societies of New York City which is com- 


posed of 51 individual societies. This 


honor was in 


Redgrave’s 
with 


tribute to Major 





long years of service in the British community and especially his activities 
the veterans’ groups. 
Governor Cherry of Arkansas has Paul F. Clark, president of the John 


asked Harvey G. Combs to withdraw his 


resignation as Arkansas Commissioner 


of Insurance and to continue serving 


until January when Governor-elect Orval 
E. Faubus takes office. It has been pre- 
dicted that Mr. Combs will be reappoint- 
ed by 


the new Governor. 


*x* ok Ok 
R. D. Rogers, North American Life, 
Chicago, is chairman of a Health and 


Accident Underwriters Conference agen- 
cy advisory subcommittee appointed to 
revise the Conference Selling Handbook 
for Agents. On the committee also are 
W. G. Alpaugh, Jr., Inter-Ocean Insur- 
ance Co.; E. R. Hodgkins, Paul Revere 
Life; E. H. Magnuson, Federal Life & 
Casualty; J. W. Sayler, Business Men’s 
Assurance; and E. L. Zalinski, New 


York Life. It is expected that the hand- 
book reprinted will be ready by next 
spring. 
i. el ae 
James A. Morone, manager at Sao 


American Foreign In- 
the United 


Paulo, Brazil for 
surance Association, is in 
States on a three months’ vacation. He 
is staying with ‘his parents on Staten 
Island. He attended the recent meeting 
of the insurance section of American 
Management Association along with R. 
Maynard Toelle, AFIA secretary; Wal- 
ter A. Westling, superintendent of pro- 
duction, and Joseph Sullivan who is on 
Mr. Westling’s staff. Mr. Morone began 
his career with AFIA in 1947 when he 
joined it in Brazil and before becoming 
Sao Paulo manager was manager in Rio 
de Janeiro, 
* * # 


Ian R. Heap has succeeded Donald 
Taylor as Toronto manager of North 
3ritish & Mercantile. Mr. Taylor is now 
assistant manager of the company for 
Canada. 


Hancock, along with a group of nation- 
ally known business leaders, recently 
met with President Eisenhower at a din- 
ner meeting at the White House 
cerning operations of Radio lree 
Europe, at which time reports were 
given by Henry Ford II, Allen Dulles, 
head of the Central Intelligence Agency, 
and General Walter Bedell Smith, for- 
mer Ambassador to Russia and more re- 
cently Under Secretary of State. Ac- 
cording to Mr. Clark, President Eisen- 
hower and the other speakers stressed 
the importance of an effective promo- 
tional campaign to combat the threat of 
communism throughout the world. Spe 
cial mention was made of the value of 
Radio Free Europe and its work among 
the satellite countries, including Poland, 
Czechoslovakia, Hungary, Austria, Ru 
mania, Bulgaria. Radio Free Europe, a 
voluntary organization supported by the 
contributions of freedom- loving people 
in the United States and elsewhere in 
Europe, has done outstanding work in 
bringing factual information to the cap- 


con- 


tive countries behind the Iron Curtain. 
* * x 
Barbara Romack, a New York Life 


agent in Sacramento, Cal., is the new 
U. S. women’s national amateur golf 
champion. She won the title at Sewick- 
ley, Pa. She has represented the com- 
pany since 1953 and is 21 years old. 

* ok x 


G. E. Bafield, superintendent of the 
worldwide accident operations of Sun 
Insurance Office, has retired, and A. 
Joanes, a branch manager at Leeds, 
England, will succeed him. 
* * x 

Robert D. Fleming of West Hartford, 
Conn., is now an associate in the insur- 
ance agency of Warner-Budds, Inc., of 
Hartford. He joined the office last month 
after eight years as a fire and marine 
underwriter with a general agency. He 
has lived in West Hartford 25 years. 
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New York Public Library 


Devereux C. Josephs, 
New York Life, has been appointed 
chairman of the New York Public Li- 
brary’s $400,0CO fund appeal for 1954-5 
and also will give his special attention 
to the life insurance companies group. 
Arthur A. Lyons of Lyons, Weber ’& 
Co., New York insurance brokers whose 
firm members have each had a quarter 
century or more affiliation with 
Weber & Co., is sub-chairman 
of the committee handling 
brokers and _ fire, and 
offices in the Fund campaign. 
It is not generally known that 
central reference library in the 
building of the library at Fifth Avenue 
and Forty-Second Street is dependent 
almost entirely upon private funds, and 
taxes as is 
falls nearly 


of a 
Lyons, 
insurance 
casualty marine 
the 
main 


is not supported from city 
often assumed. The income 
half a million dollars short of the oper- 
ating expenses for this year, according 
to Morris Hadley, president of the li- 
brary. 

Chief aid to 
Irving S. Olds, former 
U. S. Steel Corporation 
Olds is serving as chairman of 
commerce, industry finance com- 
mittee in the campaign. 

The first official act of general chair- 
man Josephs was an effort to see that at 
least every one of the 8,000 persons a 
day who enter the main library knows 
of its financial problems. ‘Spreading 
the knowledge to this changing group 
will supplement other help the library 
has in explaining the situation,” Mr. 
Josephs said. 

On November 12 Messrs. Josephs and 
Olds supervised the installation of 8-feet 


Josephs is 
the 
Mr. 


the 


Chairman 
chairman of 
board. 


and 


high, three-dimensional photo-murals 
near the entrances and on the upper 
floors of the Fifth Avenue library, 


showing on a financial chart the sources 
of support and the red-painted gap 
between budget needs and income. 

Mr. Josephs compared the Library's 
urgency to that of a fire department. 
“You may not always need it,” he said, 
“but when you do, you realize how vital 
it is and you’ re very glad you have 
it to call on.” He also referred to the 
coincidence of the currently needed sum 
with that which started the Library 
more than 100 years ago. In 1848 John 
Jacob Astor bequeathed $400,000 to es- 
tablish a library for public use. It 
opened in 1854 with 90,000 volumes and 
had 50 readers the first day. Today, 
this ‘ ‘private reference library, open to 
the public” has an annual operating 
cost of nearly $3,500,000; it has 3,500,- 
000 volumes. The public funds alloca- 
tion for the 80 city-supported branch 
aaa with their 2,000,000. books and 

000,000 annual circulation is $5,040,000. 


chairman of 

















That falls $¢400,000 short of amounts 
needed in contributions to meet current 
operating expenses. 

Chairmen of other committees in the 
fund appeal are Banks and Trusts— 
Howard C. Sheperd, chairman, National 
City Bank; investment bankers and 
brokers, Carl H. Pforzheimer, Carl H. 
Piorzheiiner & Co.; motion pictures, J. 
Robert Rubin, director, Metro-Goldwyn- 
Mayer Pictures; petroleum, Frank W. 


Abrams, former chairman, Standard Oil 
Co. of New Jersey; book publishers, 
Stanley M. Rinehart, Jr. president, 
Rinehart & Co., Inc.; magazine pub- 


lishers, Malcolm Muie r, president, News- 
week; radio and television, William S. 
Hedges, vice president, National Broad- 
casting Co, Inc.; food, Edward S. 
Moore, Jr., executive vice president, 
National Biscuit Co.; textiles, Jacob W. 
Schwab, president, United Merchants & 
Manufacturers, Inc. 


* *K * 
Keeping Abreast of Addresses 


The Chartered Insurance Institute 
(the great educational organization of 
3ritish insurance), is contemplating pub- 
lication of important addresses which 
are delivered before the Institute’s lo- 
cal associations of which there are many 
in England. At the recent annual meet- 
ing of CII the subject was again given 


consideration by its publications com- 
mittee which for half a century has 
been publishing a journal. In com- 


menting upon this an officer of CII said 


in The Review of London: 


“Insurance is developing so rapidly 
that merely to keep pace with new 
forms ol cover and significant changes 


in practice calls for the regular publica- 
tion of information which will be of 
service, not only to the examination 
student but to everyone engaged in our 
business. It is desirable that some of 
this information should be published in 
a form which is more or less permanent. 
Our object is to make the Journal an 
essential work of reference, and we can 
do this only if we are fed with the right 
sort of material. It often happens thvt 
papers which have been prepared with 
great skill and care, by men who know 


what they are talking about, are heard 
by comparatively few people at local 
Institute monthly meetings. Many of 


these papers deserve a larger audience, 


and the Journal is at least one means 
by which this larger audience may be 
gained. I therefore renew last year’s 


appeal to the local Institutes: send us 
papers which you feel should be pub- 
lished in the Journal.” 

All of which brings up an interesting 
point regarding addresses delivered be- 
the 


fore insurance organizations in 

United States. While some conventions 
are exceedingly well covered there are 
hundreds of other meetings where pa- 
pers are delivered and which do not 
get a line of newspaper attention. It 
could not well be otherwise in this 


country where as many as six insurance 
meetings have been held in one day 
at Hotel Statler, for instance. 


DEVEREUX C. JOSEPHS 





Tracing “Lost” Stockholders 
One of the interesting corporations 
with headquarters in Greater New York 


is Tracers Company of America whose 
mission is to find missing stockholders 
for leading corporations. Myles dar- 


silv, president of Tracers, says there are 
more than a million lost stockholders on 
the records of leading corporations, trus- 
tees, receivers, U. S. Federal courts 
transfer agents and banking concerns. 
Some of them are now dead. 

Recently, Tracers Co. of America was 
given this chore: find 6,800 “lost” stock- 
holders of the Commonwealth & South- 
ern Corp. Vice President W. G. 
Bourne, Jr. of Commonwealth & 
Southern, Says over a period of three 
years 6,000 of these “lost” stockholders 
were located. Reason the utility wanted 
these names was so they could sur- 
render their stock and secure their pro- 
portionate shares of the distributed as- 
the plan 


sets of the corporation under 
of liquidation approved by SEC and the 
U. S. District Court. 

* * * 


Sign Non-Drink Piedge 
To Get Policy 

The October edition of the 
Herald, editor of which is 


Christian 
Daniel A. 


Poling, famous clergyman, led off with 
a long article about the Preferred Risk 
Mutual Insurance Co. of Des Moines. 


This is a company which requires every 
i int for insurance to sign this 
pledge: “I do not use alcoholic bever- 
ages and will not do so for the term of 
the policy.” Its advertisements are gen- 
erally restricted to religious publications 
where the readership is normally op- 
posed to drinking. The company 
its direct mail advertising is mostly sent 
to persons who hold positions of trust 
in religious organizations. 

The Christian Herald 
got a clearer definition of 
stinence.” Says the magazine: 

“It means exactly that. One bottle of 
beer, one social highball, one cup of 
Christmas eggnog—in short, any kind of 
alcoholic drink, regardless of how infre- 
quently imbibed—disqualifies a driver as 
a potential policyholder.” 

Asked about other members of the 
family “who may be inclined toward 
having an occasional social drink,” the 
Preferred Risk Mutual’s answer 16-2 TE 
the company’s routine investigation re- 
veals that a member of the applicant’s 
family is a consistent drinker, then the 
company will decline to insure the car.” 

As the company has 70,000 policvhold- 
ers just how a check on that army and 
the families of the policyholders can be 
continuously kept is a mysterv to me 
but the company says it is getting good 
service from the inspection companies. 


Says 


and 
ab- 


asked for 
“total 





Fabian Bachrach 
ARTHUR LYONS 





Risk Mutual had its 
origin a decade ago when two ardent 
“Drys’—Reverend Sam Morris, a min- 
ister, and William N. Plymat, a lawyer, 
together with J. J. Mallon, a New York 


The Preferred 


lawyer and former classmate of Ply- 
mat’s, raised the capital and Preferred 
Risk Mutual got under way. At the 


beginning their objective was merely the 
launching of a successful insurance com- 
pany. Then came the idea of insuring 
only those pe ere cs from alcoholic 
beverages. At end of the first year’s 
operation the company had 225 charter 
policyholders. Assets at end of 1954 are 
close to $3,000,000. The 1954 premium in- 
come will be $4,500,000. Policies of more 


than $10,000 are reinsured by Lloyd’s. 
Apparently there are a large number of 
non-drinkers in the country, or at least 


some who can down a highball without 
the insurance company knowing about it. 
ie Se Se 


Improved Electrically Operated 
Extinguishers 

A major improvement in 
operated, automatic carbon 
extinguishing systems has 
nounced by Walter Kidde & Co., Inc., 
3elleville, N. J. This new arrangement 
features total enclosure of all operating 
parts, a simple visual inspection to de- 
termine that system has operated, and a 
testing proc edure which permits actual 
check of all operating functions except 
the actual discharge of cylinders. 

These electric systems are approved 
by Underwriters’ Laboratory and em- 
ploy thermostats at the fire hazard to 
detect the blaze and actuate cylinders 
of carbon dioxide. When fixed tempera- 
ture thermostats are used, the normal 
setting for operations is 140 degrees F. 
but higher rating thermostats are avail- 
able for hazards with abnormally high 
surrounding temperatures. 

If fire occurs, its heat causes con- 
tacts in one or more thermostats to 
close. This completes an electrical cir- 
cuit which energizes an electric control 
mounted on a carbon dioxide cylinder. 
The energized control head actuates the 
control cylinder to which it is attached, 
reopens the thermostat-control head 
circuit, and electrically trips a second 
control head. The released, pressurized 
gas escapes from the two cylinders ac- 
tuated by the control heads and passes 
through the manifold connecting all of 
the cylinders. This pressure trips the 
remaining cylinders. Then the full value 
of fire smothering gas floods through 
piping to the “in trouble” area where 
it is discharged as an inert gas from 
multijet nozzles. The volume introduced 
reduces oxygen to a degree insufficient 
to support combustion and the fire is 
smothered instantly. 


electrically- 
dioxide fire 
been an- 
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NYFIRO, North America Cos. 
Argue Rate Case Before Appeal Court 


York Fire Insurance Rating 
November 10 orally 
argued its petition before the Appellate 
Supreme Court, 
reversal of an 


The New 
Organization on 
Division of the First 
Department, for Insur- 
ance Department decision that granted 
two North America companies partial 
subscribership to NYFIRO’s services as 

right to use the bureau’s 
data in setting independent 
rates in dwelling house classes. Those 
companies do not wish to subscribe to 
NY F IRO’s services and data in dwelling 
house classes, while continuing as sub- 
scribers in other classes of the compre- 
henive rating system. 

Oral arguments for the NYFIRO were 
presented by Senator Abraham Kaplan 
of Powers, Kaplan & Berger, with 
Charles P. Butler as associate counsel, 
while Ralph Carson spoke for the North 
America Companies. Samuel Hirshowitz 
of the Attorney General’s argued 
for the New York Insurance Depart- 
ment. 

Judicial review of the Superintendent’ S 
decision comes on request of NYFIRO, 
representing more than 250 fire insur- 
ance company members and subscribers. 
The North America companies are the 
Insurance Company of North America 
and the Philadelphia Fire & Marine. 


North America Arguments 


North 


well as the 
supporting 


office 


The America Companies, 
through Ralph M. Carson, W. Perry 
Epes and Henry L. King of counsel, 
have filed a brief stating the decision of 
Insurance Superintendent Alfred J. 
Bohlinger “accurately reflects the law 
of this state and the policy of the Con- 
gress of the United States in authoriz- 
te the right of partial subscribership to 
rating organizations. The concomitant 
right to make _ independent filings, 
whether identical to or different from 
the public filings of the rating organiza- 
tion, accords with that law and oiice. 
Accordingly, the petition should be dis- 
missed in its entirety.” 


Merritt Report Cited 


The NYFIRO brief quotes extensively 
from the report of the New York State 
Joint Legislative Committee, or Merritt 
Committee, to peed that the rating 
work of the quasi-public NYFIRO is in 
the interest of the ce in sound insur- 
ance. 

“It has not done the policyholder any 
good,” said that report, “to get cheap 
insurance if, when the test comes, the 
protection is found to be worthless.” 

The rating organization points to al- 
leged several errors in the Superin- 
tendent’s decision. One contention is 
that it was improper and not permis 
sible for the North \merica Companies 
to use NYFIRO material, as sent to its 
paying members and subsc ribers, in de 
vising their independent rates. 

“All the forms in the North America 
Companies’ filings were promulgated 
and prepared by NYFIRO,” says the 
brief, “but not all are the latest editions. 
\ll are part of NYFIRO service to mem- 
bers and subscribers. NYFIRO’s rating 
materials were cut up and re-aligned 
and pasted on sheets of paper before 
the process of photographing was un- 
dertaken. This method necessarily re- 
quired the physical cutting up of 
NYFIRO material and the use of shears 
and a bottle of glue. 

“The North America Companies have, 
in effect, directed their agents to use 


and forms of NYFIRO.” 

Only once before in its history, the 
brief reports, has any one ever copied 
the final product of NYFIRO without its 
consent. At that time the Insurance 
Department ordered the offender to de- 
sist. NYFIRO says it spends $2,000,000 
a year maintaining and providing its 
services to members and subscribers and 
its records and files could not be dupli- 
cated for $20,000,000. 


Not Subject to Deviations 


NYFIRO contends th: at the ag coer 
tendent erred in ruling, “that the North 
America companies in this matter are 
independent filers and are not subject 
to the provisions of the insurance law 
for deviations.” The brief adds: 

“Uniformity in rates by class over the 
years has not been conducive to high in- 
surance rates. The act provides that 
rates shall be reasonable, adequate and 
that no rate shall discriminate unfairly 
between risks involving essentially the 
same hazards. We contend that attempt- 
ing to determine adequacy for a class 
and freedom from discriminz ition for a 
class by measuring the experience of a 
single company is in violation of the 
statute.’ 

Testimony is quoted to “show that if 
all NYFIRO members and_ subscribers 
went their own way making class rates 
for dwellings the Insurance Department 
could not provide against discrimina- 
tions” that would be harmful to the 
public. Other opinions were “that sound 
fire insurance rates cannot be based 
upon the experience of any one com- 
pany, no matter how large,” and that 
no single company can afford an ade- 
quate fire rating structure. 

“The intent of the New York State 
Legislature in enacting the 1948 amend- 
ments and the phraseology direct and 
require that the long-existing practice 
of uniformity in fire insurance rates by 
class in this state be continued and 
maintained,” NYFIRO contends. “The 
Superintendent was in error in holding 
otherwise. The decision repudiated the 


the rates, rules 
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among them Darwin, 


NORTH BRITISH ANNIVERSARY 
Prominent Insurance Company Began 
Operations in 1809, Year of Birth of 
Many Distinguished Men 
The year 1809 was distinguished by 
the birth of several illustrious men— 
Tennsyson, Glad- 
stone, Abraham Lincoln and Mendel- 
sohn. Apart from their achievements in 
art and letters, in science and public 
affairs, the human race has gained by 
the example these men have given of 
untiring industry and lofty character. 
Edgar Allan Poe, writer and poet, 
first saw the light of day January 19. 
Abraham Lincoln was born in a log 
cabin in Hardin County, Kentucky, on 
February 12. Cyrus Hall McCormick, in- 
ventor of the first practical mechanical 

reaper, was born February 15. 

In that same year, 145 years ago, 
the North British and Mercantile In- 
surance Company began business in 
Great Britain. Throughout that long 
period it has gone through conflagra- 
tions, panics and hard times without 
wavering because successive generations 
of its management have never lost sight 
of the necessity for the company’s ob- 
ligations being met under every con- 
dition. : 


Allstate to Broadcast 
Army-Navy Game Nov. 27 


Allstate Insurance Company will 
sponsor on behalf of its more than 2,000 
agents an exclusive broadcast of the 
Army-Navy football game, Saturday, 
November 27, by sportscaster Mel Allen 
over the NBC radio network. 

Allen will do a 15 minute pre-game 
warmup, the complete play-by-play, and 
a ten minute wrap-up after the game 
as well as a half-time broadcast over 
the coast-to-coast network. 


Egbert Life Trustee of 


> < ; 
Columbia University 

Egbert, president of the 

insurance brokerage of 
Brown, Crosby & Co., Inc., has been 
elected a trustee of Columbia Univer- 
sity, it is announced by Frederick Coy- 
kendall, chairman of the university’s 
trustees. 

Mr. Egbert, who will serve as a life 
trustee, succeeds Frederic R. Coudert, 
who resigned late last year and became 
a trustee emeritus. The Columbia trus- 
tees, 24 in number, are made up of 18 
life members and six members who offi- 
cially represent the alumni. Mr. Egbert 
has previously served as an alumni trus- 
tee, completing his six-year term last 
September. 

A resident of Upper Montclair, N. J., 
Mr. Egbert has been active in Columbia 


Lester D. 
New York 
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American Promotes 
Crocker and Martin 


NOW ASSISTANT SECRETARIES 


Former Assistants in Operation of Home 
Office Fire Underwriting, Mariin 
in Marine-Burglary Department 


The American Insurance Co. has an- 
nounced election of Macon Crocker and 
Frank R. Martin as assistant secretaries. 

Mr. Crocker, who assists Vice Presi- 
dent W. P. D. Bush and Secretary 
George H. Riggs in the operation of 
the home office fire underwriting de- 
partment, is a native of North Carolina. 
He studied at the Commercial School 
of Washington and Lee University and 
the Insurance Institute of America. He 
was chief examiner in the Carolina- 
Virginia department of the Dixie Fire, 
former affiliate of the American, before 
being assigned to the home office in 
Newark, N. J., in 1938. Mr. Crocker 
became a fieldman in 1940, serving in 
Tennessee and later in South Carolina. 
After serving with the Armed Forces, he 
returned to the Tennessee field in 1946. 
In 1952 he was recalled to the home 
office and named superintendent of the 
fire underwriting department. 

Martin Career 

Mr. Martin, who was transferred from 
the Pacific department to the home 
office to assist Vice President Harry W. 
Melville and Secretary Pennington H. 
Way in the operation of the marine- 
burglary department, is a native of New 
Jersey. He gradui ated from the Univer- 
sity of Newark and took post graduate 
work at New York University. From 
1934 to 1944 he was first a fire special 
agent and then a marine fieldman for 
another company. During World War 
Il he served as a lieutenant in the 
Navy with the Atlantic Fleet. Mr. Mar- 
tin joined the American in 1946 as a 
fieldman, and in 1947 became a member 
of the Pacific department’s inland ma- 
rine unit. He was named marine mana- 
ger of the Pacific department in 1949 
and field supervisor in 1950. 





affairs since his graduation from Co- 
lumbia College in 1914. He is a past 
president of the Alumni Federation of 
Columbia University, and a former 
director-at-large of the Federation. 

The new trustee is also a former 
president of the Association of the 
Alumni of Columbia College, a charter 
member of the Columbia College Coun- 
cil, and a charter member of the Coun- 
cil of the University’s School of General 
Studies. He also served as the first 
chairman of the Dean’s Advisory Com- 
mittee on Development of Columbia 
College, and in 1952 was chairman of 
the special gifts committee of the Sec- 
ond Annual Columbia College Fund. 

In the professional field, Mr. Egbert 
is a member and a past president of 
the Insurance Brokers Association of 
New York, a member and past president 
of the Insurance Society of New York, 
and a member and a former director of 
the National Association of Insurance 
3rokers. 

The new trustee is the son of the 
late James C. Egbert, who was the di- 
rector of University Extension, the fore- 
runner of the present School of General 
Studies, from 1910 to 1942. The late 
Professor Egbert was also the first di- 
rector of Columbia’s School of Business, 
now known as the Graduate School of 
Business. 


Fire Commissioner to Talk 


Before N. Y. Board Nov. 30 


Commissioner Edward F. Cavanagh, 
Jr., of the New York Fire Department 
will outline present activities of the de- 
partment along fire prevention and pro- 
tection lines in a talk before the New 
York Board of Fire Underwriters at a 
special meeting at 11 a.m., Tuesday, No- 
vember 30, at 85 John Street. Commis- 
sioner Cavanagh was formerly Commis- 
sioner of Marine and Aviation, Deputy 
Commissioner of Hospitals and served as 
a lieutenant — - the Air Force 


during World War I 
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Ad Conference To Be of Greater Help 
To Agents on Direct Writer Competition 


Draw Up Program of Action at Forum Meeting; Includes 
“Clearing House of Information” to Local Boards 
and State Agents’ Associations 


By Wa tace L. CLapp 


In clear-cut fashion the Insurance Ad- 
vertising Conference, composed of the 
advertising and sales promotion execu- 
tives of agency stock companies, took 
action at its forum meeting November 15 
in Hotel Statler, Hartford, to help inde- 
pendent local agents sell their services 
to the insuring public and thus be in 
a stronger position to meet the competi- 
tion of direct writers and non-agency 
companies. 

Specifically, a resolution was passed 
which in essence will enable the IAC to 
serve as a clearing house for informa- 
tion on local board and _ state agents’ 
association advertising. This will mean 
that IAC will keep track of what has 
been done around the country by local 
boards and associations in the way of 
advertising and public relations cam- 
paigns, and will make such information 
available in kit form to other similar 
agent organizations. At the same time 
IAC members individually will help this 
worthwhile cause along by contributing 
advertising pieces, etc., for local use. 

Realizing the need for quick action 
in putting this program into effect, a 
special committee will be set up very 
soon by IAC’s executive committee. 

This week’s forum discussion con- 
tained a note of urgency that help was 
needed by plenty of agents who are hav- 
ing trouble with direct writer competi- 
tion. Some state associations, such as 
New Jersey’s, are considering a_ tele- 
vision news program with the ‘“commer- 
cial” plugging its member agents as the 
home town independent local agent with 
whom to deal. If this program goes 
through the assessment per member 
would be about $30 to $35. 

The Connecticut Association, in turn, 
is launching a_ statewide advertising 
campaign on January 1, 1955, in the 
preparation of which Hartford members 
of the Insurance Advertising Conference 
have given generous cooperation. Walter 
M. Harrison, Jr., assistant manager, pub- 
lic information and advertising depart- 
ment of the Travelers, hit the highspots 
of this campaign as luncheon speaker 
at the IAC gathering. He was chairman 
of the committee which formulated the 


Connecticut program, and he_ brought 
out among other points that 29 local 
boards and their individual member 


agents are joining together in financing 
it. Cogent reasons will be given to the 
public in the newspaper ads why insur- 
ance in stock agency companies is worth 
the price. 

As Mr. Harrison brought out in his 
talk “agents have been keeping a secret 
their best weapon—Service and it’s 
time to feature it in a direct and chal- 
lenging manner.” 


Other Avenues of IAC Helpfulness 


Throughout the morning and _ after- 
noon sessions IAC members, nearly 70 
in number, compared notes on how to 
increase their effectiveness at a time 
when an industry battle is in progress 





for the supremacy of one system ot 
operation over another. William  H. 
Doty, Aetna Insurance Group, who is 


vice president and program chairman of 
the conference, set the stage and gave 
the discussion his expert guidance. He 
introduced Charles E. Freeman, Spring- 
field Group, and Joseph E. Stevens, Na- 
tional Surety Corp., as moderators of 
the morning discussion, a lively one, 
under the heading: “How Can We Help 
Agents Sell Their Services . . . and 
What Results May Agents Expect 
From Advertising ?” 

_Added interest was taken in this ses- 
sion by the presence and participation of 





Charles Unger, executive secretary, New 
Jersey Association of Insurance Agents; 
Valmore H. Forcier of Danielson, 
president, Connecticut Association, who 
was accompanied by Walter E. North of 


3ridgeport, secretary-treasurer, and 
William Wiley, ot Hartford, execu- 
tive secretary. 

IAC people were particularly inter- 


ested in Mr. Unger’s comments on what 
county boards in New Jersey are doing 
along advertising and public relations 
lines. He spoke of the TIC (trained 
insurance counsellor) advertising cam- 
paign of Passaic County agents (pat- 
terned after the New Orleans TIS cam- 
paign); he reported Bergen and Essex 
county programs “in the works” and 
with member agents in all cases sharing 
the cost. 

When asked by Harry Carlier, North- 
ern Assurance, IAC president, as to the 
purpose of this county board advertising, 
Mr. Unger said. “The boards are all op- 
erating their own programs. They are 
carrying the independent agent’s story 
to the public in convincing fashion. The 
participating agents are confident that 
they can offset the price differential 
with their own service, and they are 
holding their own in competition with 
the direct writers.” 

This was welcome news to the ad men 
but it prompted Harry G. Helm, Glens 
Falls Group, who has given some public 
relations counsel to local boards in his 
area, to say that “the boards are grop- 
ing for guidance. They don’t know ex- 
actly what they want. For that reason 
it will be of help to them to have details 
of the New Jersey programs.” 

Mr. Helm thought it would be a smart 
idea for state agents’ associations to 
map out a coordinated program of ad- 
vertising and publicity for local boards, 
listing objectives to be attained, and for 
each association to offer annually an 
“Oscar” for the best performance by a 
local board. 


Stevens Tells of Survey Results 


Both Mr. Stevens and Mr. Freeman 
came prepared with concrete suggestions 
for stepping up IAC’s assistance to 
agents on selling. Pointing to a recent 
Underwriters Review survey of what 
agents think about the direct writing 
problem, Mr. Stevens said that 89% of 
the producers interviewed said they do 
have competition from direct writers. 
However, of that group, 81% said it 
was only to a small extent. It was noted 
that competition was most intense in 
the automobile line with fire to a lesser 
degree. The agents, Mr. Stevens said, 
frankly admit they are suffering a loss 
of renewals. Of the 62% who are, the 
losses are minor but nevertheless aggra- 
vating. Of course, price was the chief 
reason why clients made the change to 
a direct writer. 

On the other hand, 
who were formerly insured by direct 
writers have left the fold. It was con- 
sidered “very significant” by Mr. Stevens 
that 96% of those leaving did so because 
of unsatisfactory service. 


some customers 


Freeman on Value of Agents’ Service 


In opening up the discussion Charles 
Freeman said that the services rendered 
by local independent agents are one of 
the most important things to be consid- 
ered in today’s market. “However, some 
agents do not realize sufficiently the 
necessity at this time for giving more 
service.” In this connection he pointed 
to the trend in company advertising to 
feature the community usefulness of 
the local agent, and the emphasis in 








such ads on the services they are equip- 
ped to render. The new advertising pro- 
gram of the National Board of Fire Un- 
derwriters is an excellent example, and 
Theodore W. Budlong, its advertising 
manager, told IAC members about the 
ads themselves, the kits of material 
available for agent use, and the results 
obtainable. 

“We have started with a minimum 
program,” he explained. “The thing that 
worries me is some may think that ad- 
vertising is the panacea for all the ills 
of our industry—that ‘people will come 
running to our doors to buy insurance 
after reading National Board messages. 
Let’s make it clear that advertising alone 
cannot accomplish this result. The agent 
must give service...’ Mr. Freeman 
and other discussion participants readily 
agreed with Mr. Budlong on this point. 


Should Term “Local Agent” Be 
Revised? 


Considerable attention was given to 
the question of whether the term “local 
agent” should be amplified. The point 
was raised by Leslie F. Tillinghast, 
Great American Group, who wondered 
if he couldn’t be called “local inde- 
pendent agent” or “home town” agent 
so that people who read about his 
services in national ads will know for 
sure that the local agent is an inde- 
pendent operator representing agency 
stock companies. It was felt that IAC 
could undertake to do something about 
this matter. One specific idea, brought 
forth by President Harry Carlier, was 
that a label or designation be created 
along the lines of the “Good House- 
keeping” seal which would readily iden- 
tify agency stock company agents. In 
this connection Mr. Budlong felt that 
the National Board’s capital stock com- 
pany seal was something “worthy of dis- 
cussion by IAC.” 


Value of Folders and Leaflets 


The discussion then turned to the 
value of advertising folders and leaflets 
from the agent’s viewpoint, the consen- 
sus of opinion being that they accom- 
plish a worthwhile purpose in paving the 
way for telephone or personal solicita- 
tions. However, Jarvis W. Mason, Hart- 
ford advertising agency executive who 
previously had experience as a_ local 
agent and company ad manager, posed 
these questions: 

“How many buyers actually read these 
folders? What specific research has 
been done on this question? Hasn’t the 
time come to do some merchandising in 
getting them out? 

This prompted Al Duncan, Fire Asso- 
ciation, to say, as a former fieldman, 
that he did not think many agents are 
using folders or leaflets today. Robert 
E. Brown, Jr., Aetna Casualty & Surety, 
took quick exception to his opinion and 
in defense of direct mail material said: 

“T definitely don’t think we are throw- 
ing our money out the window in spend- 
ing it on folders and leaflets. If the 
average agent, for whom I have a lot 
of respect, orders 100 to 500 leaflets on 
a specific line of insurance he has a 
purpose in mind for using them to help 
him make more insurance sales. That 
has been the Aetna’s experience.” 

Mr. Freeman then made the point 
that the competitive spirit between com- 
pany ad men plays a part in the creation 
of effective direct mail material. “We all 
strive to do a better creative job than 
our competitors,” he remarked. 

Mr. Carlier thought that the practice 
of promiscuously ordering folders and 
not using them is a thing of the past. 
He agreed with “Bob” Brown. that 
agents do use what is sent to them. It 
was recognized, of course, that company 
fieldmen are important factors in guid- 
ing agents on the effective use of direct 
mail, and the more advertising education 
that can be given to them the better. 


Bothwell’s Prestige-Building Ad Series 


Apropos of the current trend toward 
featuring the independent local agent’s 
usefulness, Irving D. Bothwell, Commer- 
cial Union Group, told about a prestige- 
building series of trade journal ads by 
which his companies have endeavored to 
stimulate agents to help themselves—to 
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recognize their own importance. The 
first ad featured “Systematic Profits.” 
Other messages played up such subjects 
as Forging a Strong Agency Service; 
Does Your Office Invite Business ? How 
About Your Civic Activity? Do You 
Advertise Consistently? Do You Have 
Complete Underwriting Facilities ? 

Mr. Bothwell predicted a big upsurge 
in the use of insurance advertising next 
year, both by agents and companies, and 
felt that the companies should be pre- 
pared to give every possible assistance 
to their field producers. He thought it 
might be a good idea for the IAC to 
prepare a booklet covering all phases of 
agency operation, and this idea was 
later expanded to embrace a booklet or 
manual on local agency advertising 


V. H. Forcier’s 


Connecticut Association President Val- 
more H. Forcier, speaking in his capac- 
ity as a local agent at Danielson, told 
the ad men that agents today are con- 
fused by the amount of leaflets they 
receive from the companies. Recently he 
decided to cut down on the number of 
casualty companies his agency repre 
sents from five to one. The test he de 
cided upon was (1) what company gives 
the best claim service and (2) the best 
sales aids. He said the same test will be 
applied to fire companies in his office- 
17 in all—which Mr. Forcier feels, are 
too many. He will eliminate eight of 
them. 

The speaker admitted that he was a 
poor salesman, that he depended upon 
his civic activity for his sales, and that 
he did most of his client counselling via 
the survey method. 

His main point on using sales aids 
was that the companies should send 
specific “instructions to use” with each 
package of material. The IAC considered 
this an excellent idea. As Walter Riley, 
American Surety, pointed out: “Even 
though we advise our field representa- 
tives by letter on how a_ new folder 
should be used there is the ‘cooling off’ 
period—the time that it takes for the 
shipment to arrive after the letter is 
sent. Therefore, let’s put another ‘how 
to use’ slip in each package we send 
out.” 

Mr. Forcier was asked about the term 
“local agent” and indicated that he had 
no objection to it. “Agents like to be 
known as ‘the local agent’ but I also 
realize that specialty companies also 
have local agents. So we have to find 
some way to educate the public as to 
the value of dealing with the ‘local 
independent insurance man.” 

Asked what type of folder treatment 
he likes, he promptly said: “The car- 
toon type of folder. Cartoons have a uni- 
versal appeal. This type of advertising 
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Agent Should Designate Insurer 
To Assure Validity of Oral Binder 


By JoHN F. NeEvILLeE 
Executive Secretary-General Counsel 
National Association of Insurance Agents 


John F. 
ance 


when he addressed the Kansas 


Neville, executive secretary-general counsel, National Association of Insur- 
Agents, presented a detailed analysis of the use of oral binders by local agents 
Association of Insurance 


Agents. His review of legal 


decisions on this important subject and his ~coueablaiiad to agents follow, wm part, 


in two installments. 


Part II 
One of the focal points around which 
the validity of oral binders swirls is the 
question of the identity of the insurance 


company in which the risk is bound. 
This one point has apparently caused 
more than its share of difficulty and 


the attitudes of the various courts should 
be briefly examined to see if any direc- 
tion is contained in their pronounce- 
ments. 
Identity of Insurance Company 

Back in 1927 in Aetna 
of Hartford, Conn., v. Licking 
Milling Co., 19 F. (2d) 177, the 
decided in favor of the insured over 


Insurance Co. 
Valley 
court 
the 
company’s contention that, as a matter of 
insur- 


law, no valid written contract of 


ance was made for lack of delivery and 
no valid oral contract for lack of agree- 
which the 


(b) the 


ment as to (a) company in 
was to be 
duration of the risk; (c) the amount of 
the premium; and (d) the subject of 
credit to plaintiff for the premium. 

The court, after citing authorities, 
stated that it was the policy of the 
courts to show a liberal tendency in sus- 
taining oral contracts of insurance. This 
court quoted from Eames v. Home In- 
surance Co., 94 U. S. 621, where at page 
629 there appears the following: “It is 
sufficient if one party proposes to be 
insured, and the other party agrees to 
insure, and the subject, the period, the 
amount and the rate of insurance is as- 
certained or understood and the pre- 
mium paid if demanded.” As we pro- 
ceed it will become apparent that it may 
not be wise to be lulled into a sense of 
security by the admitted liberality of the 
Licking Valley case, just discussed. 

Twenty-one years later in Lumber- 
men’s Mutual Insurance Co. v. Slide 
Rule & Scale engraving Co., 79 F. Supp. 
394, the court held valid insurance had 
been effected orally, if the agent had 
authority to bind his principals, even 
though he had not diclosed to insured 
the specific insurer which would carry 
the risk. The court cited the Aetna v. 
Licking Valley case, supra, with appro- 
val for the proposition that the iden- 
tity of the insurance company need not 
be disclosed to the insured in these 
situations. 

Perhaps it would be well at this point 
to look over the score card to see i 
we stand. In Aetna v. Licking Valley, 
Lumbermen’s v. Slide Rule, and Heath- 
erly v. Sun, we had examples of the 
broad, generalized and liberal approach 
to the problem. In Gandelman we see 
the other side of the coin. You will see 
that in the two cases which we will dis- 
cuss (I believe they are the latest on 
the subject), the scales are tipped very 
dramatically toward conservatism—so 
much so that the Superintendent of In- 
surance in the state of New York 


insurance placed ; 


thought it in the best interest of all 
concerned to issue a memorandum on 
the subject dated April 1, 1952, which 


discuss later. 
Dubuque F. & M. vs. Miller 
One of the reasons the Superintendent 


felt constrained to act was the effect of 
a decision of the Supreme Court of 


we will briefly 


South Carolina on March 6, 1951, in 
Dubuque Fire & Marine Insurance Co. 
v. ane et al, OF S.. E. (2d) 383219 
S 17. 

This was an action brought by Du- 
buque against its agent to have a fire 
policy canceled. 

The local agents in this case gave oral 
binders to insure the contents of a 
restaurant in the sum of $25,000 against 
the peril of fire. No mention was made 
as to which companies were bound. 
Fire destroyed the risk two days later, 
after which the local agent wrote a 
policy for $2,500 in each of 10 companies 
represented by it. 

The court held, on the point of great- 
est interest to us, that the fire policies 
were void because of failure of the oral 
binder to designate any company as an 
insurer. However, the insured was pro- 
tected as the court decided that he could 
collect his loss because there had been 
a ratification of the agent’s act by Du- 
buque when its general agent accepted 
and retained the applicable premium. 

Nevertheless, it must be borne in 
mind that this court has unequivocally 
adopted the view that the definite desig- 
nation of a particular company is neces- 
sary if one would orally bind it to_a 
risk, and there probably would have 
been no insurance if ratification of the 
agent’s act had not occurred. 

This South Carolina court 
nounced the law as it is in that state 
and as it probably is in some others. 
The plot is thickening and it becomes 
more apparent why the Superintendent 
of Insurance of New York State thought 
some advice to producers on the han- 
dling of oral binders would not be amiss 
in order that assureds would be properly 
protected. 

Before we discuss that, 


has an- 


let us look at 


our last and very recent case. It_is 
Campbell et al v. Aetna Insurance Co., 
269 S.W. (2d) 292 (June 18, 1954), and 
is a pronouncement of the Kentucky 


Court of Appeals. 

This case goes beyond our hitherto 
limited problem of whether or not it is 
absolutely necessary for the validity of 
an oral binder to designate an insurance 
company specifically for all or part of 
a risk 

Necessity for Agreement 


This case also points up very strongly 
the necessity of agreement on all the 
essentials which we previously listed 
The oral agreement in this case was 
declared invalid because it failed to in- 
clude the following: Q) amount of in- 
surance, (2) the rate of premium, and 
(3) the identity of the parties. This was 
an $118,000 loss, with the plaintiff Camp- 
bell attempting to establish his right 
against 20 companies which were al- 
leged to have been bound on the risk 
The facts are very complicated but this 
case can be reduced to its salient points 
for easy understanding. 

The court found that in addition to 
the fact that the amount of fire insur- 
ance was not mentioned or agreed upon, 
there was also a major difference of 
opinion whether the insurance alleged 
to have been bound was “Builders Risk, 
Completed Value,” or “Reporting Form 
No. 17.” 

The rate of premium was not agreed 
upon and this proved to be one of sev- 
eral fatal weaknesses. Ordinarily the 
rate can be ascertained with relative 
ease because the rates on specific prop- 


erty in any particular community are 
uniform and standard. Also the law gen- 
erally implies a promise to pay whatever 
premium is so chargeable. This very 
handy and sensible rule was inapplicable 
here because, it will be recalled, the 
kind of insurance had not been agreed 
upon. 

In addition, the court found that the 
agent had not stated that any certain 
amount of fire insurance would be placed 
with any particular company represented 
by the agent, and for this reason the 
contract failed for lack of identity of 
the parties. It should now be obvious 
that the more recent cases are as con- 
servative as they are current. 

While every right thinking insurance 
agent would subscribe to the concent 
that the rules of the business should be 
followed, it is only natural that the 
same agent can’t be expected to con- 
form unless and until he knows what 
the rules are. 


Minimum Precautions 


The New York Superintendent, Alfred 
J. Bohlinger, in his memorandum pro- 
mulgated after the decision in Dubuque 
Fire & Marine Ins. Co. v. Miller, supra, 
stated that there are at least five min- 
imum precautions which should be ob- 
served when agents effect oral binders. 
These. quoted directly, are as follows: 

“1, The agent should review all his 
agency contracts to make certain of the 
authority to bind his principals. If such 
authority is limited, the binder should 
be limited accordingly. Such limitations 
should be conveyed to the insured, who 
should be clear as to the commitment 
being made. 

“2. Agreement on all of the essential 
terms of the policy to be issued. 

“3. A confirming written binder should 
be issued and delivered to the insured 
whenever it appears that there will be 
a delay in the issuance of the policy. 

“4. Immediately upon making an oral 
binder, the agent should make an ap- 
propriate record preferably on printed 
consecutively numbered forms, which 
will contain all the essential terms of 
the contract including the exact time of 
day the binder was made. 

“5. Writings should be reported im- 
mediately by the agent if this is his 
company’s practice.” 

As we have seen, the law on this sub- 
ject of oral binders lacks uniformity and 
may be considered as a state somewhat 
akin to confusion. It is for this reason 
that it behooves every agent to examine 
into his own practices in connection 
with oral binders to ascertain that every 
obvious pitfall is eliminated. 

There is real danger here for the 
agent. An aftermath of the Dubuque 
case which we discussed, and which in- 
cidentally ended favorably for the in- 
sured, is the instituting by the insurance 
company of a lawsuit age 1inst its agent 
for damages sustained in paying the 
claim which the company did not be- 
lieve was bound. This suit, which is 
presently being litigated, proceeds on 
the theory that the agent failed to fol- 
low instructions which allegedly pro- 
hibited agents of the company from 
insuring this type of risk. 


Smith Electronics Head 


Fireman’s Fund Group 

William F. Smith has joined the Fire- 
man’s Fund Insurance Group in the 
systems department as director of elec- 
tronics applications division. With head- 
quarters in the home office in San Fran- 
cisco, Mr. Smith will direct the research 
being carried on by the organization in 
its effort to fully utilize recently de- 
veloped electronic equipment in certain 
office procedures. 

Mr. Smith started his insurance career 
in his native state of Pennsylvania in 
1942. He has held the positions of super- 
intendent of machine accounting and 
statistician and has done much work in 
methods and mechanization. He is di- 
rector of the San Francisco Chapter of 
the National Machine Accountants As- 
sociation and chairman of the education 
committee. 


HONORS BRITISH OFFICIALS 


AFIA Tenders Luncheon to Chairman 
Preston and General Manager Cottle 
of London & Lancashire 

A luncheon in honor of chief execu- 
tives of one of England’s leading insur- 
ance companies was tendered bv trustees 
of the American Foreign Insurance As- 
sociation and attended by AFIA staff 
members and member company officials 
Host of the occasion was Frank A, 
Christensen, president of the America 
Fore Group, and vice president of AFIA. 

The executives were R. M. Preston, 
D.S.O., chairman, and F. J. Cottle, gen- 
eral manager, the London & Lancashire 
of England. The luncheon was given at 
the Wall Street Club, New York City. 

In his welcome Mr. Christensen said 
that he had several things to be grate- 
ful for insofar as London & Lancashire 
was concerned. First, one of his early 
jobs was with the New York office of 
London & Lancashire; second, he met 
Mrs. Christensen through the good of- 
fices of London & Lancashire; and third, 
he was grateful for the long and friendly 
business relationship which his com- 
panies and AFIA have enjoyed with 
London & Lancashire over the years. 

Guests at the luncheon were: Gilbert 
Kingan, United States manager, London 
& Lancashire; Mr. Christensen; Harold 
Junker, chairman of the board, United 
States Fire; Bruno C. Vitt, president, 
American Insurance Co.; J. Victor Herd, 
executive vice president, Continental; 
Robert G. Bodet, vice president, the 
Home; Philip S. Brown, vice president, 
Hartford Fire. 

Also George W. Coward, vice presi- 
dent, St. Paul Fire & Marine; Nathan 
H. Wentworth, secretary, Continental; 
Woodward Melone, manager, Fireman’s 
Fund; James O. Nichols, general man- 
ager, Harrington Putnam, assistant gen- 
eral manager, Eric Arpert, secretary and 
treasurer, William F. Cushman, secre- 
tary, Robert H. Chapman, Jr., secretary, 
all of the American Foreign Insurance 
Association. 


Garden State Pond of 
Blue Goose Meets Dec. 1 


Most Loyal Gander Robert F. Stumpf 
of the Garden State Pond of Blue Goose 
in New Jersey, states there will be a 
meeting and Christmas party at ‘th 
Rock, West Orange, N. J., on Wednes- 
day, December 1. A reception will start 
at 5:30 p.m. with dinner at 7 o'clock. 
On March 18, 1955, the Pond will hold 
a dinner-dance at the Essex House in 
Newark. 

It is expected that Most Loval Grand 
Gander Alex Young of Blue Goose will 
attend the first meeting in 1955 and ef- 
forts are under way to arrange a joint 
meeting with New York City Pond so 
that a large group of ganders may par- 
ticipate in welcoming the chief execu- 
tive of the fraternity. 


Howard Smith President 
New Jersey Square Club 


The Insurance Square Club of New 
Jersey has elected the following officers 
for 1955: 

President, Howard E. Smith, fire ad- 
juster with offices in East Oranee. He 
succeeds George A. Berger of the North- 
ern Insurance Co. 

First vice president, F. J. Miller, St. 
Paul Companies; second vice president, 
Christian Young, Fireman’s Fund; sec- 
retary, Frederick J. Pye, N. J., Fire In- 
surance Rating Organization; treasurer, 
J. Clifford Morrison, Pacific National 
Fire. 


HARPER JOINS EMPLOYERS’ 

The Employers’ Group announce ap- 
pointment of Warren J. Harper as fire 
special agent for Ohio. Mr. Harper’s 
headquarters will be with the compa- 
nies’ central department at Columbus. 
Mr. Harper joins the Employers’ Group 
after eight years as a special agent with 
another company, with service in Ohio 
and the Midwest. 
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Glens Falls Claims 
Department Changes 


PROMOTIONS AT HOME OFFICE 





Fagan Chief Field Supervisor, Mooney 
and Hiner Supervisors, Duers and 
Dunn Claims Auditors 





The Glens Falls Group has announced 
the following promotions in the staff of 
the home ojfice claims and loss depart- 
ment at Glens Falls, N. Y.: Edward G. 
Fagan is advanced to the newly created 
position of chief field supervisor, Wil- 
liam S. Mooney and Lucian W. Hiner 
have been promoted to field supervisors 
and William J. Duers and John A. 
Dunn will serve as claims auditors. 

In the field Charles G. James, claims 
representative at Kaleigh, N. C, has 
been transferred to Roanoke where he 
will serve as branch claims manager. 





Fagan and Mooney 

Mr. Fagan is a veteran with 24 years’ 
service with the Glens Falls having been 
assigned to the home ofiice claims de- 
partment in 1950. Later he was given 
supervision over automobile claims and 
in 1949 was appointed field supervisor. 
He was born in Bridgeport, Conn., and 
received his education at the University 
of Vermont and New York University. 

Mr. Mooney who went to the Glens 
Falls in 1941 is also well known for he 
has been engaged in field work for a 
number of years. He attended Carnegie 
Tech and is familiar with the problems 
of the field claims and loss man since 
he has been on the firing line both as 
a claims representative and branch 
claims manager. 

Hiner and Duors 

Mr. Hiner has just been transferred 
from Roanoke, Va., where he served as 
branch claims manager. This new field 
supervisor attended virginia Polytechnic 
Institute, and graduated from both 
Roanoke College and Smithdeal-Massey 
Law College. He was a captain in the 
Army Air Corps during World War 1! 

Mr. Duers is another veteran having 
joined the Glens Falls in 1931. He re- 
ceived his education at Northwestern 
University. During his first years of 
service he worked in the fire and auto- 
mobile underwriting departments before 
being transterred to the home office 
claims department in 1939. He servea 
three years in the U. S. Navy during 
World War Il. He has been doing field 
work for a number of years. 


Dunn and James 


Mr. Dunn is a veteran of World War 
Il and Korea as well as having earned 
that title with the Glens Falls for he 
began his employment in 1929. By his 
work as an examiner in the home office 
claims and loss department, he is ac- 
quainted with the field, its operations 
and its problems. 

Mr. James is a graduate of the Uni 
versity of North Carolina and of its Law 
School. He has served as a claims ren 
resentative both in Durham and Raleigh, 
N. C,, since 1950. 


FIREMAN’S FUND CHANGES 


William Dillon has been named an 
agency superintendent in the Pacific 
department headquarters of Fireman’s 


Fund Insurance Group at San Francisco. 
Mr. Dillon was formerly special agent 
in Salt Lake City. Mr. Dillon will be 
replaced in Salt Lake City by John OIl- 
son, who is being transferred from a 
similar post in Helena, Mont. 


GRIGSBY NATIONAL SPECIAL 
William H. Grigsby, has been ap- 
pointed special agent in northeastern 


Ohio for the National of Hartford 
Group. Prior to coming with the Na- 
tional of Hartford Group, Mr. Grigsby, 
a graduate of Baldwin-Wallace College, 
was employed by the Ohio Inspection 
Bureau at Cleveland, as an inspector. 
Te will be at the group’s Cleveland 
office located at 1900 Euclid Avenue. 


Burk Richmond Manager for 
Security-Connecticut Cos. 


Richard J. Burk has been named 
manager of the Richmond, Va., office of 
the Security-Connecticut Insurance Com- 
panies of New Haven. He will be located 
at 415 American Bank Building, Rich- 
mond. 

Mr. Burk started with the Travelers 
in Baltimore in 1935 and was advanced 
to underwriter in charge of the service 


office in Virginia when, in 1946, he 


joined the G. F. Via Agency in Char- 
lottesville. 

In 1948 he was appointed assistant 
secretary of the Old Dominion Fire in 
Roanoke. From 1952 to 1954 he repre- 
sented the American of Newark as a 
fieldman. Mr. Burk was a _ lieutenant 
commander in the Navy. He was edu- 
cated at Morgan Park Military Academy 
in Chicago and the University of Vir- 
ginia. 

He will set up in Richmond, for the 
Security - Connecticut Companies, com- 
plete branch office facilities on a mul- 
tiple line basis for fire, marine and 
casualty lines. 


AIU Moves Dallas Office 


Walter E. Brill, vice president and 
manager of the Southwestern operation 
of the International 
writers Corporation, announces that the 


American Under- 
Dallas, Tex., office has moved into its 
new quarters at 2006 Bryan Street. 

The AIU Dallas office has a complete 
underwriting staff handling all lines of 
insurance serving Texas, Oklahoma and 
Arkansas agents, with policy writine 
facilities on all lines of coverage which 
may be needed by the foreign traveler 
or investor. 
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This new help in selling insurance, subject of 


the ad, is part of America Fore’s continuing 


program to furnish its producers and insureds 


with every practical sales aid and service. 
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EXCEPT WHEN IT COMES TO INSURANCE 





Rich man, poor man, Indian Chief—everybody’s playing the 
“do-it-yourself” game these days. 

But not even the most talented amateur can do it himself when 

it comes to insurance. 

Because insurance is a field for “‘professionals only.” That’s always 

been the heart of THE Home’s philosophy. And our new ad restates it in 
practical, down-to-earth terms—in language which has a special 

meaning for 20,000,000 families who make up the booming 
“‘do-it-yourself”’ market. 

The new Home booklet can be a real help to these hobby-happy homeowners. 
It’s a unique goodwill gatherer, too. And a wonderful opportunity to give 
sound, professional advice on insurance matters in a friendly atmosphere. 


* THE HOME* 
Gusuronce Company 


Home Office: 59 Maiden Lane, New York 8, N. Y. 
FIRE e« AUTOMOBILE «¢ MARINE 


Get this striking 18” x 24” 
four-color poster from your 
HoME fieldman. Display it 
prominently in your window 
to identify yourself as “The 
Home Agent”—the man to see 


te for a copy of the valuable The Home Indemnity Company, an affiliate, writes 
new HoME booklet. Casualty Insurance, Fidelity and Surety Bonds 
Oem 
Ts 
narra he “Tips to the Handyman-Hobbyist 
-noprst // P y paren 
i HOW TO DO IT SAFELY” 
ov F a handy-size 48-page illustrated booklet, 
onow covers such important topics as: 
| oe ur, © Getting the most out of power tools 
| © Getting the most out of hand tools 
bs e@ About the blowtorch 
Re @ Operation woodworking 
| af © Operation metalworking ~ 
| THE WOME |)|\/) @ Using and abusing electricity ; 
| 2 —— © 16 more do-it-safely subjects for the homeowner eee | 


Get your supply from your HOME fieldman. 
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Meet your HOMEtown Insurance Agent 


tle showed me 
HOW TO DO IT...SAFELY / 


Do you have a hobby—or are you “handy around the house”? 
Then you'll find an extra advantage in talking to your Home 
Insurance man. His interests are probably very much like : 
your own and he may be able to give you some good : 
suggestions. He certainly will be able to give you sound advice 1 
on practical safety measures. He has built a career on the : 
services of protection and his expert opinion, backed by more : page booklet shows the right way, the safe 
than a century of Home experience, is well worth having. Oi reise home or hobby. For your copy, 

' 

' 

' 

' 

L 


bea en 
mee — v 
oe to the Handyman Wopbyist 
“4 There’s a 
ODOIT SAFELY. T ’ 
yr si way to do almost everything. This handy 


: way to work on your got 
ee aaa local Home agent or not or 
Home Insurance Company, Dept. 4- 


* THE HOME* 


CIM CE Wf Qlttyy 
Home Office: 59 Maiden Lane, New York 8, N. Y. 
FIRE « AUTOMOBILE + MARINE 


mae 

The Home Indemnity Company, an affiliate, writes 
Casualty Insurance, Fidelity and Surety Bonds , é 
Ray 





The Home, through its agents and brokers, is America’s leading insurance protector of American homes and the homes of American industry 

















This ad will appear in full color, full page size in the following publications: 


BETTER HOMES and GARDENS © TIME e SUCCESSFUL FARMING © U.S. NEWS & WORLD REPORT 
SATURDAY EVENING POST © TOWN JOURNAL © NATION'S BUSINESS « BUSINESS WEEK 
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More Interpretations Issued Under 
The Nation-wide Marine Definition 


The committee on interpretation of 
the Nation-wide Marine Definition has 
issued several more interpretations stat- 
ing whether specific risks are subject 
to inland marine classification for insur- 
ance coverage purposes. These interpre- 
tations follow: 

Interpretation No. 32, Irrigation Pump 
Equipment 

sundry irrigation pump 
equipment, some by nature mobile and 
others fixed, generally described and 
question propounded as to whether or 
not insurance of such pump equipment 
is within the inland marine classification 
under the Nation-wide Marine Defini- 
tion. 

The committee is of the opinion that 
under the Nation-wide Marine Definition 
insurance of portable pump equipment 
is classifiable as inland marine insur- 
ance, and that insurance of fixed and 
immobile units is not. 

Interpretation No. 33, Office Type- 

writers, Etc. 


Various and 


“Is insurance on typewriters, calcu- 
lators, adding machines billing ma- 
chines, dictating machines and check 


writing machines in use as such on the 
premises of the assured a proper subject 
for inland marine treatment under Sec- 
tion E. 2. (m) of the Definition ?” 

The committee’s answer is in the 
negative. The items under consideration 
are not per se of a mobile or floating 
nature within the intent of Section E. 


recognizes, however, 
that if the items under consideration 
were customarily used away from the 
assured’s premises, they would by reason 
of that fact, take on a mobile or floating 
nature within the intent of Section E. 
2. (m). 
Interpretation No. 34, Office Machinery 
Comprehensive Form 

“Is office and business machinery con- 
sisting principally of typewriters, adding 
machines, comptometers, calculators, 
bookkeeping machines and check writers, 
and similar machinery, the property of 
the assured or the property of others 
in the care or custody of the assured, 
a proper classification under E. 2. (m) 
for inland marine insurance?” 

\ policy incorporating the coverage 
set forth in the question is not within 
the inland marine classification under 
the Nation-wide Marine Definition, and 
should not be classified as inland marine 
insurance. 
Interpretation No. 35, Dial Telephone 

Exchange—Radio Equipment 


The committee 


“Does insurance on the equipment of 
a dial telephone exchange including some 
radio equipment for voice transmission 
fall within the inland marine classifica- 
tion under the Nation-wide Marine 
Definition ?” 

Opinion: Negative. 

Interpretation No. 36, Shipping Con- 
tainers, Materials Therefor 

“Is it proper to insure within the 
marine classification shipping crates and 
other containers in which fruit or other 
produce is packed for sale or distribu- 
tion including those in process of making 
and the materials therefor being prop- 
erty of the grower while on premises 
of the owner ?” 

Opinion: Negative. 


Interpretation No. 37, Cotton-Insured 
Warehouse Receipts (Bailee Liability) 

“In certain states insured warehouse 
receipts are issued by the warehouseman 
for each bale of stored cotton. Is a 
policy covering bailee’s liability for such 
cotten classifiable as inland marine in- 
surance 

Such bailee’ s liability insurance is not 
within the Marine Definition, and should 
not be classified as inland marine insur- 
ance. 

Interpretation No. 38, Newsprint 

“The assured is a newspaper publisher 

and owns a stock of imported news- 


print which is stored at the newspaper’s 

office and warehouse pending use by the 

assured. Does insurance of the newsprint 

while so situated fall within the marine 

classification under Section A of the 

Nation-wide Marine Definition ?’ 
Opinion: Negative. 


Interpretation No. 39, Physicians’ and 
Surgeons’ Equipment Floater—Personal 
Property and Equipment 
“A proposed physicians’ and surgeons’ 
equipment floater form is designed to 
cover personal property and equipment 
(excluding radium) used by the insured 
in the medical or dental profession. The 
form does not contain any specific refer- 

ence to furniture or fixtures. 

“May we have the committee’s opinion 
on whether or not the coverage afforded 
under this form is consistent with the 
provisions of Section E. 2. (d) of the 
Nation-wide Definition ? 

The committee is of the opinion that 
the policy covering “personal property’ 
incorporates coverage on a great many 
items which would not be afforded under 
the term “equipment and instruments,” 
and that the form is broader than and 
not consistent with the provisions of 
Section E. 2. (d) of the Nation-wide 
Marine Definition. 

The term “personal property” 
ly construed to include all 
property except realty. 


is usual- 
kinds of 


COLLISION RATES CUT 
A reduction in passenger collision in- 
surance rates averaging 84% has been 
put into effect in Indiana by Allstate 
Insurance Co., subsidiary of Sears Roe- 
buck & Co. 


Wants Agents to Call on 
Home, Car Buyers, Couples 


At least one representative of a local 
agency should call on every person in 
America who either gets married, buys 
a home, or buys a car. Robert Maxwell, 
Texarkana, Ark.-Tex., member of the 
executive committee of the National As- 
sociation of Insurance Agents, set this 
as the goal for all agents who uphold 
the American Agency System. 

In his talk before the Minnesota As- 
sociation of Insurance Agents Mr. Max- 
well pointed out that agents should con- 
tinue to serve America well by bringing 
them protection, security and peace of 
mind. 

The days when a salesman could wait 
for the buyer to come to his store are 
gone, said Mr. Maxwell. “In our busi- 
ness, as in many others, there is no 
substitute for a man with a smile, con- 
fidence in his product, an order book 
in his hip pocket, ringing a doorbell.” 

It was his impression that agents 
in towns under 50,000 population and in 
rural areas were contacting the newly- 
weds, the new home owners, the new 
car buyers. However, he doubted that it 
was being done in the cities and listed 
some suggestions for agents to follow 
in realizing this sales objective. 

He pointed out that in most localities 
you can buy “legal news” service which 
lists all real estate transfers and, in 
some instances, weddings. In addition, 
he said, there is usually available for 
a small charge a list of automobiles 
registered. 


GEORGIA AFFIRMS ALLSTATE 

The Insurance Department of the 
State of Georgia has approved the fire 
filing of Allstate Insurance Co. Allstate 
will write residential fire covera7es 
rates approximately 20% below bureau 
rates. 
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ST. LOUIS CO. BOOSTS FUNDS 


Insurance Co. of St. Louis Increases 
Capital and Surplus to $2,000,000; 
Three New Directors Elected 
The Insurance Company of St. Louis 
has increased its capitalization and sur- 
plus from $1,200,000 to a total of $2,000,- 
000, it is announced by Arthur Blu- 

meyer, president. 

Purpose of the program is to expand 
the activities of the company which now 
writes fire and allied lines of insurance 
in 13 states, Mr. Blumeyer said. “In- 
creasing capital and surplus will permit 
the company, which is now doing ca- 
pacity business, to increase its volume,” 
he added. 

The increase in capitalization and sur- 
plus was achieved through the sale of 
5,000 shares of the company’s stock at 
a price of $160 per share. Capital, which 
had been $500,000, was increased $500,000 
to $1,000,000, and surplus, which had 
been $700,000, was upped to $1,000,000. 

At the same time, Mr. Blumeyer stated 
that three new directors have been 
elected. They are Herbert Wehren- 
brecht, vice president of General In- 
surors, Inc., a general insurance agency 
LOR OF Haefer, vice president of St. ped 
Fire and Marine, and John Armbruster, 
executive vice president of Community 
Federal Savings and Loan Association. 
The company is a subsidiary of General 
Contract Corporation which owns four 
banks in St. Louis, one in Quincy, III, 
and one in Memphis. 


Bielaski Sees Perils in 


Industrial Dispersions 

A. Bruce Bielaski, an assistant general 
manager of the National Board of Fire 
Underwriters, said in Orlando, Fla., re- 
cently, that one-fourth of last vear’s 
$900 million fire losses in the United 
States is caused by big fires that in the 
aggregate amount to less than 1% of the 
total number of all fires. 

Speaking at the sixth annual Florida 
State Fire Prevention Conference, Mr. 
Bielaski also emphasized that industrial 
dispersion—the fire hazard involved in 
the movement of large plants outside 
city limits—is a cause of growing con- 
cern to individual citizens as well as 
industry and the fire insurance business. 


Royal Exchange Appoints 
Gehant Illinois Special 


The Royal Exchange Group reports 
appointment of Henry W. Gehant as 
special agent in Illinois where he will 
assist 3ranch Manager Freeman C. 
Read in development work. For the con- 
venience of its growing agency force in 
Illinois and in order to facilitate service 
of the companies of the Royal Exchange 
Group, Mr. Gehant will maintain offices 
at 407-409 First National Bank Building 
in Peoria. 

Mr. Gehant formerly was associated 
for several years with Meeker Magner 
Co. Insurance Agency where he was 
assistant manager of the fire underwrit- 
ing department. Prior to this he was an 
assistant fire underwriter with Aetna 
Insurance Co.’s Chicago office. 


Texas Women Elect 
Nina Nolen of the Swantner & 
Gordon agency, Corpus Christi, was 
elected president of the Federation of 
Insurance Women of Texas at its 10th 
annual meeting in Austin, recently to 
succeed Alyce Schwab of the Texas 

Insurance Checking Office, Austin. 
Other new officers are: vice presidents, 


Lucie Meeker, Fidelity & Deposit, 
Houston, and Grace Hopkins, Western 
Fire & Indemnity, Lubbock; treasurer, 
Lucy E. Ballard, Patrick agency, 
Dallas; recording secretary, Joanne 


Parks, Wichita Falls, and corresponding 
secretary, Jewell S. Tindall, Corpus 
Christi. The convention named Ruth A. 
Fredde, of the Walter Southgate & Co. 
general agency, Dallas, who was the 
federation’s first president, as “Insur- 
ance Woman of the Year.” 
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French Reinsurer Sues 
To Gain U.S. License 


HEARING SCHEDULED NOV. 29 








Stock and Mutual Companies and Agents 
Strongly Oppose Licensing as Insurer 
Is French Govt. Owned 





The Caisse Centrale de Reassurance, 
French government-owned reinsurance 
fund, has obtained an_alternate writ of 
mandamus requiring Florida Insurance 
Commissioner J. Edwin Larson to issue 
a certificate of authority to transact 
reinsurance business, or to show cause 
why he fails to do so. The move, which 
climaxed prolonged efforts by the fund 
to gain entry to Florida as a gateway 
to the U. S. reinsurance market, was 
made on Thursday, November 4, ap- 
parently in anticipation of a public hear- 
ing called by Commissioner Larson for 
Monday, November 8. Hearing on the 
order is set for November 29 before 
the Circuit Court of the Second Judi- 
cial Court in and for Leon County, 
Florida. 

At the public hearing November 8 
vigorous protest against admission of 
the Caisse Centrale was voiced by rep- 
resentatives of the National Association 
of Independent Insurers, National Board 
of Fire Underwriters, American Mutual 
Alliance, Associz ition’ of Casualty and 
Surety Companies, National and the 
Florida Associations of Insurance 
Agents, and American Independent Re- 
insurance Co. of Orlando. 


Lemmon Opp Li g 





Vestal Lemmon, general manager of 
the National Association of Independent 
Insurers, told the Commissioner that li- 
censing of the French fund would jeop- 
ardize the continued existence of pri- 
vate American insurers and present dis- 
tinct hazards to the insuring public. 
Pointing out that the Caisse is but an 
instrumentality of the French Govern- 
ment, Mr. Lemmon emphasized the dan- 
ger that it might default on its obliga- 
tions or even be abolished overnight by 
statute or decree. Nor would a deposit 
of assets in trust with an American 
bank provide adequate protection to do- 
mestic insurers and their policyholders 
in such event, stated Mr. Lemmon, for 
“a sovereign power has certain inherent 
immunities which often frustrate at- 
tempts by creditors to enforce their 
rights.” 

It is reported that assets of Caisse 
are $49,000,000. The stock is owned by 
the French Republic but operation is by 
officers and directors as though it were 
a privately owned company, it is stated. 

The National Association of Insurance 
Agents passed a resolution at its annual 
convention in Chicago last month op- 
posing entrance into this country of any 
insurer owned by a foreign government. 


Smith President of 


Ontario Agents’ Assn. 

Harold A. Smith, Kitchener, has been 
elected president of the Ontario Insur- 
ance Agents’ Association. Others elected 
include vice presidents, Clare E. Mc- 
Vicar, Brantford; Wallace Wood, Ham- 


ilton; Alf. H. Cowling, Toronto; imme- 
diate past president, Carl L. Young, 
Niagara Falls; directors, H. Evans, 


Ottawa; B. McBride, St: Catherines; 7 
Kernahan, Fort William; A. M. Scully, 
Owen Sound; B:. BB: Briscoe, Chathem; 
D. Hough, Toronto; W. R. Chitty, Sault 
Ste. Marie. 

The association passed a_ resolution 
calling on the Ontario Government to 
tighten up requirements for obtaining 
an agent’s license and to require pros- 
pective members of the association to 
pass an examination set by their local 
insurance agents’ association and cover- 
ing the candidate’s knowledge of insur- 
ance and of the association. Among 
other resolutions, the association de- 
cided to ask the Ontario Government 
to require out-of-province motorists to 
carry proof of financial responsibility 
while driving in Ontario. 


Three Executives Named to 
AMA Insurance Council 


Three high-ranking business execu- 
tives have been appointed to the In- 
surance Planning Council of the Ameri- 
can Management Association, it is an- 
nounced by Lawrence A. Appley, presi- 
dent of the 20,000-member management 
educational association. Together with 
the 22 reappointed members of the 
council, they will serve on a voluntary 
basis in planning the association’s con- 
ferences, seminars, and other educa- 
tional activities in the area of insurance. 

New members are Bion H. Francis, 
insurance manager, Olin Industries, 
Inc., New Haven, Conn.; Will F. Nichol- 


son, president, A. D. Wilson & Co., Den- 
ver, Colo.; and John A. North, presi- 
dent, Phoenix Insurance Co., Hartford. 

Chairman of the council is Henry 
Anderson, manager, insurance depart- 
ment, American’ Broadcasting - Para- 
mount Theatres, Inc., New York. He is 
the A. M. A.’s vice president in charge 
of the Insurance Division. 

The Insurance Division is one of eight 
functional divisions into which the asso- 
ciation’s membership is divided. Com- 
posed primarily of industrial insurance 
buyers, this division is concerned not 
only with risks, values, and coverages 
but also with the ways in which corpo- 
rate insurance departments can best be 
of service to management. 


Royal Exchange Holds 
25-Year Club Dinner 


The 25-Year Club of the employes of 
the companies of the Royal Exchange 
Group held its sixth annual dinner on 
Wednesday night, November 10, at the 
Madison Hotel in New York. A wel- 
come was extended to three new mem- 
bers: Helen Donaldson, secretary to the 
United States manager, John Collins, 
manager of the claims department, and 
Louis Simonetti, fire underwriter of the 
New England department. 

After colorful initiation exercises, en 
tertainment was provided by member 
of the club. 






































FREEDOM OF THE PRESS... Elijah Lovejoy 
wrote for the St. Louis Observer condemning 
slavery and recommending gradual emancipa- 
tion. He was requested to moderate the tone of 
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his articles, but replied by reiterating his views 


and stressing his right to publish them. Threats 
of mob violence forced him to move to Alton, 
Illinois, where, in 1837, his presses were de- 


has gained the 


7 


stroyed and he was killed. The incident strength- 
ened abolitionist sentiment and Lovejoy became 
a hero to friend and foe alike. 
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ALFRED |. JAFFE 


Members of the speakers’ 


Jaffe Agency forum on “Selling 
ernor Clinton Hotel, New York City. 
F. J. Flynn Associates, Inc., 


president of the Jaffe Agency, 


Left to right the remaining experts are 
Bloomgarden, 
George Kaplan and Co. 


Casualty of New York; Sidney 
CPC, GLY, J. 


George Kaplan, 





panel consider 
Through Surveys” 
At far left is Frederick J. Flynn, 
main speaker of the evening. 


JOHN 8. WALKER | Qowty BLOOMGARDEN 


questions from the audience at the 
held November 9 at the Gov- 
CPCU, the 


Jaffe, vice 


Alfred I. 


who acted as moderator, is at the speakers’ stand. 
John B. 


Walker, CPCU, the Fidelity & 
Bloomgarden and Liesner, and J. 





Driver Training Students 
Get Rate Cuts in Calif. 


As the result of a resolution adopted 


by the California Association of Insur- 
ance Agents at the 


Francisco, J. W. 


the United Pacific, 


meeting at San 
Reynolds, president of 
announces reduced 


automobile insurance rates for Califor- 


complete 
driver 


nia students who successfully 


courses in driver education and 
training. 

In making the announcement, Mr. 
Reynolds congratulated the California 
Association for the recognition of the 
increasing economic importance of driver 
education and driver training. “Califor- 
nia legislators have taken a major step 
forward in effecting the necessary legis- 
lative requirements for the statewide 
driver training program and the support 
of the automobile insurance industry is 
essential to further the successful ac- 
complishments to date,” declared Mr. 
Reynolds. 

Reductions may run as high as 15% 
depending on the number of hours of 
classroom and behind-the-wheel train- 
ing received. 


School of Insurance 
Producers’ Exam. Course 


A new class in preparation for the 
New York State agents and brokers ex- 
amination wil! be offered by the School 
of Insurance starting Monday, Novem- 
ber 29. Classes are held on Monday, 
Wednesday and Friday evenings from 
6 to 8 p.m. The classwork consists of a 
thorough study of fire insurance, inland 
marine, automobile, general liability, 
bonding, workmen’s compensation, acci- 
dent and health, and other miscellaneous 
forms of insurance coverage. 

Registrations are now being accepted 
in the office of the School, 16 Liberty 
Street, or further information may be 


obtained by calling DIgby 4-0410. 


John J. Barron Dies 


John J. Barron, 53, manager of the 


fire loss department of the Boston and 
Old Colony Insurance Companies, died 
November 13 at the Salem, Mass., Hos- 
pital following a long illness. He went 
with the two companies in March, 1918. 
He was a member of the Loss Execu- 
tives Association and the New England 
Claim Executives Conference and had 
a wide acquaintance among company 
loss and adjusting circles in the East. 

Mr. Barron is survived by his wife 
Laurabel (Knowlton) Barron at 31 Cedar 
Street, Marblehead, Mass., and a brother 
David of New York. 


Ins. Young Men of the 
Year To Be Selected 


SWEENEY, JR. GI GIVES DETAILS 
Young Men’s Board of Trade Project; 
Industry Leaders Are Judges; 
Bohlinger to Present Awards 


Thomas W. Sweeney, Jr., of H. 
Mosenthal & Son, Inc., New York, in 
his capacity as chairman of the insur- 
ance committee of the Young Men’s 
Board of Trade, Inc., announced this 
week the details of the 1954 awards for 
the “Insurance Young Men of the Year,” 
a new project being undertaken by his 
organization. 

These awards—testamentary scrolls— 
will be given to four young men from 
various segments of the insurance indus- 
try who are between the ages of 21 and 
36 and who best exemplify the true rep- 
resentative spirit and tradition of the 
industry. 

The presentation of the awards will be 
made December 16 at a luncheon at 
Miller’s Restaurant, Fulton Street, New 
York. Superintendent of Insurance Al- 
fred J. Bohlinger has accepted the in- 
vitation of the Young Men’s Board of 
Trade to address the luncheon and to 
make the awards. 

Chairman Sweeney extended an _ in- 
vitation this week to all insurance ex- 
ecutives and personnel directors to 
submit names of candidates for the 
“Insurance Young Men of the Year” 
designation. Names should be sent to any 
member of the board’s selective commit- 
tee or to its executive secretary, Miss 
Jean McGarry, 291 Broadway, New York. 
All nominees will be confidential. 


Qualifications and Judges 


The Young Men’s Board of Trade is 
setting up this project on an annual 
basis, the idea being to give well de- 
served recognition to those young men 
who are potentially the future leaders 
of the insurance industry. Nominees to 
qualify for the award must be employed 
in New York City, have three years in 
the business, and be between the ages 
of 21 to 36. 

The following leaders in the industry 
have consented to serve as judges in 
the competition: H. Sumner Stanley, 
general manager, New York Fire Insur- 
ance Rating Organization; G. Foster 
Sanford, Jr., president, Insurance Bro- 


kers Association of the State of New 
York, Inc.; Ashby E. Bladen, chairman, 
insurance section, New York 3oard of 
Trade; Harry Kk. Gutmann, CLU, presi- 
dent, Life Underwriters’ Association of 
the City of New York; Albert E. Mezey, 
president, New York Insurance Agents 
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Elected President of 
Greater N. Y. Brokers 


JOSEPH J. 


KLEPPER 


Directors of the Greater New York 
Insurance Brokers’ Association, Inc., 
have elected Joseph Klepper president 


for 1955. He succeeds David Noah 
Sugarman. 

Also elected by the board are the fol- 
lowing: David Greif, Armand Lowell, 
and Bernard L. Dendo, vice presidents; 


William Harmelin, secretary, and Solo- 
mon A. Schlesinger, treasurer. 

The officers will be installed at the 
association’s annual meeting to be held 
December 14. 

Mr. Klepper is a member of the bro- 
kerage firm of Blumencranz and Klep- 
per, 123 William Street, New York. A 
member of the New York Bar, he holds 
both the CPCU and the CLU designa- 
tions. During the past year, he was 
chairman of the association’s casualty 
committee. 





Association, and Sherman Thursby, 
president, New York Association of 
Independent Insurance Adjusters. 


Sanford Heads 


The selection committee of the Young 
Men’s Board of Trade in charge of this 
project is headed by Robert L. Sanford 
of Smyth, Sanford & Gerard, Inc. Work- 


Selection Committee 


ing with him are George Bruce, Gen- 
eral Accident; James Hazelwood, Aetna 
Life; Henry Harder, Chubb & Son; 


Jerry Duxbury, McDaniel & Co.; Court- 
ney Theurer of Theurer Agency, Inc.; 
Arthur O’Malley, Indemnity Insurance 
Co. of North America; Stanley Butwin, 
Nathan Butwin Co., and Thomas W. 
Sweeney of H. Mosenthal & Son, Inc. 
Scope of Young Men’s Board of Trade 

The Young Men’s Board of Trade, 
Inc., New York City’s Junior Chamber 
of Commerce, is part of an international 
organization of young business and pro- 
fessional men who are dedicated to one 
purpose—to make their city, state and 
nation a better place in which to live. 

The insurance committee of the Young 
Men's Board of Trade is serving as a 
“training ground” in the molding of 
future industry leaders. It endeavors to 
train its members to contribute civicly 
and professionally to the community and 
business; to become acquainted with 
government at all levels and its opera- 
tions pertaining especially to the insur- 
ance business; to develop personal skills 
in decision mz aking, planning and work- 
ing with people, committees and groups; 
to become acquainted on a working and 
social basis with similar young men hav- 
ing common interests and ideals. 

In the New York insurance section 
there are approximately 100 ambitious 
young men from all segments who are 
members of the organization and who 
actively participate in the insurance 
committee’s activities. 
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No Assessment Upon 


Non-Assessable Policy 





TEXAS HIGHEST COURT RULING 





Denies Motion for Rehearing by Re- 
ceivers; District Court Had Author- 
ized Levy of Assessment Year Ago 





The long litigation over the question 
of whether the receiver for the Texas 
Mutual Insurance Co., Ennis, Texas, 
had the right to levy an assessment 
against the holders of non-assessable 
policies in that company came to a defi- 
nite end November 10. The Texas Su- 
preme Court denied a motion for re- 
hearing which had been made by attor- 
neys for the receiver, after the high 
court had refused to overturn an earlier 
decision of the Texas Court of Civil 
Appeals holding that the policyholders 
could not be assessed. 

With no further legal action on the 
question possible in Texas, the law in 
that state now conforms to that of other 
states, in which courts of last resort 
have held that a non-assessable insur- 
ance policy never may be assessed. The 
case, which was titled Moreland vs. 
Knox, had attracted nationwide atten- 
tion in insurance circles because of the 
novel contention that a non-assessable 
policy could become assessable. 

Litigation began shortly after the 
Texas Mutual was placed in receivership 
February 13, 1953. The receiver was au- 
thorized to levy an assessment by the 
District Court of Travis County, Texas, 
and attempted to do so. Upon appeal 
the Texas Court of Civil Appeals at Aus- 
tin held unanimously that the policy- 
holders could not be assessed because 
they held non-assessable policies. 

One of the three justices issued an 
opinion which was highly critical of 
some aspects of Texas insurance regula- 
tion. Attorneys for the receiver sought 
a writ of error from the Texas Supreme 
Court which would have upset the deci- 
sion of the Court of Civil Appeals, but 
that court found no reversible error, and 
now has ended the case by refusing a 
rehearing. 


Balboa Names Pickles 
As Assistant Secretary 


Lester C. Layman, president of Balboa 
Insurance Co. of Los Angeles, has an- 
nounced election of William F. Pickles 
as assistant secretary. Since joining the 
company in the early part of 1954, he 
has served as superintendent of agencies. 

3alboa is a wholly owned subsidiary 
of Seaboard Finance Co., with resources 
exceeding $150 million. W hile Balboa is 
chartered to write all classes of insur- 
ance except life, it has only exercised 
its privilege to write automobile physical 
damage, together with general fire and 
allied lines. 

A native of Connecticut, Mr. Pickles 
was educated in the public schools of 
Hartford, and is a graduate of Trinity 
College. His entire insurance career of 
14 years has been spent with the Aetna 
Insurance Group at the home office in 
Hartford and Pittsburgh in various su- 
pervisory capacities prior to joining 
Balboa. 


Aetna Moves Rosania 
To Cleveland Office 


Transfer of Special Agent Edward P. 
Rosania from Dallas, Texas, to the 
Cleveland, Ohio, territory of the Aetna 
Insurance Group is announced by Rush 
W. Carter, vice president and manager 
of the Western department. 

A native of Connecticut and a grad- 
uate of the University of Connecticut, 
Mr. Rosania also has served in the 
United States Coast Guard. He went 
to the Aetna soon after completing his 
education and is a graduate of the com- 
pany’s multiple line training school. He 
has been in the Texas field for two 
years and in his new position will be 
one with Resident Manager C. R. 

Tobin in Cleveland. 


Lancashire. 
Claude C. 


Blackstock President 
La. Stock Fire Assn. 


Charles W. Blackstock, special agent dent. 
in New Orleans for the Northern Group, Henry 
was elected president of the Capital 
Stock Fire Insurance Association of 
Louisiana, November 8. Mr. Blackstock 
heads the organization, formerly known 
as the Louisiana Fieldmen’s Association, 


as its ninth president in succeeding Sam for Loyalty Group; 
Godchaux & Mayer, 


G. Peters, special agent for London & key, secretary, 


Dupree, 
Hartford Fire, was elected vice presi- 
Frank J. Graf, 
A. Steckler 
Agents of New Orleans, was reelected 
secretary-treasurer. 


Managing General Inc.; 


Six members were 
ecutive committee. They are Sidney St 
John Eshleman, chairman, special agen: 
Theodore M. Hic 


Ltd., general agents of New Orleans; 
Garner J. Knoopfler, special agent, 
Phoenix of Hartford; R. Kirk Moyer, 
general agent, R. Kirk Moyer Agency, 
William H. Murhammer, speciai 
agent, National Union, and A. E. Trie- 
mer, special agent, North British & 
Mercantile. 

elected to the ex- Mr. Peters, as retiring president, was 
automatically made the seventh member 
of the executive committee, succeeding 
James J. Howe, special agent, Turner 
General Agency of Atlanta, the 1953 
president. 


special agent for 


special agent for 





The man who 


It was all his own idea. Each year the islands of the 
Pacific are ravaged by typhoons. Screaming winds smash 
at everything standing. Huge seas thunder against docks 
and warehouses. Damage runs into millions of dollars. 
Human lives are snuffed out. 

But one engineer, working for American International 
Underwriters, thought he could cut these losses. 

When a typhoon formed, he charted its course. He 
hopped a plane, raced the typhoon — often from Guam 
to the Philippines to Okinawa to Japan. He supervised 
battening down of open storage, secured tie-down cables 
and sheathing. 

Sometimes he stayed in the midst of the shrieking 
winds and scudding rains, helping to save property — 
and lives. Then he boarded the plane and raced around 
the typhoon to the next danger spot. 

AIU has always been noted for its technical assistance 
to clients. This is just one example. 

AIU also offers on-the-spot American claims service— 
backed by policies written in American terms. The in- 
formation required by AIU for covering foreign risks 
is the same kind as for domestic risks. Claims are paid 
in the same currency as the premiums — including U.S. 
dollars where local law allows. 

These factors make it easy for you to sell AIU pro- 
tection. 

With private American investments abroad passing 





~raced typhoons! 


-— 






~ 


the 16 billion dollar mark — 4 billion in the last three 
years alone — it is likely that some of your present 
clients have need of AIU protection. Ask them. 

You don’t have to be an expert to handle foreign risks. 
Take them to AIU — and AIU is your expert. For full 
information and literature, write to Dept. E of the AIU 
office nearest you. Or call in person. 


American 
International 
Underwriters 





New York 5, N. 
Boston 9, Mass....... 
Washington 6, D. C. 
Atlanta 3, Ga......... 
Detroit 26, Mich. 
Chicago 4, Illinois. 
New Orleans 12, La. 
Dallas 1, Texas...... 
Houston 2, Texas..... 
San Francisco 4, Calif.. 
LGW ANi@GTSs 17, Califinicciccscccascscsscccsese 
Seattle 1, Wash 


PF ccisok Assn lab aabcabobdeaei cad teovaasietd Cacinta tase 102 Maiden Lane 
..148 State Street 
312 Barr Building 
..307 Candler Building 
....Free Press Building 
sab decuael 208 So. La Salle Street 
..831 Whitney Bank Building 
eiceiaticecges 2006 Bryan Street 

....1619 Melrose Building 
ae 206 Sansome Street 
.612 So. Flower Street 
..811-814 White Building 
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New York Rate Appeal 
(Continued from Page 26) 


requirements for unformity. 

“The Superintendent’s decision, inso- 
sanctions the unauthorized ap- 
propriation of NYFIRO’s rating system 
by the North America Companies in 
their alleged independent filing, 
tutes a violation of NYFIRO’s property, 
statutory and constitutional rights, and a 
violation of the rating laws. 


Holds N. Y. Superintendent Erred 


“The Superintendent erred in ruling 
that a fire insurance company can _ be 
a subscriber to the service of NYFIRO 
for certain limited classes of risk and 
appropriate and use the service of 
NYFIRO in an attempt to make alleged 
independent filings for the other classes 
of risk over which NYFIRO has juris- 
diction.” 

NYFIRO 


tendent also 


far as it 


consti- 


contends that the Superin- 
erred in ruling “that the 
North America Companies are inde- 
pendent filers and are not subject to 
the provisions of the Insurance Law for 
deviations.” 

The rating organization asks that the 
Superintendent of Insurance be directed 
to stay the two companies permanently 
“from engaging in such methods of un- 
fair competition, acts and _ practices. 
Disapproval of their rate filings, called 
“substandard rates,” is requested. 

Chaos and confusion, with severe dam- 
age to sound insurance service for the 
public, will follow if the Superintend- 
ent’s decision is upheld, NYFIRO’s 
counsel informs the court, and unsound 
discrimination would follow. 


“The result would be the promulga- 
tion of different rates for different in- 
surance companies writing the same 
policies in the same class,” the brief 
adds. “No insurance company could in 
fact compete against any other on a 
rate basis unless their experience was 
alike. 


“To comply with the statutory stand- 
ards that rates shall be adequate for the 
class of risks to which they apply and 
that no rates shall discriminate unfairly 


between risks involving essentially the 
same hazard, it is necessary that rates 
be uniform, based. upon the general 


average experience. 

Argument in the ¢ 
Wednesday, echiieer 10, 
late Division building at 
nue and Twenty-fifth Street. 
Kaplan and Berger are counsel for the 
NYFIRO, with Charles B. Butler as as- 
sociate counsel. 


North America Brief 


Stating that the NYFIRO has not 
asked for a hearing on the adequacy of 
the rates filed September 30 and ap- 
proved October 4 the North America 
petition says that in the absence of a 
hearing by the Superintendent as to 


-ase began at 2 p.m., 
in the Appel- 
Madison Ave- 


Powers, 


that filing “this court is wholly without 
jurisdiction of that branch of the 
case. . 

“Deputy Superintendent Murphy at 


the hearing and in his decision of Sep- 
tember 14 indicated clearly that while 
he was deciding the questions of partial 
subscribership and the right of the 
North America Companies to make fil- 
ings substantially identical to NYFIRO, 
he was postponing decision as to the 
adequacy of rates and any other mat- 
ters raised by NYFIRO. 
Improvidence of Interim Stay 


“What has been said establishes, we 
submit, the impropriety of arresting the 
advent of the lower North America 
order obtained 


rates, through the stay 

by petitioners from Justice Breitel, Oc- 
tober 21, 1954, precipitately and upon 
inadequate notice. The confusion with 


which petitioners succeeded in investing 
the subject, prevented the learned jus- 
tice from seeing that the thing he was 
asked to prevent, namely the making 
available of lower rates to policyholders, 
was precisely the thing upon which no 
hearing had been requested from the 
Superintendent and hence the very 





point for which no basis had been laid 
for judicial review. 

“Thus this court has been put in the 
position of protecting a monopoly 
through a stay order in violation of the 
antitrust laws and without any basis of 
jurisdiction. We submit and urge that, 
regardless of the court’s view of the 
merits of the matters properly before it, 
the stay order should be instantly dis- 
solved. 

“This is the kind of litigation which is 
apt to be protracted on the basis of a 
series of interim stays. If the existing 
stay is not to be dissolved at once, we 
trust the court will share the view ex- 
pressed by Justice Breitel to all counsel 
at the hearing in chambers that any 
stay giv en should be limited to the 
hearing in this court.’ 


Legality of Filing 


Stating why the North America com- 
panies believe they may legally subscribe 
partially to NYFIRO for classes other 
than the dwelling classes, and to with- 
draw subscribership for dwelling classes 
the brief states: 

“Also in 1948, a further significant 
amendment was made to the constitution 
of NYFIRO. Article XI, relating to the 
withdrawal of members and subscribers, 
went through several drafts before being 
finalized in its present form. The word 
‘all’ contained in the sixth draft was 
deleted in the seventh and definitive 
draft, so that the article now reads (the 
omitted word in the brackets) : 


“Withdrawal of members and sub- 
scribers: Any member or subscriber 
withdraw its affiliation with the 


may 
rating organization at any time by giv- 
ing written notice thereof to the rating 
organization, and by withdrawing its au- 
thorization to the Superintendent of In- 
surance to accept (all) filings made by 
the rating organization on its behalf; 
but any assessment levied or incurred 
prior to withdrawal must be paid and no 
refund of assessment shall be made.’ 

“The effect of this change was that 
upon the withdrawal of a_ subscriber 
from part of the classes for which 
NYFIRO is licensed such insurer is 
then able to withdraw its authorization 
to the Superintendent to accept filings 
by NYFIRO on its behalf only in re- 
gard to classes which it withdraws; 
whereas, if the word ‘all’ had been left 
in, a partial subscriber would have been 
obliged to withdraw its authorization to 
the Superintendent as to all filings, in- 
cluding those made by NYFIRO for 
classes to which it was still a subscriber. 
Article XI in this way provides for ex- 
actly the action which North America 
has taken and is a_ recognition by 
NYFIRO of the right to partial sub- 
scribership guaranteed by the 1948 
amendments. 

“Nothing further, we submit, really 
need be said to support the ruling of 
the respondent Superintendent. .. .” 


Identical Filings 
“NYFIRO complains that the Decem- 
ber 7, 1953, filing of the North America 
companies, which was substantially iden- 
tical to the filing of NYFIRO for the 
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same dwelling classes, was an unauthor- 
ized appropriation of NYFIRO’s prop- 
erty rights in its rating material, was 
an unfair method of competition and an 
unfair trade practice under Article IX-D 
of the Insurance Law. NYFIRO argues 
that the North America companies in- 
fringed its common law copyright in 
the rating material amassed by it at 
some expense, time and effort and there- 
fore the filings of those respondents 
should have been enjoined by the Super- 


Rouillard Partner in 
Saratoga Springs Agency 
Paul R. 
agent for the 
bany; N. -Y,, 
offices, has become a 
Moncsko, CLU, 
rence & Moncsko Insurance 
Saratoga Springs, N. Y 


formerly a special 
Falls in the AI- 
Pittsburgh 
partner of J. M. 


Rouillard, 
Glens 
and branch 
in the Burdick, Law- 
Agency in 


intendent as an unfair practice under —_—— 
Article IX-D which deals with unfair 
methods of competition. Brooklyn Agents Support 
age De : I ) oO < a id 
1e short but c mplete answer to State Assn. in Rate Case 


NYFIRO’s contention is that the insur- 
ance law itself authorizes identical fil- 
ings. There can be no infringement of 
any illegal common law copyright and 
no unfair practice when the very statute 
which created NYFIRO and defines its 
rights and limitations provides that all 
material which it files with the Super- 
intendent, and supporting data, is open 
to public inspection and can be used 
as support for filings by other insurers 
or rating organizations (§ 184(4)). 


“Petitioners cite some 20 cases in an 


Brooklyn Insurance Agents Asso- 
November meeting 
New York State 


The 
ciation, Inc., at its 
noted the action of the 
Association of Insurance Agents in re- 
questing permission to file a_ brief 
“amicus curiae” in the proceedings be- 
fore the Appellate Division of the Su- 
preme Court, brought by member com- 
panies of the New York Fire Insurance 
Rating Organization against the ruling 
of the New York Insurance Department 
in the matter of the Insurance Company 


effort to show that the North America of North America filing of rate devia- 
companies’ filing of December 7, 1953, — tion. 
constituted unfair competition. As the The Brooklyn agents commend this 


Superintendent pointed out in his deci- action and pledge unqualified support to 
sion, the cases cited by petitioners are the state association. 
inapposite because no statute such ‘as The Brooklyn Agents Association re- 
New York’s Insurance Law was involved jects the statement attributed to an offi- 
in any of them. cer of the North America Companies 
“We do not plan to discuss petitioners’ that there is “a tendency to excessive 
cases, but we do point out that each of and unrealistic commissions’ being paid 
them differs on the facts from this case to agents in New York. “This statement 
in that (among other things) there were is completely untrue and at variance 
no public filings involved and no super- with the facts, and the Brooklyn agents 
vening public interest to be protected.” reject it in its entirety.” 
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Zeller Calls for High Leadership 
To Solve Ocean Marine Problems 


(Continued 
clared. “It might be considered that 
such activities come under the heading 
of unfair competition and not unlike 
hitting an opponent whose hands are 
tied behind his back, condition which 
tends to breed a desire for retaliatory 
action. 

“While this problem affects insurance 
interests generally, I am only qualified 
to speak for the marine interests. The 
American marine market expects com- 
petition, thrives on it, and indeed the 
original intent of whatever freedom is 
enjoyed under the provisions of Section 
29 of the Merchant Marine Act of 1920 
makes the continuance of competition 
mandatory. All this market seeks is 
that the competition be fair and that 
they be placed in a position to meet it. 

“Because of the fact that this subject 
is receiving active consideration, not 
only by individual marine underwriters 
but also by the non-marine section of 
the market, further comment at this 
time would be premature and ill ad- 
vised. Nevertheless, the hope is ex- 
pressed that in finding the ways and 
means to meet or parry this competi- 
tion, the insurance industry as a whole 
will produce a general solution which 
preserves equity for the marine branch 
of the industry. 

Reciprocity From Foreign Markets 


“The American market of the first 
half of this century might be likened 
to an infant, which through progressive 
stages of growth has emerged from 
adolescence, begins to have an aware- 
ness of its more mature powers and 
prepares to assume its position in an 
adult world, fully aware at the same 
time of the necessity for coexistence 
with other markets which reached ma- 
turity before an American market ex- 
isted,” observed Mr. Zeller. “Tnitially, 
it depended heavily on older markets 
for reinsurance facilities. 

“Progressively that condition has 
assumed less and less importance and 
while the need for reinsurance still 
exists—as is the case even with the 
most mature markets—it is abundantly 
apparent that in future years and in 
equity there should be a greater amount 
of reciprocity flowing from the markets 
that up to the present time have been 
the beneficiaries of ‘one way traffic.’ 
That traffic as we all know has con- 
sisted not only of reinsurance but of 
a very substantial percentage of the 
total available American direct writings. 

“For the American market of the 
present and the future to aspire to a 
greater measure of reciprocity in the 
form of a modest share of the business 
of other markets as a partial quid pro 
quo for the enormous volume of busi- 
ness which flows from this market is 
only reasonable and to be anticipated. 
I believe that increased reciprocity will 


develop over the years,” Mr. Zeller 
stated. 
“That such an enlargement of the 


scope of the American market can be 
accomplished with a minimum of dis- 
turbance to other markets and a recog- 
nition of the latter’s part of the equities 
involved is to be sincerely hoped for. 
The quite natural desire of the Ameri- 
can market is shared by other markets 
of the world in that there seems to be 
a widespread and growing demand for 
reciprocal relations both as regards re- 
Insurances and direct business. 

“In the meantime, perhaps it would 


from 
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ZELLER 


FRANK B. 


help if we all did a little self analysis 
to determine whether a sufficient degree 
of selflessness exists and that the re- 
spective reinsurance pr actices conform 
with the best interests of the American 
market. It is not suggested that these 
remarks should be interpreted as a call 
for individual sacrifice but rather that 
the future welfare of the American 
market should have a more prominent 
place in our individual scheme of things, 
with the idea of possible concerted 
action in the background. 

“One of the beneficial results to be 
achieved might well be that the Ameri- 
can market as a whole would retain 
more of its own business, rather than 
siphoning off so much premium volume. 
In all fairness it should be stated that 
that objective already has been achieved 
in writing of ocean going hulls where, 
for the most part, the market’s gross 
writings are its net writings with no 
reinsurance placed except for account 
of all concerned and with competitive 
markets securing their substantial in- 
terests as direct business. 

“One of the greatest barriers to the 
American market securing a _ larger 
share of its own business and particu- 
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larly that section of it which flows 
from the various foreign aid programs 
has been the division of the world into 
the limited number of ‘hard currency’ 
countries who have no foreign exchange 
regulations and the balance of the world, 
each with a ‘soft currency,’ with every 
phase of their economic existence being 
subject to foreign exchange regulations. 
A corallary of this condition is the 
so-called ‘dollar shortage’ which has 
formed a ready and spacious excuse, 
which more often than not has gained 
acceptance, to effect coverage on ship- 
ments flowing out of the numerous 
foreign aid programs in the marine 
insurance market of the country of 
destination in its local currency and 
where necessary with losses payable 
in dollars. 
Free Convertibility Not Near 

“In the very recent past there have 
been signs that due to improved eco- 
nomic conditions in many countries we 
were approaching a return to free or at 
least freer convertibility of many for- 
eign currencies now subject to exchange 

restrictions. Such action would permit 
a resumption of freer worldwide trade 
and the removal of the artificial barriers 
and convenient excuses, both of which 
militate against the use of American 


marine insurance. Unfortunately, in 
recent months statesmen of the key 
governments involved have been re- 
treating from the realization of freer 


convertibility and we can only look to 
the future with hope for relief,” Mr. 
Zeller told his banquet audience. 

“All the American market seeks is 
an opportunity to compete for business 
on a basis of equality and within the 
framework of the free give and take of 
private enterprise. Unfortunately, this 
is a much to be desired condition which 
is becoming more and more elusive and 
difficult of achievement, having regard 
to the barriers which continue to rise 
in a disturbingly increasing number 
of countries. 

Meeting Discrimination 

“In considering this problem the 
American market is faced with deciding 
whether to take more direct action to 
offset the discriminatory acts when they 
occur in other markets. In that direc- 
tion they are handicapped by their 
dedication to complete freedom of in- 
surance, which in itself eliminates the 
use of the destructive weapon of re- 
taliation. Perhaps there is a need to 
urge our Government to take greater 
official recognition of each individual 
case of discrimination and to be willing 
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to include them as an integral part of 
any general program for the removal 
of trade barriers. 

“Certainly this should be more effec- 
aive than their inclusion as an item in 
the balance sheet of matters to be dis- 
cussed country by country, where 
marine insurance may not assume a 
position of sufficient importance among 
the items to be discussed. 

“In the future there would appear to 
be need for a closer liaison between 
the American market and their Govern- 
ment to complement the latter’s inter- 
est and participation in foreign trade 
through, for example, the Foreign 
Operations Administration and _ the 
Export-Import Bank. How this is to 
be done has not as yet been discussed 
but it seems clear that government-to- 
government business deals or a partici- 
pation by the U. S. Goverment in 
industry—foreign government business 
deals, or both, are more likely to grow 
than diminish. 

“Certain it is that in each such case 
marine underwriters in the respective 
foreign markets involved will be fully 
alive to the business prospects at stake 
and act with vigor in support of their 
own interests. The American market 
expresses the hope that their own gov- 
ernment will pursue and protect their 
interests as well as seems to be the case 
with foreign governments in relation to 
their own nationals engaged in marine 
insurance,’ Mr. Zeller stressed. 

“At this time the American market 
can be said to be at the crossroads of 
its mature existence and poised for 
further advances towards the achieve- 
ment of its destiny, or alternatively 
and by its own actions, in the process 
of paving the way for what might well 
turn out to be a period of arrested or 
retarded development. In my view, the 
situation is one which calls for the 
exercise of statesmanship and leader- 
ship of the highest order, rather than 
the elusive pursuit. of self interest, to 
the end that we may set our own house 
in order and thereby be the better 
prepared not only to enjoy our natural 


advantages to the fullest extent but 
also to meet the unabating tide of 
competition from foreign markets.’ 





DAY MAKES “HOLE-IN-ONE” 

His first offense as a hole-in-oner was 
perpetrated by Charles L. Day, secre- 
tary, Midwestern department of the 
North British Group at Chicago recently 
on a cold, frosty morning when he aced 
the 13th of 166 yards at the North 
Shore Country Club. 








Page 38 





November 19, 1954 








ROBERT D. SAFFORD DIES 


Retired Vice President of Travelers Fire 
Was With Company From 1925 to 
1947; Served With Other Companies 





M. G., Inc. 
D. SAFFORD 


Continental by R. 
ROBERT 


Robert Duncan Safford, retired vice 
president of the Travelers Fire and 
Charter Oak Insurance Companies, died 


last week in Hartford. Mr. Safford, a 
native of Michigan, had been active in 
the organization of the fire staff of the 
Travelers in the mid-twenties when the 
company entered the fire insurance field. 

After serving with the Michigan Fire 
and Marine, Liverpool & London & 
Globe, and the National Fire, Mr. Saf- 
ford joined the Travelers in 1925. In 


1927 he was made supervisor of agencies 
in the fire company, and in 1934 vice 
president. He retired in 1947. 

Mr. Safford was active and prominent 
in many insurance organizations includ- 
ing the National Board of Fire Under- 


writers and the Canadian Underwriters 
Association. He had served as vice presi- 
dent of the Western Underwriters As- 


sociation. 


Aetna Advances Johnson, 


Robertson at Cincinnati 
Transfer of State Agent R. K. John- 
son of the Aetna Insurance Group from 
Rockford, Ill., to Cincinnati, Ohio, ef- 
fective November 15, and promotion of 
Special Agent T. W. Robertson to 
superintendent of the Cincinnati marine 
department are announced by Rush W. 
Carter, vice president and manager of 
the Western department. 


Mr. Johnson replaces Associate State 
Agent John Young, who has resigned. 
Mr. Johnson joined the Aetna as special 
agent for northern Illinois in January, 
1944, after more than 20 years in insur- 
ance. 

Mr. Robertson, a native of Brooklyn, 


and a graduate of Trinity College, joined 
the Aetna in February, 1948, and after 
nearly two years in the home office 
marine department, entered the com- 
pany’s multiple line training school. Fol- 
lowing graduation in 1950 he was as- 
signed to the Cincinnati office. 


SMITH HOUSTON MANAGER 

Eugene Smith has joined American- 
Associated Insurance Companies as 
Houston, Tex., branch fire and marine 
manager. His appointment, announced 
by Resident Vice President Malcolm R. 
Smith, coincides with the expansion of 
the company’s service facilities avail- 
able to producers in the territory super- 
vised by the Houston branch to include 
the production and underwriting of fire 
coverages on mercantile and manufac- 


turing risks. Mr. Smith’s insurance 
career covers a span of 29 years, virtu- 
ally all of which have been spent in 
Texas. 


INLAND CLAIMS ASSN. MEETS 





Bernard Singer, Attorney, Speaks on 
Status and Liability of Freight For- 
warders, Other Types of Agents 

The Inland Marine Claims Association 
of New York, Inc., met on November 
9, at Whyte’s Restaurant, Fulton Street, 
for their monthly meeting. The speaker 
for the evening was Attorney 3ernard 
M. Singer. He is a member of the New 
York Bar and a graduate of Syracuse 
University, specializing in transport ation 


law and subrog: ition. 
About 50 members and guests of the 
claims association heard Mr. Singer de- 


scribe the history and origin of freight 
forwarders and their status and liability 
prior to and subsequent to 1942 when 


they were placed in the category of 
common carriers by I.C.C. regulations. 
Mr. Singer pointed out the differences 


cooperative 


between freight forwarders, 
houses or 


freight agents and packing 
consolidating agents and made a com- 
parative analysis of the principals, pur- 
pose, methods of operation and liability 
of these various types of agents. 

After a question and answer period on 
these subjects, Mr. Singer spoke about 
the operation of household goods car- 
riers. He pointed out the differences ex- 
isting between some of the leading car- 
riers in this field and discussed the vari- 


Home Appoints Brunck 
Manager of Hull Division 


The Home Insurance Company has 
announced appointment of Arthur E. 
Brunck as manager of the hull division 
of its marine department. Mr. Brunck 
joined the Home’s ocean cargo division 
in 1936. From 1942 to 1945 he served 
as a pilot in the U. S. Air Force. In 
1947 he was transferred to Montreal as 
assistant manager of the company’s ma- 
rine department at that office. In 1952 
he was made marine manager at To- 
ronto. 

Mr. Brunck was elected president of 
the Canadian Board of Marine Under- 
writers in February of this year. 


JOHN BUSHKA DIES 


John Bushka, 71, engaged in the in- 
surance business in Old Forge, Pa., for 
40 years, died recently at his home 


after a heart attack. He was Old Forge 
tax collector for 20 years and also was 
a member of the School Board. 





ous tariff and released value declarations 
customarily in use. 

Frank Jarman of the Atlas Assurance 
is president of the association and pre- 
sided at the meeting. 
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Are you Equipped with 
Complete Underwriting Facilities? 


Public expectation of convenience and efficiency in everything related to 
home and business life extends today to insurance needs. 

their agents, and brokers, 
themselves to meet this situation through multiple line underwriting opera- 


tion, recently authorized by legislative enactment. 


Agents representing companies that provide complete Fire and Casualty 
facilities are in a favored position with those customers and prospects who 


wish to deal with a single source in all their insurance matters. 
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tically every kind of insurance except Life. 
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Blackman Asst. Marine Mgr. 
At New York City Branch 


The Boston and Old Colony Insurance 
Companies announce transfer of John 
N. Blackman to their New York City 
branch office where he will be an as- 
sistant manager engaged in production 
and underwriting of marine lines. Mr. 
Blackman is a graduate of Huntington 
School, Boston, and Yale University and 
attended the Evening Division of Boston 
University Law School. He served for 
three years in the U. S. Navy during 
World War II. 

Mr. Blackman joined the Boston and 
Old Colony in 1950 as special agent in 
charge of the marine department at their 
Baltimore branch office, where he has 
served until his present transfer. 


Higgins Discusses Uniform 


Accounting and Expenses 

The complexity and variety of insur- 
ance accounting operations are such that 
uniform accounting regulations cannot 
define expenses by functional groups and 
lines of business with absolute precision, 
according to James J. Higgins, chief of 
the Uniform Accounting Bureau of the 
New York State Insurance Department. 

Addressing the third session of the 
third year of inservice training course 
for examiners of the department, Mr. 
Higgins asserted, however, that. the 
erection of a practicable uniform ac- 
counting system tends to more clearly 
delineate the boundaries of the various 
expense categories, thereby minimizing 
the need for judgment and arbitrary al- 
locations. 

The speaker then described conflicts 
arising between the application of uni- 
form accounting rules and _ traditional 
rating practices employed in gathering 
Statistics for such expense categories as 
acquisition, inspection and allocated loss 
adjustment expenses. Mr. Higgins dis- 
cussed in detail efforts to solve uniform 
accounting problems by means of precise 
time-study techniques and analyses of 
premium income distribution. 


Hurt, Waddell Specials 


Of Home in Virginia 

James W. Hurt and Samuel B. Wad- 
dell have been appointed special agents 
for the Home Insurance Co. in its farm 
department at Richmond, Va. Mr. Hurt 
and Mr. Waddell will serve under the 
direct supervision of Manager Hunter 
M. Gibbons. 

Mr. Hurt, a graduate of Virginia 
Polytechnic Institute and a Navy vet- 
eran, had previously served with both 
the United States and Virginia Depart- 
ments of Agriculture. Mr. Waddell, an 
Army veteran, also graduated from Vir- 
ginia Polytechnic Institute and has had 
several years’ experience in government 
agricultural work. 


Buys Springfield Agency 


William B. Hazen and Johnathan 
Birnie, both of Longmeadow, Mass., 
have bought the Millard L. Smith In- 
surance Company of Main _ Street, 
Springfield, and are operating it as a 
subsidiary of the newly-formed Birnie 
Hazen Insurance Company, Inc. Office 


of the new corporation is at 115 State 
Street. The Smith agency is at 1421 
Main Street. For a time both offices will 
be occupied by the firm. 

Mr. Smith, who died last July, estab- 
lished his agency in 1916. Mr. Birnie is 
a native of Springfield, and after selling 
insurance in Grand Rapids, Mich., he 
returned to Springfield in 1948 as ‘vice 
president of Welch & Baldwin, Inc. He 
opened his own firm in 1952. 


WALKER PHOENIX SPECIAL 


Edward H. Walker, Jr., has been 
appointed special agent in Iowa for 
the Phoenix of Hartford Group. He 


attended the University of Pennsylvania, 
Wharton School of Finance and Com- 
merce, and has served as a fieldman in 
Iowa and Wisconsin. 
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Excelsior Reports Higher Assets, 


Premiums; 3,216 Hurricane Losses 


An increase during nine months of 
1954 of 54% in gross premium writ- 
ings, 11.2% in admitted assets and the 
addition of 103 new agencies were among 
highlights reported to the directors and 
fieldmen of the Excelsior Insurance 
Company of Syracuse, N. Y., at a meet- 
ing held at Pocono Manor, Pa. The 
directors authorized a quarterly dividend 
of ten cents a share payable December 
20 to stockholders of record December 
3. This maintains an unbroken divi- 
dend record since 1935. 

Due to the request of many agents, 
Excelsior has decided to make _ the 
Homeowners dwelling policy available to 
its agents in addition to the Compre- 
hensive dwelling (Interbureau) policy. 


To Enter Va. and D. of C. 


Company management was authorized 
by the directors to take steps to enter 
the company in Virginia and the District 
of Columbia. Presently the company op- 
erates in 12 states through nearly 1,000 
agents, most of whom are also stock- 
holders in the company. 

In reporting the results of disasters 
“Carol,” “Edna,” and “Hazel,” Presi- 
dent Forrest H. Witmeyer announced 
that so far the company had received a 
total of 3,216 claims for a gross esti- 
mate of $394,820. After the reinsurance 
recoverable, it is believed that the three 
storms will cost the Excelsior net only 
a little more than $100,000. Despite the 
large number of claims, the Excelsior has 
continued its practice of mailing loss 
drafts the same day that proofs of loss 
are received in the home office. 

Those who attended the Pocono Man- 
or gathering were: Chairman of the 
Board and Mrs. Harry L. Godshall, At- 
lantic City, N. J.; President and Mrs. 
Forrest H. Witmeyer, Syracuse, N. Y.; 
Vice President and Mrs. Carl McM. 
Crawford, Chester, Pa.; Assistant Vice 
President and Mrs. Donald P. Little- 
field, Svracuse; Robert E. Miller, treas- 
urer, Syracuse, and Mildred T. Linn, 
secretarv. Syracuse. N. Y. 

Also directors: Clarence H. and Mrs. 
Anderson, Manchester, Conn.; Lynn J. 
and Mrs. Bickelhaunt, Saratoga Springs, 
N. Y.; Russell A. Bradlev. Ann Arbor, 
Mich.; Follett L. and Mrs. Greeno, Roch- 
ester, N. Y.; Ralph and Mrs. Hastings, 
Washington. Ind.; Robert C. Hosmer, 
Svracuse; Clair A. Tackson, Mendville, 
Pa.; Albert W and Mrs. Kette, Marion, 
Ohio: George W. and Mrs. Lee: Claude 
D. Minor, Richmond, Va.: Alfred C. 
Sinn, Clifton, N. J.: John C. and Mrs. 
Stott. Norwich, N. Y.; Edward L. Tor- 
bert, Syracause; Edgar J. Wells, Groton, 
Mass. 

The following members of the field 
staff and their wives also attended: 
Allan C. and Mrs. Boggs. South Bend, 
Ind.; Robert T. and Mrs. Briggs, Homer 
City, Pa.; Walter F. and Mrs. Ficke, 
Mamaroneck, N. Y.; Bruce R. and Mrs. 
Howard, Marion, O.; Tack Irish, Decatur, 
Ill.; James C. and Mrs. Jamieson, 





Home Appoints Wolff as 
Manager of Boston Office 


Alfred A. Wolff, assistant manager of 
the Home Insurance Company’s Boston 
office, has been made manager of that 
office, effective immediately. C. Stewart 
Cole, former manager of the Boston of- 
fice, has been appointed manager for 
the brokerage and service department of 
the company in New England. 

Mr. Wolff joined the Home in 1936 
at its suburban department in New York. 
In 1941 he was transferred to Newark, 
N. J., as a special agent, and in January, 
1953, was transferred to Boston as as- 
sistant manager. 


Blairstown, N. J.; Karl M. and Mrs. 
Keefer, Syracuse; Edward A. Mundy, 
Auburn, Mass.; Rolla Nuckles, Marion, 
Ohio; J. Paul and Mrs. Pizor, Dillsburg, 
Pa.; Everett R. and Mrs. Ryder, Au- 
burn, Mass. 


Casey Executive Director 
National Sprinkler Assn. 


Election of Raymond J. Casey as ex- 
ecutive director of the National Auto- 
matic Sprinkler and Fire Control Asso- 
ciation is announced by Arthur M. 
Lewis, chairman of the executive com- 
mittee. Mr. Casey was formerly director 
of labor relations. The association also 
reported the election of Pickard E. 
Wagner as director of public relations. 
He previously served as public rela- 


tions director of Magic Valley Electric, 
Mercedes, Texas. 

Other personnel changes included re- 
tirement of Anna D. Bosch (Mrs. Ed- 
win Rieman) as_ secretary-treasurer 
after 40 years with the organization. 
She has served as secretary-treasurer 
since 1945. Elected to fill the vacancy 
was A. G. Woelfel. 

President of the association is John 
J. Power, Jr. of Youngstown. Ohio. Vice 
presidents are Frank J. Fee, Jr. of 
Mount Vernon, N. Y. and R. B. Heath 
of Worcester, Mass. 
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Catlin Asks Stringent 
Driver License Code 


IN MOTOR VEHICLE ASSN. TALK 


Wants Probationary Period Established; 
Withe Explains Progress of Aetna 
Drivotrainer 


Two officials of the Aetna Casualty & 
Surety Co. spoke at the 22 annual 
meeting of the American Association of 
Motor Vehicle Administrators which 
opened Tuesday, November 16, at the 
Ambassador Hotel in Los Angeles. 

Robert I. Catlin, vice president of 
the Aetna and for many years chairman 
of the Connecticut Safety Commission, 
spoke on “Facing Facts” at the lunch- 
eon _ og opening day. 

Stanley Withe, secretary, delivered 
a progress pobre on the nationwide de- 
velopment program with the Aetna 
Drivotrainer, at the convention’s gen- 
eral session. 

Mr. Catlin called for stricter driver 
licensing procedures which may hold the 
key to the traffic accident problem. He 
asked nation’s motor vehicle adminis- 
trators to “tighten up” the policies for 
issuing, suspending and reinstating oper- 
ator’s licenses. 

In a plea for immediate, aggressive 
action, Mr. Catlin declared: “No other 
problem of the same importance to our 
life and security has gone so long with 
so little correction. 

Pointing to “a growing belief that 
operator's licenses are easy to get and 
easier to retain,” Mr. Catlin said there 


is “strong need to reverse the atti- 
tude of the average motorist who be- 
lieves that his license is an inherited 


1 distinct privilege. 
science or skill, 


right rather than 
“In the fields ‘of 
licenses are eagerly sought, not easily 
acquired, usually treasured and jealously 
guarded. Why not in the field of mo- 
toring?” Mr. Catlin asked. 
Probationary Period Needed 


He urged that all new drivers be 
given a probationary license to be car- 
ried for at least a year, with the under- 
standing that the securing of a perma- 
nent license would depend on the record 
established while the probationary one 
was in effect. 

“Though the greater exercising of the 
power to suspend and revoke licenses, 
Motor Vehicle Administrators have the 
best possible means of education and 
convincing motorists of the responsi- 
bilities resting upon them if they are 
to continue to drive,” the speaker said. 

Mr. Catlin also advocated adoption of 
a uniform point system for driving vio- 
lations which, he said, “should go a 
long way toward controlling drivers as 
well as eliminating from the highway 
those whose privilege to drive is not 
in keeping with the public welfare.” 


Drivotrainer Program 


Nationwide expansion of the develop- 
ment program with the Aetna “Drivo- 
trainer” was reported by Stanley F. 
Withe. 

In a progress report on the revolu- 
tionary classroom behind - the - wheel 
training device, Mr. Withe stated that 
Driyotrainer installations were now in 

* . . + , “* 

operation in New York Citv, Los An- 
geles and Oak Park, Ill. Another in- 
stallation will be made next month at 
Iowa State Teachers College, where the 
first program for training driver edu- 
cation teachers on the Drivotrainer will 
be launched. 

Mr. Withe cited optimistic reports 
from the three cities now conducting 
Drivotrainer instruction and stated there 

(Continued on Page 44) 


Each Policyholder Has 
Role in S-D Day Plan 


SAFETY CAN AFFECT RATES 


Spottke Discusses Insurance Industry’s 
Participation; Encouraging Trend 
Shown This Year 


“Every driver in the country who has 
an automobile insurance policy has a 
stake in the success of S-D Day, na- 
tional Safe Driving Day, December 15,” 
A. E. Spottke, chairman of the insur- 
ance industry committee of the Presi- 
dent’s Action Committee for Highway 
Safety, declared in disc ussing the insur- 
ance industry’ S participation in the na- 
tional observance of this day and the 
preliminary 30-day traffic safety cam- 
paign now underway. 

“The public’s own accident record de- 
termines largely what the public pays 
for auto insurance,” Mr. Spottke said. 
“If S-D Day can set a new traffic safety 
standard the effects of which will last 
throughout the year, the improved traffic 
accident picture will inevitably show up 
in auto insurance rates.” 


An Encouraging Trend Shown 


Statistics on the nationwide traffic ac- 
cident record this year show an encour- 
aging trend, he said. For the ninth 
straight month in 1954, automobile acci- 
dent fatalities nationwide have been 
lower than for the same months in 1953. 
For the first nine months in 1954, there 
were 25,770 fatalities nationwide as com- 
pared with 27,450 fatalities for the same 
period in 1953, a saving of 1,680 lives. 

“As recently as one year ago, a re- 
duction of 2,000 in auto fatalities was 
considered almost impossible of accom- 
plishment, especially with an increasing 
number of cars on the road,” Mr. 
Spottke declared. “We have seen what 
can be done to reduce traffic deaths bv 
determined and continuing action. S-D 
Day is the symbol of this determination 
to continue to better the accident pic- 
ture. I feel sure that this continuing 
improvement will bring to the public 
the realization that safe driving pays 
off, not only in reducing accidents, but 
also financially.” 

The insurance industry is solidly be- 
hind the objectives of S-D Day and will 
do all it can to help make it a success, 
said the speaker. The insurance industry 
committee which he heads includes all 
segments of the insurance industry; life, 
health and accident, and casualty com- 
panies, and associations representing 


companies, insurance agents and_ bro- 
kers. 
Eisenhower Asks “Accident Free” Day 


President Eisenhower issued a state- 
ment asking every American to help 
make S-D Day on December 15 a day 
free of highway accidents. 


The President gave three rules for 
every citizen: 

“First, let’s each of us make sure that 
we obey traffic regulations. 


“Second, let’s follow common-sense 
rules of good sportsmanship and cour- 
tesy. 

“Third, let’s each one of us resolve 
that, either as drivers or as pedestrians, 
we will stay alert and careful, mindful 
of the constant possibility of accidents 
caused by negligence.” 


CENTURY LLOYDS INSOLVENT 
Attorney General John Ben Shepperd, 
Austin, Texas, has announced the failure 
of Century Lloyds, a Houston firm writ- 
ing casualty insurance. The attorney 
general charged that the company was 
Sar Ont insolvent. Its liabilities totaled 
51 


New Boston Indemnity 
Enters Auto Market 


WRITING AT 18% OFF MANUAL 


N. Y. Dept. Approves Rate Filing for 
B.I. P.D. and PHD; Paying Lower 


Commissions; Bowersock President 


The plans projected last spring by 
Donald C. Bowersock, president of the 
Boston Insurance Co. and his associates, 
to meet direct writer and non-agency 
mutual competition in the automobile 
field have come to fruition in the recent 
announcement that Boston Indemnity 
Insurance Co. is set up and ready to 
operate. It has, in fact, already obtained 
its license in New York State and ap- 
proval of its automobile rate filing by 
the New York Insurance Department. 

According to Mr. Bowersock, Boston 
Indemnity will write a small amount of 
business on an experimental basis. He 
says that “it is too early to determine 
whether or not we have resolved any 
of the problems that seem to confront 
the industry.” 

The rate filing approved by the De- 
partment enables the company to write 
automobile bodily injury, property dam- 
age liability and PHD at 18% less than 
National Bureau rates. Reportedly, pro- 
ducers will be paid 15% commission in 
contrast to the prevailing schedule of 
bureau companies of 20% on PDL and 
17.5% on B.I., and the 25% scale for 
physical damage business of the Na- 
tional Automobile Underwriters Asso- 
ciation. 

In justification of its 18% reduction 
in automobile rates, Boston Indemnity 
points to reduction in general adminis- 
tration costs and in inspection and bu- 
reau allowances; also to the difference 
in commission to be paid. 

The company has New York Depart- 
ment approval to write a six-month 
policy only, and for cash only. Its ap- 
plication for insurance will minimize the 
need for inspection reports. Whatever 
comprehensive personal liability business 
written will be issued only in conjunc- 
tion with the automobile business. 

Officers and directors of Boston In- 
demnity will be exactly the same as 
those of its parent company, Boston 
Insurance Co. It starts off with capitali- 
zation of $1,000,000 and surplus of a like 
amount. 


HUTCHINSON NEW PRESIDENT 





Of Surety Underwriters Assn. of N. J.; 

Succeeds Paul S. Parris, Fidelity 

Deposit Co. 

H. N. Hutchinson, American Surety 
Co., was elected president of the Surety 
U nderwriters Association of New Jersey 
at their meeting Nov. 4. Mr. Hutchin- 
son, on taking over his new post, ex- 
pressed the warm appreciation of the 
association to retiring President Paul S. 
-arris, Fidelity & Deposit Co., who had 
served two terms in addition to previous 
service as president some years ago. 

Other officers elected were: T. V. 
Debold, Glens Falls Indemnity Co.—vice 
president; F. Matson, Fidelity & 
Casualty Co.—treasurer; H. Rankin, fer 
American Surety Co.—sec retary. 

The nominating committee, whose 
slate was unanimously accepted was 
headed by George Schmidt of the Loyal- 
ty Group. 

The following men were 
serve on the executive committee: Paul 
S. Parris; Ralph W. Hawkins, New 
Amsterdam Casualty Co. Py ivid J. Hunt, 
Travelers Indemnity C as . W. Matson; 
Angus Gibson, Maryland Salas Co. 


elected to 





ACCOUNTANTS TO MEET DEC. 16 

The annual meeting of the As- 
sociation of Casualty Accountants & 
Statisticans will take place Dececber 16 
at the Hotel Statler, New York. Included 
in the program and pertaining to the 
casualty field will be a very detailed re- 
port of the accounting records and pro- 
cedures subcommittee covering the many 
phases of the problem pertinent to the 
auditing of field and home office records. 


O. L. & T. Rules Revised 
To Permit CPL Writing 


ON FIVE-YEAR TERM BASIS 


Change Made Effective by National 
Bureau November 17 in All But Seven 
States and U. S. Possessions 


Rules of the owners’, landlords’ and 
tenants’ liability manual have been re- 
vised to permit the writing of compre- 
hensive personal liability and farmer's 


comprehensive personal liability insur- 








Mutual Bureau Amendments 


The Mutual Insurance Rating Bureau 
has announced amendments to the rules 
for writing comprehensive personal lia- 
bility and farmers’ comprehensive per- 
sonal liability insurance which will per 
mit these coverages to be written for 
five year periods and therefore run con- 
currently with the fire policies written 
for similar periods. The revised rules 
apply to policies written on or after 
November 17, with a retroactive provi- 
sion permitting the application of the 
changes to policies with an_ effective 
date on or after September 1. 








ance for a five-year term by separate 
contract or, in states where permissible, 
by endorsement of fire policies, the Na- 
tional Bureau of Casualty Underwriters 
announced November 16, on behalf of its 
member and subscriber companies. The 
revision of rules became effective No- 
vember 17 except in New Jersey, Min- 
nesota, Tennessee, Texas, Wisconsin, 
Hawaii and Puerto Rico. 

Inasmuch as it is not presently per- 
missible in Indiana or Virginia to af- 
ford casualty insurance by endorsement 
of fire policies, comprehensive personal 
liability and farmer’s comprehensive per- 
sonal liability insurance may be written 
for a five-year term in these states only 
by separate contract. In Pennsylvania, 
these two forms of coverage may be 
afforded for a five-year term by separate 
contract or for not more than three 
years by endorsement of a fire policy. 

Changes to Meet Demand 

The National Bureau said the rule 
changes were made to meet a demand 
for the writing of these two forms of 
general liability insurance for the five- 
year period so that the coverage could 
run concurrently with fire insurance cov- 
erage afforded under five-year policies. 
The National Bureau considered it ad- 
visable not to limit the rule changes to 
endorsement coverage, and accordingly 
the revised rules permit the writing of 
this insurance for a term of five years 
whether by separate policy or by en- 
dorsement of other policies. 

In accordance with customary casu- 
alty procedure, the premium for a five- 
year period is four and one-quarter 
times the annual premium provided the 
entire premium is paid in advance; no 
discount is allowed if the Term premium 
is paid in annual installments. 

These two coverages will continue to 
be available for one and three year 
terms in addition to the new five-year 
term. 


Arkansas Supreme Court 


Upholds Responsibility Act 


Constitutionality of the Arkansas 
motorists’ financial responsibility act, 
which provides for suspension of driving 
privileges of accident-involved financially 
irresponsible drivers, has been upheld by 
the State Supreme Court. 

In a 5-to-1 majority opinion written 
by Justice Sam Robinson, the high state 
court affirmed Pulaski County Circuit 
Court, Third Division, which had upheld 
the Power of State Revenue Commis- 
sioner Vance Scurlock to suspend the 
driver’s licenses and cancel the registra- 
tions of the vehicles of George Franklin 
and Sylvester Simons. 
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Ad Conference 


(Continued from Page 27) 


is a ‘must’ in insurance selling. 

In turn William H. Wiley, executive 
secretary of the Connecticut Association, 
advocated “eye appeal” visual selling, 
saying that the more sales aids of that 
type which the companies can get in the 
hands of agents the better. 


Bulau Tells About Home’s Slide Films 


In this connection Alwin E. Bulau, 
Home of New York, was asked to tell 
about his company’s ‘slide films in color, 
three of which have already received 
good field reception, and a fourth—fea- 
turing the local agent—which will be 
ready the first of the year. The subjects 
featured are office accounting, earnings 
insurance and agent’s community rela- 
tions. The Home’s purpose in their 
preparation has been to contribute 
something of institutional value, Mr. 
3ulau_ said. 

Before the morning session closed Mr. 
Forcier offered the further suggestion 
that stock fire-casualty companies em- 
bark upon a cooperative advertising 
program. He said: “The day has come 
when we have to recognize the serious: 
ness of the competitive situation. It is 
no longer a case of one company fight- 
ing another. It is one system fighting 
another for supremacy. | urge a coop- 
erative advertising program with the 
theme of boosting the American Agency 
System and the community effectiveness 
of the local, non-captive agent.” 

Reactions to this suggestion were 
varied. Dwight Ely, Ohio Farmers, said 
that agents should not be led to believe 
that such advertising would produce an 
immediate rush of inquiries, and other 
IAC men agreed with him. 


National and TV Advertising Explored 


In the “give and take” discussion on 
national magazine advertising and TV 
advertising which ensued the following 
figured most prominently. E. E. Sterns, 
Travelers; William H. Doty, Aetna In- 
surance Group; Lewis S. Dabney, Em- 
ployers’ Group; Charles E. Freeman, 
Springfield Group; Leslie F. Tillinghast, 
Great American Group; Harry G. Helm, 
Glens Falls Group; W alter Riley, Ameri- 
can Surety Group, and Jarvis W. Mason. 

Noting a trend toward more insurance 
company national advertising next year, 
Mr. Freeman wondered whether agents 
would be helped by it. In his opinion 
they will. Charles Unger of the New 
Jersey Association didn’t know for sure 
but said that the NAIA’s new special 
committee planned to explore the entire 
situation. He remarked that “if national 
advertising ties up the agent’s commu- 
nity usefulness with company service it 
will be beneficial.” 

Mr. Sterns whose company has long 
been a national advertiser, pointed out 
that insurance ads in consumer maga- 
zines “are nothing but a thin line com- 
pared to what is being done by large 
companies in other industries. We are 
trying to impress people with the value 
of insurance. In other words, to create 
a favorable impression rather than to 
draw direct results.” 

Jarvis Mason put the question: “Isn't 
there any one of you who measures vear 
by year the results obtained trom your 
national advertising, such as by a brand 
recognition study ?” 

Mr. Tillinghast responded that his 
group did this in 1953 on a small scale 
by a sampling of Saturday E vening Post 
readers (3,000) to ascertain whether 
they recognized the Great American 
seal. He said: “The SEP research bu- 
reau made its inquiry by letter to sub- 
scribers and we got 30.9% recognition. 
Specifically, we received 1,202 replies 
from this sampling of which 371 said 
‘yes’. A brand recognition study, I be- 
lieve, is one more step in reducing the 
sales resistance that agents encounter.” 

Lewis Dabney, Employers’ Group, 
who with Harry G. Helm, Glens Falls, 
moderated the afternoon discussion on 
advertising budgets, maintained that 
“our advertising should be placed on a 


MARYLAND’S GRADUATION 


39 Students in 24th Class of Co. School 
Receive Diplomas From President 
Harper; Ashton in Charge 


The 24th class of the Maryland Casu- 
alty’s insurance school was recently 
graduated after having completed a com- 
prehensive six-week course in bonding, 
casualty, fire and marine insurance. The 
39 students hailed from 16 different 
states and Puerto Rico. 

Presentation of diplomas at the gradu- 
ation dinner was made by William T. 
Harper, chairman of the board and pres- 
ident. James F. White, director of ad- 
vertising, introduced Mr. Harper and 
was toastmaster. 

The school is under the direction of 
Ralph A. Ashton, manager of the com- 
pany’s education department. 

While attending the school, these stu- 
dents had the opportunity of hearing 
outstanding insurance producers who 
have unusual sales records, as well as 
studying under some of the top under- 
writers and executives in the general 
insurance field. 


Carter Oil’s Safety Record 


The Carter Oil Co. of Tulsa, Okla., 
has received the merit award of the Na- 
tional Safety Drivers Association for its 
“outstanding contribution to highway 
safety.” Carter employes drove 14,500,- 
000 miles in the past year with an acci- 
dent rate four times lower than the 
national average. 

The association is now sponsoring a 
“think-live” fall traffic safety crusade. 





task force basis, letting each company 
determine its own reasons for embark- 
ing on programs. The basic reasons, he 
explained, are to reduce the cost of 
sales, to imprint the value of insurance 
conspicuously on the public mind, and 
to sell the home town agent to the 
public.” 

Mr. Helm, whose 
never done consumer advertising, said: 
“Unless you have a fairly large amount 
of money what kind of an impression 
can you make in general magazine ad- 
vertising on the buying public.” He told 
of excellent results received from insur- 
ance trade journal advertising, citing the 
case of a Michigan agent, obtained rroim 
this advertising, whose premium volume 
was far greater than the entire cost ot 
his entire advertising cost. 

As to advertising budgets, Mr. Helm 
said: “I don’t believe that our first 
consideration should be to increase our 
budgets. I think that we should first re- 
examine our aims and the things we 
are doing with our advertising. Then, 
when we have made this reevaluation 
we will be in a much stronger position.” 
He said it was most important “to ascer- 
tain the reaction of our home office 
management, our agents and fieldmen to 
the advertising we are doing.” He sees 
direct return from ads featuring new 
coverages, such as the homeowners pol- 
icy, and remarked: “We have lots of 
sales ammunition on this policy and our 
sales have jumped up to $900,000 pre- 
mium volume. It pays to advertise!” 

As to TV programs, the consensus was 
that “we don’t know enough of the an- 
swers on TV results to really get inter- 
ested.” A number of large agencies and 
some companies are tieing in with TV 
news programs and running spot an- 
nouncements. The IAC will consider an 
exploratory study on these spot an- 
nouncements. From the agents’ view- 
point (as expressed by Mr. Forcier) a 
television program on an industry-wide 
basis would be a potent force in stress- 
ing the value of the local independent 
agent. 

Walter Riley told about a TV project 
now under way which, if enough com- 
panies participated, would be an adven- 
ture series, one program a week, 38 in 
all, in which insurance would be featured 
in a favorable light. In fact, when the 
presentation of the idea was made to 
Mr. Riley he was told that insurance 
men would be the heroes in the TV 
adventure stories. 


companies have 


Third Party Liability 
Protection Needed 


FOR GROWING ATOMIC INDUSTRY 
MacMackin Addresses AMA Meet; In- 


surance Is Efficient and Desirable 


Method of Spreading the Risk 


In an address before the fall insurance 
conference of the American Manage- 
ment Association Nov. 12 at the Palmer 
House, Chicago, Stuart MacMackin, 
counsel, atomic products division, Gen- 
eral Electric Co., Schenectady, N. Y., 
declared that with the entrance of 
American business into the atomic age, 
the growing atomic industry needs in- 
surance protection, particularly against 
third party liability. : 

“The magnitude of possible atomic 
catastrophe in such that liabilities could 
easily exceed the assets of any corpora- 
tion which was found to be the legal 
cause of the mishap,” he declared. “A 
financially sound industry and society 
require that this great risk be spread 
as widely as possible. It is not sound 
economics nor morals to permit the 
atomic industry to start down the road 
of relative freedom uninsured any more 
than it is to generally permit automo- 
biles to be operated without insurance. 

“In view of the magnitude of the 
accidents that are remotely possible, 
many, if not most, of the participants 
in the atomic field would be, in effect, 
judgment-proof. Such a condition is 
not desirable either in the short or the 
long run. 


Efficient and Desirable Method 


“The second reason why the atomic 
industry needs the insurance industry,’ 
he continued, “is that insurance is an 
efficient and desirable method of spread- 
ing the risk. There are other ways of 
doing it, but private insurance has 
developed a great skill and ability to 
be of service in this field, using methods 
which are consistent with our private 
enterprise system. 

“The third reason,” he said, “is that 
industry needs the policing and safety 
advice which it has come to expect 
from the insurance industry. It may 
be necessary to ‘pass a miracle’ before 
techniques can be developed which will 
adequately solve the problem. Funda- 
mentally the reason for this is that 
the problem is so large, the sums in- 
volved are so great, that a complete 
reorientation of thinking is required 
not to mention the need to develop 
new methods of organizing reserves to 
meet foreseeable losses.” 

He pointed out that it can be con- 
cluded that an atomic business and 
suppliers of materials and parts for use 
in the atomic field could insur a tre- 
mendous liability irrespecivte of wheth- 
er the mishap were caused by a defec- 
tive component of its own manufacture 
or that of a supplier. 

“It was against this background,” 
said Mr. MacMackin, “ that some com- 
panies have made a sincere effort to 
secure insurance with respect to certain 
actual risks and to determine the extent 
to which insurance would be available 
with respects to risks which ‘will be 
encountered in the future. Major brok- 
ers have been asked to develop an 
insurance proposal in the domestic 
market; and another, in the foreign 
market.” 

He continued: “As a result of these 
efforts, we have indications that lead 
us to believe that the maximum insur- 
ance on this type of risk which would 
be available in the domestic market 
would have limits of two to three mil- 
lion dollars, although there are some 
who believe that even these limits are 
optimistic. In the foreign market we 
believe that it will be possible to secure 
insurance with limits to $10,000,000. It 
is obvious that these limits are com- 
pletely inadequate to afford protection 
against the kind of risk we are con- 
sidering. 

“Informal approaches,” he said, “have 
been made to certain companies which 
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COMP. CHANGES IN NEW YORK 


33 Groups and Associated Industries of 
New York State, Inc. Seek Cost 
Reductions 
Twenty-three business and_ trade 
groups have joined with the Associated 
Industries of New York State, Inc., in 
sponsoring a proposed 12-point state 
legislative program aimed at reducing 
the cost of workmen’s compensation in- 

surance. 

“Despite encouraging reductions 
that became effective last July,” John R. 
Shaw, president of Associated Industries, 
declared, “our comparative cost studies 
show that the costs in New York State 
are still three, four, five and even six 
states.” 
legislative revisions 
would give the courts the power to re- 
view questions of fact decided by the 
State Workmen’s Compensation Board 
and would limit compensation payments 
to persons suffering from illness and 
injury related directly to their employ- 
ment by defining ‘accidental injuries” in 
the law. 

As explained by Mr. Shaw, the pro- 
posals also are aimed at excluding from 
compensation persons who had recovered 
from occupational diseases but no longer 
wanted to work and enforcing the re- 
quirement than an employe notify his 
employer of injury. 

Groups supporting the proposed pro- 
gram, in addition to Associated Indus- 
tries, were listed as including: 

_Albany, Brooklyn, Buffalo, Queens, 
Niagara Falls, Olean and Schenectady 
Chambers of Commerce; Bronx Board 
of Trade, Inc.; Business & Civic Associ- 
ation of the Tonawandas Inc.; Empire 
State Forest Products Association: In- 
dustrial Relations Council; Inter-allied 
Foundries of New York State; Long 
Island Association; Manufacturers Asso- 
ciation of Jamestown; Manufacturers 
Association of Syracuse Inc.; Mid-Hud- 
son Industrial Association; New York 
State Canners and Freezers Association, 
Inc. 

New York State Motor Bus Associa- 
tion, Inc.; New York State Crushed 
Stone Association; New York State Ho- 
tel Association; New York State Laun- 
derers and Cleaners Association, Inc.: 
Self-Insurers Association; 


times higher than in other 
The proposed 


} Westchester 
Personnel Management Association, Inc. 





Cunningham Pres. of Surety 


Underwriters of S. Calif. 


Surety ps mag Association of 
Southern ( ‘alifornia at its annual meet- 
ing November 4 elected E. S. Cunning- 
ham of Standard Accident as president. 

. J. Pottinger, Fidelity & Casualty, 
was elected vice president and A. L. 
Blackburn, Hartford Accident, is the 
new secretary-treasurer. 

The following men were named as 
chairmen of the association’s commit- 
tees: A. H. Burnet, American-Associated 
—executive; Robert Hecht, Fidelity & 
Deposit—legislative; John Crowley, U. S. 
Fidelity & Guaranty—courtesy; Richard 
Hawkins, Continental Casualty—mem- 
bership; D. J. White, Aetna—audit; R. 
M. Hoenisch, Royal-Liverpool—enter- 
tainment; Fred Hagen, Employers 
G roup—public relations and educational; 
R. S. Possinger, Aetna—research. 


1.6% Texas Comp. Reduction 
An average reduction of 1.6% in work- 
men’s compensation rates in Texas was 
indicated in statistical data submitted by 
Angus McDonald, casualty actuary, at a 
recent hearing held in Austin by J. 
Byron Saunders, casualty Commissioner. 
The announced loss ratios for the four 
major groups were as follows: Manu- 
facturing, 59.8%; contracting, 59.8%; oil 
classes, 57.4%, and all other groups, 
60.5%. The indicated rate decreases, ac- 
cording to Mr. McDonald, were 1% for 
manufacturing and contracting, 4.9% for 
the oil classes and .2% for all others. 
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AMA Conference in Chicago Tuned to 
Current Problems; 900 in Attendance 


Dineen’s “Price Competition” Views and Whittaker’s Major 
Medical Sizeup Held Center of Stage; Addresses of 
Leslie, Jr., and Lyman Highspotted 


By Levertnc CARTWRIGHT 


With registration close to 900 the 
American Management Association’s in- 
surance section kept a _ serious ear 
cocked during the daylight hours for 
three days last week at Chicago on in- 
surance topics of the hour, and in the 
evenings took part in brilliant and mas- 
sive entertainment along with lots of 
smaller convivial huddles. These are 
great gatherings of insurance buyer and 
seller, with many a broker and company 
man on hand not only to see what he 
can see but to be sure that prized clients 
don’t get too cozy with competitors. 

Usually the Chicago meeting is at the 
Drake but that hotel was booked up 
and so the sessions were held at the 
Palmer House. Nevertheless, Rollins 
Burdick Hunter Co. continued to stage 
its grand evening of hospitality at the 
Drake. This year its guests wore metal 
lapel buttons with the RBH insignia. 

Marsh & McLennan also gave its tra- 
ditional cocktail and buffet party that 
brings the whole AMA group together 
in a festive pack. It was given at the 
Palmer House and this time was on a 
different evening from the RBH party. 
Separation in time of these two majestic 
parties was possible because for the 
first time at Chicago the convention was 
extended to three days and thus two 
fun evenings were possible. 

he American Petroleum Institute was 
holding its convention at Chicago at the 
same time and Marsh & McLennan also 
gave its A.P.I. party. 

American Motorists and Lumbermens 


Mutual Casualty were again hosts at 
breakfast to a large number of the 
buyers. 

Several insurance hospitality rooms 


were in operation including Fred 5S 
James & Co., Federal Insurance Co., 
Alexander & Alexander, Johnson & Hig- 
gins, Byrnes-McCaffry, Inc., and R. B. 
Jones & Sons. 

Reactions to Dineen’s Address 


Henry Anderson, AMA insurance sec- 
tion chairman who is with American 
Broadcasting-Paramount Pictures, pre- 
sided at the opening session and Robert 
E. Dineen, vice president, Northwestern 
Mutual Life, led off with his outstand- 
ing address on “Price Competition in 
the Ordinary Life Field.” He summar- 
ized a carefully prepared paper on the 
so-called “specials” that are causing 
such a stew these days in the life in- 
surance world. He addressed himself to 
gradation of premium by size of risk in 
ordering insurance. There were several 
questions asked on gradation in Group 
covers but Mr. Dineen was able to side- 
step these because Northwestern Mutual 
does not write Group insurance. 

Early in his talk he got off a Dineen- 
ism that was appreciated. He referred 
to the fact that he was formerly New 
York Insurance Superintendent and was 
branded as a “bureaucrat.” He said he 
has been able to discern little difference 
between bureaucracy in Government and 
bureaucracy in private industry. 

After finishing his size-up of the prob- 
lem of gradation and the questions that 
it is provoking he predicted that there 
would be a satisfactory solution and 
that it casts no grave shadow on the 
life insurance scene. 

Mr. Dineen was asked his opinion of 
whether surrender dividends can be jus- 
tified as an accretion of funds for un- 
usual circumstances that are released 
when a policyholder takes a walk after 
20 years or so. The question was appro- 
pos because Mr. Dineen had said that 
one of the justifications of a “special” 


on the part of its advocates is that the 
surrender dividend was eliminated and 
hence a lower cost produced. Mr. Dineen 
had spoken in terms that appeared to 
be less than complimentary of surrender 
dividends and he mentioned these in the 
same breath with Sr. Tonti. 

In answer to the question Mr. Dineen 
said that there are two schools. One 
says that “unusual circumstances” are 
what general surpluses are for. The 
other argues that a little bit extra is 
held back for account of the individual 
policyholder and it should be his to take 
with him when he obliterates the risk 
by withdrawing. 

Another question put to 


him was, 


“Why can’t an agent accept a lower 
commission if he treats all of his policy- 
holders alike?” Mr. Dineen replied: “It 
is traditional that the company shall 
have freedom to set the commissions.” 

He was also asked: “Why can’t a 
policyholder get the same rate when 
borrowing from his insurer as from a 
bank with the policy as collateral?” 
Mr. Dineen replied that the banking 
rate may differ from month to month 
whereas the insurer is “stuck” with a 
rate. Also it is inconsistent with the 
central use of life insurance to encour- 
age “routine” borrowing on policies, he 
declared. 


Dyer on Social Security Influences 


John K. Dyer, Jr., of Towers, Perrin, 
Forster & Crosby of Philadelphia, gave 
a paper on “How Social Security Influ- 
ences Retirement Programs.” He was 
asked whether the Federal Social Se- 
curity system is on an “actuarial basis.” 
Social Security, he replied, can’t be on 
such a basis in the same sense as are 
life insurance and pension funds. This 
is accented by the fact that Social Se- 
curity benefit levels and tax rate can 
always be changed. 

The speaker was vehement, in answer- 
ing a question, in denouncing plans 
whereunder the employer contributes a 
specified number of cents per hour into 
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a pension fund. This leaves the benefit 
an unknown factor. “It is a backwards 
deal,” he said. “It necessitates guessing 
on rate of turnover and rate of interest. 
It is better to make the deals in terms 
of amount of the pension rather in terms 
of how much it is going to cost.” 

Mr. Dyer was asked whether there is 
a trend toward linking profit sharing 
schemes with pension plans. The answer 
was that a deferred profit sharing plan 
is essentially a pension arrangement. 

Another question was whether the 
stated 1975 ultimate in Social Security 
of a 4% tax each on employer and em 
ploye would not spell the death of pri- 
vate pension plans, especially for lower 
salaried people under an integrated set- 
up. It might, he conceded, be difficult 
to superimpose a contributory plan on 
such a Social Security level. But when 
the time comes the traffic may bear 
more than what now seems 


Roy L. Jacobus of Ford Motor Co. 
presided at the afternoon session that 
drew a full and especially attentive au- 
dience. This was on the major medical 
topic. 

E. B. Whittaker, vice president of 
Prudential, whose reputation for actu- 
arial extra sensory perception is earning 
him the title of Mr. Univac, led off. He 
obliged his audience by tossing off a few 
poker party phrases that provide de- 
lightful contrast. In concluding he came 
close to becoming guilty of indulging in 
exuberant enthusiasm in urging one and 
all to quit gagging in details and re- 
solving secondary questions and get on 
board. The important thing is rapidly 
to get a major segment of the popula- 
tion covered under major medical. To- 
day but two million are covered. 


Whittaker Sees Major Medical as 
the Answer 


Mr. Whittaker said he agrees with 
Mrs. Hobby that time is running out. 
One of the most telling questions that 
were propounded at the Wolverton com- 
mittee hearings was that the usual 
A. & H. protection is but a drop in the 
bucket when serious illness strikes. Ma- 
jor medical is the answer, he said. The 
buyer, he admitted, is confused because 
of differences between plans and frills 
that are offered by the last insurer to 
get the ear of the prospect. But these 
questions should not be permitted to 
hold up action. Go, go, go, he said. 

Private industry had effective answers 
on the other Wolverton questions. For 
instance, on the question of why haven't 
you covered 60 million, even though you 
are able to claim coverage of 90 million, 
there is the effective answer that the 
uninsurable can’t be insured, nor those 
on relief, in jails, etc., and many isolated 
persons. On the question about “trick” 
policies covering bubonic plague, etc., 
the answer is these are few and far be- 
tween today. There has been a real 
housecleaning. Where the insurance 
argument is weak is in the area where 
major medical provides the answer. 

Mr. Whittaker spoke caustically of 
employers who ask to introduce restric- 
tions in major medical in an effort to 
shave the cost. He said he objects to 
the common provision that an employ: 
is out of the plan who has been under a 
doctor’s care at any time during the pre- 
ceding three months, until he has gone 
three months free from the necessity of 
medical attention. The answer may lie in 
the direction of a kind of an incon 
testable feature whereunder an employe 
who had gone a year without claim 
would be thereafter “in like Flynn” with 
no questions asked. 

William H. Stubbs of Sears, Roebuck 
told of the “all-employe” major medical 
plan of his company and Lee Laird of 
Standard Oil of California told of that 
great company’s plan for executives 
only. 


Questions Answered by Whittaker 


In the question period, Mr. Whittaker 
was asked about enrolling the lowest in- 
come bracket. He replied that major 
medical is needed more by such persons 
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than by the better situated. In The Pru- 
dential’s own case they went all the 
way down. Concentrate on_ benefits, 
don’t fear the cost, he counselled. He 
told of the slogan that the employes 
invented. “Fifty cents a week is just 
two packs of cigarettes. Anybody can 
get cancer.” Prudential has a $100 de- 
ductible over the basic hospital plan for 
those with salary below $4,000. 

In another case, the employer wantel 
to cut the cost to 30 cents a week by 
using a $200 deductible. Mr. Whittaker 
doesn’t like that. “$200 means a lot to 
those kids,” he said. 

When all employes are enrolled the 
experience can be expected to justify re- 
ducing the premium. That happened at 
Prudential and enrollment was reopened. 
Today 40,000 out of the 50,000 Prudential 
employes are covered. 

Metropolitan Life went all the way 
down and got 98% enrollment under a 
50-50 contribution plan. 

Mr. Whittaker was asked whether 
claimants tend to be overreaching. Some 
do, he said. For instance, there was a 
demand for a water softener by a man 
with a kidney complaint, for an air con- 
ditioner by an asthmatic, whiskey by 
cardiac patients, swimming pool for polio 
victim, toilet seats with arms for mul- 
tiple sclerosis sufferer to keep her from 
falling off the John. 

No answer to questions on the attitude 
of doctors on fees, those on the panel 
agreed the medical societies are exert- 
ing effective influence to keep bad ac- 
tors in line. They thought education 
would turn the trick. 

The best procedure, Mr. Whittaker 
vouchsafed, would be to kick out all 
basic plans and stand on the maior 
medical with a $50 or $180 deductible. 
That is hard to sell to labor unions, 
however. 


Leslie Evaluates Rating Plans 


The contribution of William Leslie, 
Jr., assistant manager, National Council 
on Compensation Insurance, to the No- 
vember 11 session of the conference was 
on “Evaluation of the Different Rating 
Plan Methods.” He described the re- 
trospective and experience rating plans 
in an expert fashion, weighing the pur- 
poses and the advantages of diverse 
rating methods. 

Mr. Leslie said that “although it may 
seem impracticable the only sure method 
for an insurance buyer to choose wisely 
among optional rating methods is to be 
thoroughly grounded in the principles 
which underline the plans.” He made 
clear that experience rating, which in- 
cludes the mandatory prospective plan 
and the optional retrospective plans, 
simply carries the ratemaking process to 
its logical conclusion. It produces for 
the individual insured the most accurate 
premium in relation to the hazard that 
he has insured that is possible. 

Mr. Leslie brought out that the whole 
process of selecting optional plans best 
suited to an individual risk involves close 
study of five to seven years of previous 
loss experience. This study must un- 
cover the principal causes of loss in an 
endeavor to take positive corrective ac- 
tion. Plant safety possibilities, in other 
words, may be the key to the most de- 
sirable rating plan. 

In his opinion “buyers will be on far 
sounder ground in choosing among plans 
that are optional and in understanding 
the effects of experience rating” if they 
remember that accident frequency is 
of far greater signific: ance than accident 
severity. Pure chance enters into how 
badly a man is hurt to a much greater 
extent than it does into whether he was 
hurt at all. Underwriters quite wisely 
are suspicious of the plant where acci- 
dents happen even though most may 
seem minor. The hand of fate might 
hi we mi ide any one of them very costly. 

“The rating plans, following mathe- 
matical principles, confirm this thinking 
by placing more ‘emphasis on accidents 
happening, that is accident frequency, 
than they do on the seriousness of an 
accident,” said the speaker. 

Mr. Leslie also explained that in com- 
bining various legal entities for rating 


nA 


plan purposes “the principle that owner- 
ship can call the turn in management 
performance is absolutely controlling. 
Risks with common ownership are con- 
sidered together just as a man’s financial 
credit rating would be influenced by all 
dealings in which he had engaged.” 


“the Common Sense” 
Way 


Before closing Mr. Leslie declared: 
“Interstate rating is so obviously the 
common sense way of handling our cus- 
tomers with far flung operations that the 
few areas not now included in the inter- 
state rating program stand out like sore 
thumbs. To say that an employer with 
all his operations in one state deserves 
more consideration than a like-sized em- 
ployer with operations in two states, or 
more, is to state the ridiculous. Yet this 
is the absurd conclusion that one must 
come to if the opponents of interstate 
rating, now few in number, are to be 
given serious note. 

“With all due respect to those large 
buyers of compensation insurance who 
have chosen the self-insurance route, it 
is almost a certainty that there is avail- 
able a retrospective rating plan which 
would service-wise, cost-wise and just 
plain good business-wise be a far better 
avenue for providing compensation bene- 
fits to men injured on the job.” 


Interstate Rating 


Lyman on Pros and Cons of 
elf-Insurance 
The address by Steward M. Lyman, 
attorney of Deere & Co., Moline, III, 
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on “Standards for Self-Insurance” was 
of interest to the buyers as it gave them 

1 bird’s-eye view of the pros and cons 
of this subject. Mr. Lyman brought out, 
in fact, that there is a wide divergence 
of views on self-insurance for work- 
men’s compensation and _ occupational 
disease purposes. He said: 

“The pros for self-insurance contend 
that it tends to promote better employe- 
employer relations if their own person- 
nel men deal with employes with respect 
to occupational injuries and diseases 
rather than a stranger in the form of an 
insurance company adjuster. The pros 
further claim that self-insurance supplies 
a greater incentive on the part of man- 
agement toward prevention of occupa- 
tional accidents and diseases. Further, 
the pros claim that self-insurance mav 
mean a saving of ‘expense loading’ and 
other non-compensation costs found in 
insurance rates. 
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Lucky you! By the end of this month you will have 
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“Conversely, the cons may say that 
self-insurance does not contribute to 
good employe-employer relations, be- 
cause employes may be loath to press 
claims against the employer that they 
would not hesitate to press against an 
insurance company. Also, that the aver- 
age self-insurer may not be able to 
provide claim adjustment, medical, legal, 
safety, ca hygiene services comparable 
to those furnished by insurance compa- 
nies at a cost equivalent to or less than 
the cost of insurance premiums. Fur- 
thermore, the smaller self-insurer may 
have to tie up money ie deposits to the 
state that would otherwise be available 
for operating expenses. Finally, that 
self-insurers are not subject to the rigid 
controls 


¢ exercised by the states over 
insurance companies.” 
. o eye 
Third Party Liability 
. 
(Continued from Page 41) 
do not use brokers, but which, by vir- 


tue of their interest in the atomic field, 
were believed to be able to give sub- 
stantial protection. So far these ap- 
proaches have been unavailing. 

“The reason for this situation is not 
hard to find,” he declared. “Some insur- 
ance people who paint with a big brush 
tell me that there just isn’t enough 
capacity in the entire American insur- 
ance industry to take on a risk like 
this. Others, who are willing to go into 
greater detail, point to the following 
reasons. In the first place, they say 
the industry has not had opportunity 
to build up experience on the kind of 
risk we are asking them to _ insure. 
They have no intimate knowledge of 
the actual danger and they have nothing 
on which to base forecasts of proba- 
bility. 

“Another reason is that they have 
no present reserves to cover this kind 
of risk and they do not see any reason 
why they should jeopardize reserves 
which were built up over many years 
to take care of other risks. 

“Another reason,’ he 
“that has not been talked about too 
much, but which is obviously in the 
picture, is the lack of incentive to the 
insurance industry. To my way of 
thinking this is a completely valid 
reason. If we are asking the insurance 
industry to help in the i ogress and 
development of the atom for peacetime 
use, it is only proper that the insurance 
people be accorded a profit as a reward 
for their risk-taking. At the present 
time, I suppose it is difficult for the 
insurance people to see how they could 
make a profit from this field 

“IT do not believe as a matter of 
principle,” he declared, “that one 
should turn to the Government for 
assistance on problems which can be 
met by private initiative. I am willing 
to concede here, however, that at pres- 
ent the problem is bigger than one 
which can be met by private industry 
and, therefore, I am willing reluctantly 
to ask the Government for help. 

“In so turning to the Government, I 
believe that this should be our objec- 
tive: Private industry should do its 
very best to solve as much of the prob- 
lem as it can before it goes to the 
Government. Having pe its best 
efforts in this direction, it should then 
accept the minimum amount of Govern- 
mental help which is necessary in order 
to avoid as far as possible the encroach- 
ment of Government monopoly or 
Government control of this phase of 
the insurance industry.” 


continued, 
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PRODUCT LIABILITY ARTICLE 


J. L. Barter, Vice Pres., Hartford Acci- 
dent & Indemnity, Writes on Subject 
for “Management Methods” 
is the sub- 
John L. 
vice president of the Hartford 
Accident & in the Octo- 
ber, 1954, Meth- 
This magazine is circulated to cor- 
pur- 


Product liability insurance 


ject of a feature article by 
Barter, 
Indemnity Co., 
issue of “Management 
ods.” 
financial executives, 


porate officers, 


agents and other officials of 


and industrial firms in all sec- 


chasing 
business 
tions of the country. 

Barter’s article 
held 


and 


Until recent years, Mr. 


states, product liability insurance 


interest chiefly for manufacturers 
distributors of food products, drugs and 
intended for human con- 
every manutacturer or 
reason to be con- 
product liability claims— 
from bodily injury or 
caused in whole or in 
after it is delivered 


articles 
sumption. Today, 
distributor has 
cerned about 
those resulting 
property damage 
part by a product 
and placed in use. 
The author cites numerous examples 
and actual cases to show that “it can 
happen with any product.” Claim-pro- 
ducing accidents, he explains, can hap- 
pen—and have—with many seemingly 
harmless items that the general public 
regularly—slippers, robes, tooth- 
chairs and smoking pipes, to list 
Products with a more limited 
principally those used for 
manufacturing purposes— 


other 


good 


uses 
paste, 
just a few. 
application— 
industrial or 


also should be regarded as_ possible 
sources of product liability claims. 
Mr. ibeciad points out that the casu- 


alty insurance industry developed prod- 
uct liability coverage specifically to pro- 
tect the business community against loss 
exposures of this character. 

“The threat of sizable losses resulting 
from product liability claims,” he adds, 
“cannot be ignored by anyone respon- 
sible for seeing to it that the financial 
well-being of a business enterprise is 


protected by insurance. More specifi- 
cally, this threat calls for product lia- 
bility insurance in amounts that can be 


really adequate 


expected to provide a 
present-day 


safeguard in the light of 
conditions.” 

Vice President Barter 
casualty underwriting for the 
Accident. 


is in charge of 
Hartford 


McAllister Chicago Manager 
G. Edward McAllister has been made 
production manager at the Chicago 
branch of Standard Accident and its af- 
filiate, Planet. He succeeds Charles E 
Jackson who has been made manager of 
the Atlanta branch of the companies. 
Mr. McAllister joined Standard in 1941 
and _ shortly thereafter was called into 
service in the U. S. Navy, where he 
served from 1942 to 1945. In 1946 he 
rejoined Standard as an A. & H. under 


writer. He was graduated from the 
Standard training school in 1949, and 
was assigned to the Chicago branch as 


a field representative. Since 1953, Mr. 
McAllister served as bonding field 
representative at the Chicago branch. 


has 


Aetna C. & S. Changes 


The appointment of James J. Perkins 
as cashier in the Brooklyn office of 
“een Casualty & Surety has been 
announced by C. T. Spaulding, vice 


president. Mr. Perkins succeeds Robert 
W. Smith who has been transferred to 
the agency-brokerage departments in the 
151 William Street, N. Y. field 
representative. 

Mr. Perkins has been associated with 
the company, since 1937. In 1951 he was 
transferred from the William Street of- 
fice to serve as assistant cashier in the 
Brooklyn office. 

Mr. Simth joined the Aetna in 1947, 
and in 1948 was made assistant cashier. 
Subsequently he was made cashier in 


office as 


the Brooklyn office. 


Seven Classification Plan 


Filed With Oklahoma Dept. 


A new plan of classifying private 
passenger cars for automobile liability 
insurance rates in Oklahoma and _ re- 


vised rates for the new car classifica- 
tions were filed with the State Insurance 
recently by the National Bu- 
Casualty Underwriters on be- 
its member and subscriber com- 
The new plan and rates are pro- 


Board, 
reau of 
half of 
panies. 
posed to be effective December 8. 
“The which 
private passenger 
classes of risks for rate purposes, appor- 
costs more equitably 
among insureds than the three-class 
plan presently in use,” William Leslie, 
general manager of the National Bureau, 
stated. “It relates rates to the various 
recognized hazards of automobile opera- 
tion to a greater degree than the present 
plan. The new plan is presently effec- 
tive in 40 states and the District of 
Columbia. 
“Automobile 


proposed plan, classifies 


automobiles in seven 


tions insurance 


liability insurance rates 
in Oklahoma have remained unchanged 
since September 10, 1951, although there 
have been two upward rate revisions in 
most states since that date. The pro- 
posed rate revision for Oklahoma. will 
result in a statewide average increase 
for bodily injury liability and property 
damage liability combined of approxi- 
mately 22%, or about $6.75 per car. The 
proposed rate changes vary, however, 
according to classification. 


SMEAD NEW PRODUCTION MGR. 

William C. Smead has been made pro- 
duction manager at the Indianapolis 
branch of Standard Accident and _ its 
affiliate, Planet. He succeeds William J. 
Mcknight, Jr., who wz 1S. transferred re- 
cently to the companies’ San Francisco 
branch as production manager. 





ge 


the Almighty. 





JAMES R. GARRETT, 





Al Thought for Thanksgiving Day 


Our Pilgrim fathers who gave America its fine heritage 
were ever thankful for their small blessings and made 
the most of them. However, in our times don’t we take 
too much for granted our many blessings? 


We should be humbly grateful for our American way 
of life and the freedom of opportunity bestowed upon 
us. In fact, we should be so happy over the richness of 
life in a free country that, as Thanksgiving Day ap- 
proaches, we should pause and offer sincere prayers to 
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Catlin on Driver Code 


(Continued from Page 40) 


was now good reason to hope that “with 
the Drivotrainer we may be on the 
threshold of providing an effective and 
economical means” of making driver 
education available to all youths. 
“Education can be our most powerful 
long-range weapon in the battle for 
safer highways,” he continued. “But 
if driver education is to be effective, 
it must be universal; and if it is to be 
universal it must be within the economic 
reach of our public school systems.” 
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In the December issue of Educational 


Screen, Ray Soliday, driver education 
instructor at Oak Park, reported that 
the Drivotrainer course seems to give 


the equivalent of four hours of begin- 


ning practice on the road, Mr. Withe 
stated. 

California’s Superintendent of Public 
Instruction Roy E. Simpson has_ in- 


dorsed the experimental program with 
the Drivotrainer in Los Angeles, Mr 
Withe stated, and students being trained 
have been qualified for the 75% subsidy 
of teacher’s salary and other training 
costs. 
Has Two Distinct Advantages 

Walter 


A report by Dr. Patterson, 


who is conducting the Drivotrainer pro- 
gram at Los Angeles, stated: “The ac- 


Aetna-drivotrained 
surmise that the 
prove to have 


celerated progress of 
students leads us to 
Aetna Drivotrainer may 
two distinct adv: antages. First, it may 
facilitate the training of drivers with- 
out exposing other operators to the irri- 
tating mistakes of the beginner. This is 
of great importance in a city having the 


traffic density of Los Angeles. Second, 
it may increase the efficiency of the 
driver training program of the Los 


Angeles City Schools in teaching atti- 
tudes, habits and skills which are of im- 
portance.” 

A new application of the Drivotrainer 
described by Mr. Withe was the intro- 
duction in Freeport, Long Island, this 
fall of the Autorama Schoolmobile for 
Driver Education, a  35-foot trailer 
equipped with an eight-place Drivo- 
trainer that can serve several schools in 
areas where student enrollment is small. 
Mr. Withe pointed out that this travel- 
ing classroom affords each community 
an economical way to provide behind- 
the-wheel training. 

He also reported the development of 
a new Drivotrainer’ classroom car 
which “duplicates exactly the ‘feel’ of 
driving a real car in clutch, accelera- 
tor, brake and steering action.” 

In addition, Mr. Withe said that a 
new group of Drivotrainer instructional 
movies, representing a major improve- 
ment over the first pioneering effort to 
put a complete behind-the-wheel training 
course on film, had been produced by 
Aetna this summer in cooperation with 


a committee from the New York City 
board of education. 

An experimental program now un- 
derway with cinemascope-type  wide- 
screen movies was described by Mr. 


“one of the most singularly 
important developments in the Drivo- 
trainer program.” He revealed plans to 
complete at least one experimental be- 
hind-the-wheel training film for wide- 
screen projection next summer. 


Withe as 
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Agents Get Details of 
Travelers’ Calif. Plan 


ENDORSEMENT TO A. L. POLICY 





Called “New Dimension of Auto Insur- 
ance”; $10 Premium for Combination 


of $50 Weekly Ind., $10,000 Death 





Agents of the Travelers Insurance Co. 
in California have received with consid- 
erable interest full details of its new 
Motorist’s Personal Protection Plan 
which, in its announcement November 
10, the company described as “a new 
dimension of automobile insurance which 
enables the insured to protect himself 
and his family irrespective of who is at 
fault in an auto accident.” 

Specifically, the plan provides for total 
disability and death benefits by endorse- 
ment to the automobile liability policy, 
and it is set up in two parts: 

1. Total disability coverage, which 
provides for the payment of weekly in- 
demnity to the insured in an amount of 
either $25 or $50 per week, or an amount 
between these figures, during the period 
of continuous total disability of the in- 
sured commencing within 20 days after 
the date of the accident, so long as the 
disability shall last—even for life, result- 
ing directly and independently of all 
other causes from bodily injury, caused 
by accident while in or upon, entering 
or alighting from, or through being 
struck by, an automobile. 

2. Death indemnity coverage, which 
provides for the payment of a principal 
sum of either $5,000 or $10,000 in the 
event of death of the insured from 
bodily injury in an automobile accident 
provided death occurs within 90 days 
after the accident. 





Premium Charges Nominal 


Premium charges are nominal. For the 
total disability coverage the premium is 
$3 for weekly indemnity of $25 and $6 
for weekly indemnity of $50. For death 
indemnity coverage the premium is $2 
for principal sum of $5,000 and $4 for 
principal sum of $10,000. Thus, the pre- 
mium for a combination of $50 weekly 
indemnity and $10,000 death indemnity 
is $10, and the premium for a combina- 
tion of $25 weekly indemnity and $5,000 
death indemnity is $5. 

When the new coverage is added to 
outstanding automobile liability policies 
the pro rata charge for periods up to 
ten months will be $1 a month or part 
thereof for $50 weekly indemnity and 
$10,000 death benefit and 50 cents a 
month or part thereof for $25 weekly 
indemnity and $5,000 death benefit. The 
minimum pro rata charge will be $2. 


Persons to Whom Coverages 
Are Available 

The Travelers in its letter to Califor- 
nia producers explains that the weekly 
indemnity coverage is available to an 
individual named insured provided such 
insured has earned income. This cover- 
age is also available to the spouse of 
the named insured living in the same 
household provided she also has earned 
income. With respect to women, it is 
required that the income be a regular 
weekly income which is earned away 
from home. 

The death indemnity coverage is avail- 
able to an individual named insured and 
is also available to his spouse living in 
the same household. 


Limits of Liability 


As to the limits of liability, it is stipu- 
lated that the total disability coverage 
may be written to provide a weekly 
indemnity of either $25 or $50 a week 
or an amount between these figures, 
provided the average weekly earnings of 
the insured during the preceding 12 
months are at least 50% greater than 
the sum of the weekly indemnity desired 
under this coverage and all personal 
accident insurance carried by the in- 
sured. It is explained that group, work- 
men’s compensation and non-occupation 
disability benefits insurance are not 
deemed personal accident insurance for 
the purposes of this insurance and are 





to be disregarded in determining what 
limit of weekly indemnity may be writ- 
ten for the insured. 

The Travelers believes that the cover- 
age will generally be written to provide 
weekly indemnity of either $25 or $50. 
However, it may be written in an 
amount of $30, $35, $40 or $45 per week, 
subject to the same requirements. 

The death indemnity coverage may be 
written to provide a principal sum of 
either $5,000 or $10,000. 


Five Exclusions 


Five exclusions are contained in the 
new policy as follows. The insurance 


does not apply: 
(1) to bodily injury or death 
the course of his 


sustained in 
occupation by any person 


engaged (a) in duties incident to the 


loading or unloading of, or as an 


while 
operation, 
assistant on, a public or livery conveyance or 
commercial automobile or (b) in duties incident 
to the repair or servicing of automobiles; 

(2) to bodily injury or death sustained while 
in or upon, entering or alighting from, a home, 
office, store, display or passenger tra ler; 

(3) to loss caused by or resulting from dis 
ease except pus forming infection which shall 
occur through bodily injury; 

(4) to suicide, sane or insane, or to any at 


tempt thereat; 





(5) to bodily injury or death due to war, 


whether or not declared, invasion, civil war, 


insurrection, rebellion or revolution. 


This plan, which is exclusive with the 
Travelers and which may be extended 
to other states if it goes over in Cali 
fornia, has one further distinguishing 
feature. It applies irrespective of whether 
the insured, or someone else, or bot} 
are at fault in causing the accident. It 
also applies irrespective of whether in 
a two-car or pedestrian accident the 
other person, if liable, carries insurance 
with inadequate limits or carries no 
insurance. 





EMBEZZLEMENTS 


from this danger. 


NOW COST 
AMERICAN 
BUSINESS 
OVERS2 MILLION A ggad Line: 
> NDAY 


No business, regardless of size, is immune 


But you can protect your business right 


now with a bond covering all employees! 
NOW is the best time — while you’re 


planning next year’s budget. 


The cost of a 


bond is a small item — but it may prove 


to be the most important one in your budget! 


Speak to our agent today. If you’re not 
sure of his name — we'll supply it promptly. 


EMPLOYERS ONLY! this 
important new booklet has been 
written for your exclusive use. 
Prepared by the American 
Institute of Accountants (the 
Natl. Assoc. of CPAs) and 

the Surety Association, it gives 
you practical suggestions to 


help reduce the opportunities for 


employee dishonesty. Write on 
your letterhead for this free 
booklet. Address Department A. 


AMERICAN 


COMPANY 


FIDELITY °¢ 
HOMEOWNERS * 


SURETY ° 


CASUALTY 
ACCOUNTANTS LIABILITY = * 





SURETY 


100 Broadway * New York 5, N. Y. 


= INLAND MARINE 
AVIATION 





EMBEZZLEMENTS 
NOW COST 
AMERICAN 
BUSINESS 

OVER *2 MILLION 

A DAY' 


No business, regardless of size, is immune 
from this danger. 












...and to help our agents sell 
Employee Bonds, American Surety 
is running a timely advertisement 
in business magazines ... reprinted 


immediately to the left. 


aud here's more 





“Mailroad to Profits”—letter-size 
sales bulletin is mailed to them 
monthly. Each issue highlights a 
particular line; offers practical ideas 
to help them sell. 

“Mailroad” is typical of the 
valuable help American Surety 
agents get from their Company. If 
you'd like to know more about the 
advantages of representing this 
company write to the address below: 


AMERICAN SURETY 


COMPANY Agency & Production Department 


100 Broadway, New York 5, N. Y. 











November 19, 1954 




















Underwriters Forum Runs Gamut of 


Agents’ Views to Medical Matters 


R. U. Clark Discusses Non.-Can.; Dr. Ungerleider Considers 
Hypertension and Heredity; W. A. Sims Outlines 
Safeguards Against Dangerous Hobbyists 


The 8th underwriting forum  spon- 
the Health & Accident Under- 
A.&H. un- 
New Orleans 
working 
subjects that ran 
about home of- 


S< pred by 
Conference found 


assembled in 


writers 
derwriters 
week for a 
important 


this two-day ses- 
sion on 


from agent’s sentiments 


fice underwriting aids to strictly medi- 
cal matters. 
In the traditional program spot re- 


‘ : ; : : 
served for discusion of agency-home- 
relations, Emerson 
in Dallas, Texas for Inter-Ocean 
delivered a paper entitled 
Concept of Field and 


Underwriting.” 


office Davis, general 
agent 
Insurance, 
“The Agent’s 
Home Office 


R. U. Clark on Non Can. 


Featured speaker R. U. Clark, super- 
intendent, A. & H. underwriting depart- 
ment, Massachusetts Protective Associa- 


tion, detailed what a company should 
consider in the underwriting of non-can- 
cellable insurance. 

He commented: “Policies and 
are probably determined by the 
ages and premiums already in use in the 
field. As an underwriter your task will 
be to learn as much as you can about 
range of underwriting practices used | 
others from the most lenient to the most 
Then you must study your 
to judge whether you can 
among the more lenient 
or whether you must take your place 
among the more strict. 

“Give particular thought to the people 
in the field who are sell ing your insur- 
ance,” he continued. “Keep in mind the 
more experienced companies in the non- 
can business have agents who are well- 
trained in the proper ways to sell this 
quality product. 


Proceed with caution. 
Mr. Clark said there is now a fair de- 
gree of policy standardization 
“The more liberal of the non-can un- 
derwriters,” he went on, “are probably 
handling their business more leniently 
than a large part of commercial under- 
writers. I might guess that the liberal 
part of the non-can business is more 
lenient than the stricter one-third of 
cancellable underwriting. At the same 
time it is obvious that the stricter non- 
can companies are applying more 
ous rules than perhaps anybody in the 


rates 
cover- 


conservative. 
own company 
afford to be 


igor- 


commercial field. 
“Most non-can companies will have 
top limits on their own issues of $200 


$300 and $400 being 
the most popular figures. The com- 
pany’s maximum may vary with the 
benefit period of the policies involved. 


to $500 a month, 


“Closely related to the issuance limit 
is the participation limit of the com- 
pany. Ordinarily, the participation is 
somewhat higher than the company’s 
maximum issuance amount. The range 
is roughly from $500 a month to $800 
for sickness with accident limits going 


on beyond to rather indefinite figures. 

Mr. Clark went on to point out: “On 
percentage of income a company will 
insure, the 80% figure popular some 
years ago has been replaced bv a 60% 
to 70% tendency. The top age limit for 
non-cancellable insurance has been 


creeping up in recent years from a more 
or less standard 55 or even 50 to age 59 
or 60. Coverage in most policies ceases 
at 65 although we see the beginnings of 
an attempt to continue some sort of 
benefits beyond 65 if only on a rather 
restricted basis.” 

He said companies entering the non- 
can field should make full use of inspec- 
tion reports, medical findings and inter- 
company exchanges of information. To 
evaluate a company’s preliminary posi- 
tion, there are three tests: (1) what 
ratio of claims to premium does the 
company expect; (2) what is the ex- 
pected claim settlement practice; (3) 
what are the selling practices ? 


Ungerleider on Hypertension 


director of 
Equitable Life As- 
“Hypertension.” The 
high-blood pressure condition is “more 
frequently observed in women, is toler- 
ated better by women, and causes more 
disability and death than any other ail- 
ment 

“There is real reason to conclude,” he 
said, “that heredity is the background 
for this disease. Whatever standard be 
employed, it is grossly inadequate to 
label a patient with hypertension by the 
level of his blood pressure alone. 

“Viewed over its lifetime course, 
hypertension may appear to be a rela- 
tively benign disorder. Patients with 
this condition ordinarily are not com- 
promised until the later of the 
disease. 

“Thus in a large group of employes 
with an average known duration of 
hypertension over 13 years, fully three- 
quarters were actively at work. Although 
the over-all average duration of life 
from the time hypertension is discov- 
ered is 19 years, this is a deceptively 
optimistic figure which becomes less fa- 
vorable when viewed in context to the 
life span of non-hypersenitive persons. 

“Life expectancy is distinctly short- 


Dr. Harry Ungerleider, 


medical research, 
surance, spoke on 


stages 


(Continued on Page 47) 





J. R. Williams Claims 
A. & H. Not a Delinquent 


FTC CHARGES NOT INCLUSIVE 
Addresses Indianapolis Assn.; Sees 


Service to Policyholders as Basis 
for Final Judgment 


While grave accusations have been 
hurled at and heaped upon the A. & H. 
business to an extent that makes it ap- 
pear the delinquent in the insurance 
family, the story of the service of the 
business, the billions that it pays out an- 
nually, and the flexibility of companies 
in meeting changing medical economics 
with new types of policies has not been 
recognized at all, John Williams, director 
of public relations, Health & Accident 
Underwriters Conference, Chicago, told 
the members of the Indianapolis Acci- 
dent and Health Association at ‘their 
November 8 meeting. 

What the impact of the FTC charges 
on the business as a whole will be is not 
yet discernible, Mr. Williams declared, 
but even if all the charges were sub- 
stantiated, it would not be condemna- 


tion of the business. “There are manv 
companies in the A. & H. field which 
have been doing business for half a 


century or more,” he pointed out. If 
they had not been rendering useful pub- 
lic service, the inexorable laws of eco- 
nomics would long ago have pushed 
them out of business.” 
Publicize Good Business Deeds 

The good the business is doing and 
its flexibility should be publicized more 
fully by the agent, who is the front line 
of public contact, Mr. Williams declared. 

The two basic sources of misunder- 
standing of the A. & H. business, the 
speaker said, are first, the fact that loss 
in every other form of insurance is sub- 


ject to fairly objective measurement 
whereas in A. & H., it is more subiec- 
tive; and, two, the fact that the public 


does not realize that medical care de- 
serves the same budget priority as food, 
clothing, and shelter. 

“It is not the function of insurance 
to pay every cost of illness down to the 
routine office call or dental examina- 
tion,” the spe: iker declared. The func- 
tion of insurance is to prevent financial 
hardship. 

Whatever the findings of all the in- 
vestigations and charges are, Mr. Wil- 
liams concluded, service to policyholders 
is the basis on which final judgment of 
the A. & H. business will rest. 


FORMING VERMON7 A. & H. ASSN. 


Plans are underway to establish an 


accident and health association in Ver- 
mont, under sponsorship of Interna- 
tional Association of Accident & Health 


One of those active in its 
Continental 


Underwriter. 
formation is Harry Rieders, 
Casualty, 3urlington, Vt. 


——wiocc cc cece 


i 


EA 


4) 


| 





i 


TERN CASUALTY COMPANY 


IN 


Underwriters of 





ay 


E ACCIDENT ano HEALTH insurance 





250 WEST 57th STREET 


NEW YORK 19, N. Y. 
| PLaza 7-6490 


Group and D.B.L. @ 
Association © 

Individual and Family ¢ 
Disability Income ® 
Hospitalization @ 
Surgical—Medical ® 








Voluntary Coverage Over 

100 Million Mark in 53 
HEALTH COUNCIL REVEALS 
Reports Continuation of “Truly Spec- 


tacular Trends”; More Than 60% 
of U .S. Population Insured 





Americans with voluntary health in- 
surance protection have passed the 
record-breaking 100,000,000 mark, it was 
reported by the Health Insurance Coun- 
cil, in announcing the final results of 
its eighth annual survey on the extent 
of health insurance in the United States. 

The Council reports for the close of 
1953 a continuation of the “truly spec- 
tacular trends” of health insurance 
growth during the past decade, with 
more than 60% of the total United 
States population now covered. “The 
survey shows,” said Council Chairman 
John H. Miller, “that people today 
have more health insurance than ever 


before. And aggregate benefit pay- 
ments have reached a new high, up 
sharply from the previous year. Alto- 


gether, the survey figures foretell con- 
tinuing progress at rapid rates in the 
foreseeable future.” 

As of mid-November, 103,000,000 per- 
sons had voluntary health insurance 
against hospital expenses. About 88- 
000,000 people now carry surgical ex- 
pense protection, and 47,000,000 have 
basic medical expense protection. These 
figures are based on a conservative 
projection of the 1953 year-end data 
presented in the survey, Mr. Miller 
said. 

Over $2.5 Billion in Benefit Payments 


The total of benefit payments on 
health insurance claims reported by the 
survey for 1953 exceeded $2.5 billion 
dollars, a gain of 20% over the previous 
year. Of the total amount, more than 
half went to help meet the hospitaliza- 
tion expenses of beneficiaries, and more 
than $675,000,000 went for operations 
and medical care. And benefit payments 
to policyholders by insurance compa- 
nies for loss of income due to disability 
totalled in excess of half a billion dol- 
lars last year, the survey reports. 

Of the aggregate benefit payments in 
1953 by all forms of voluntary health 
insurance, 56% of the total came from 
the insurance companies. The dollar 
amount paid by the companies was 
over $1.4 billion, including loss-of- 
income benefits. Blue Cross and Blue 
Shield type plans paid nearly $1 billion, 
or 37% of the total. Various independ- 
ent plans accounted for the remaining 
7% of the total. 

On December 31, 1953, the closing 
date for the survey, a total of nearly 
99,000,000 Americans had hospital ex- 
pense protection. This represents an 
increase of 8% during that year, a rate 
of increase whieh is five times the rate 
of population growth in the same peri- 
od. Since the beginning of 1941, the 
number of persons with hospital ex- 
pense protection has multiplied more 
than eight times. 

More than 82,000,000 persons had 
surgical expense protection by the end 
of 1953. This represents an increase of 
13% over the previous year. Ordinarily, 
people with surgical coverage also have 
hospitalization protection. So, up to 
83% of those with hospital expense pro- 
tection also had surgical coverage— 
up from a figure of 80% one year 
earlier. Since 1941, the number of per- 
sons with surgical insurance has multi- 
plied more than 15 times. 

Basic medical expense coverage in- 
creased by more than 7,000,000 persons, 
or 20%, during 1953, to give a total of 
nearly 43,000,000, who have this protec- 
tion against the cost of non-surgical 
medical care by their doctors. People 
with medical expense protection usually 
have hospital and surgical protection 
as well, the survey noted. 

A total of nearly 38,000,000 workers 
had protection at the close of 1953 


(Continued on Page 48) 
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Underwriting Forum, H. & A. Conference, November 15-16, New Orleans 





Underwriters’ Forum 


(Continued from Page 46) 


ened by hypertension and the mortality 
from cardiovascular complications is 
greatly augmented,” Dr. Ungerleider de- 
clared. “The prevalence of hypertension 
in the United States is higher than 
that of any other chronic disease, and 
its mortality greater than all other dis- 
orders excepting coronary -disease to 
which hypertension itself predisposes. 

“The many recent therapeutic ad- 
vances in hypertension, it is hoped, may 
confidently be expected to influence 
favorably the natural course of this 
disease.” 

A four man panel moderated by P. J. 
Burns, executive assistant, New York 
Life, looked into what the program 
entitles “The Underwriters Scrap Pile” 
or “Little Worries.” 


Sims on Hobby Safeguards 


W. A. Sims, chief underwriter, Busi- 
ness Men’s Assurance, outlined the safe- 
guards underwriters should take to pro- 
tect against persons who have dangerous 
hobbies. 

“Tt is doubtful,” he said, “that many 
companies include in their application 
a question asking for information fe- 
garding recreational activities. In most 
cases, it is impossible for even the 
most experienced underwriter to recog- 
nize outside activities.” 

What are companies doing about this? 
Mr. Sims said questionnaires were sent 
to 85 member companies. 

“Most of the companies agree that 
such activities as motorcycle and auto- 
mobile racing involve risks that cannot 
be accepted. 

“The majority indicated they would 
refuse to issue unrestricted coverage,” 
he said. “But some said they would 
with an exclusion supplement, state laws 
permitting. Several companies said they 
were charging an increased rate rather 
than modifying coverage. This was 
more evident, however, in the case of 
athletic coverage and the less hazardous 
activities. 

“From our industry’s point of view, 
however, this ‘do-it-yourself’ fad pre- 
sents no particularly new problem. It 
has always been the heritage of the 
American people to do things them- 
selves. Therefore, our business has 
grown up with this class of people as 
our policyowners. 

“The increase in cost of labor,” de- 
clared the speaker, “as well as the dis- 
appearance of the traditional ‘handy- 
man,’ have merely caused more people 
to rely unon their own skills at repair- 
ing leaking faucets and installing a 
multitude of household gadgets which 
are now being so attractively advertised. 
Of course, the modern line of power 
tools has made these jobs easier, and 
possibly more dangerous. 

“Since these activities have become 
a definite part of the American way of 
life, we in the accident and_ sickness 
business must accept them as such and 
provide full coverage in our policies.” 


Stevens on Moral Risk 


Charles E. Stevens, manager of A. & H. 
Department, Standard Accident, spoke 
on the “Borderline Moral Risk.” 

“In my opinion,” Mr. Stevens said, 
“the greatest and most serious under- 
writing problem we have from a moral 
hazard standpoint is that of overinsur- 
ance.’ 

He made the point that some high 
post-war galary occupations such as 
salesmen of cars and appliances should 
be looked jnto. He said that earnings 
for these people have declined but 
reimu brs emaamt may still be on a high 
income leve 

He continued: “A weekly benefit of 
$250 amounts to $13,000 a year of tax 
free income and should be sufficient for 
anv risk.” 

Other moral heavy 


hazards include 


drinkers, philanderers and those who 
may have businesses who cater to this 
element. Otherwise, the speaker believes, 
the hazards of drinking should be ac- 
cepted as a “calculated risk.” 


Ryan on Higher Limits 

“Underwriting of Jumbo Risks and 
Higher Limits on Hospital and Surgical 
Expense” was handled by Robert E. 
Ryan, superintendent of A. & H. de- 
partment, Royal - Liverpool. 

“While it is true that the ‘Jumbo risks’ 
loss of income market is being looked 
upon once again with favor, there are 
no more certain assurances of real suc- 
cess now, than there were at the time of 
the last approach by the industry. 

“If the approach must be made,” said 
Mr. Ryan, “there are certain factors 
controllable, and certain factors uncon- 
trollable that must be weighed.” 

He said the entire effect need not be 
felt until a depressed economic cycle. 
These are the years when accident and 
health losses are heaviest. 

“Because present day income indemni- 
ties and expense indemnity coverages 
have been conceived with the intent of 
affording protection to an average in- 
come bracket, the exceptions are not 
receiving the type of protection they 
would like to have. They seek the 
higher limits offered in special risk 
or key-man coverages.” 

It was the speaker’s opinion comna- 
nies were liberalizing their own limits of 
indemnity and extending lines in which 
thev would participate. This is in recog- 
nition of the lower purchasing power of 
the dollar. 

“The introduction of major medical 
expense protection.” he said, “tends to 
preclude any further need for higher 
limits in hospital - surgical expense in- 
surance.” 


Tilton on Veteran Underwriting 


“Underwriting of Veterans Who Are 
Receiving Disability Benefits from the 
Government” was treated bv E. B. 


Tilton, sunerintendent, life underwriting 
at Farm Bureau Mutual. 
“My consultants have told me the 


veteran is not different underwriting- 
wise than the non-veteran,” he de- 
clared. 3ut we are alerted by a bad 
service health history and especially the 
neuropsychiatric type. 

“Recall the military necessity for 
keeping a man on his feet to do a team 
job. If he wasn’t fit for duty the only 
place for him was the hospital—unlike 
the civilian who can stay home. 

“Some turned in to get away from the 
military stress. The M.D. couldn’t be 
sure it didn’t hurt. 

“We all have worried a little bit 
about the length of time in a military 
hospital,” said the speaker. “In reading 
a man’s health record the number of 
days off duty and confined should not 
be misunderstood.” 

Mr. Tilton advised comnanies to stock 
Veteran’s Administration forms that ask 
for medical information about a_ pros- 
pect. These or a personal letter from 
the veteran to the Adjutant General’s 
office or the Navv Denartment Bureau 
of Medicine and Surgery will bring 
the needed medical information. 


Reinstatement Underwriting 
Forum 


A second nanel groun. moderated bv 
Conference Managing Director John P. 
Hanna, offered ideas on reinstatement 
underwriting. 

Mr. Hanna gave an interpretation of 
reinstatement as provided for under the 
uniform provisions code. He said the 
provisions of the new law were more 
favorable for the insured compared with 
the 1912 law that is being supplanted. 

He said the law has not been tested 
in appellate courts and advised against 
a too rigid interpretation until a deci- 
sion is rendered. The new law provides 
specifically for the attachment of re- 
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Resident Agent Key to 
Private Industry Growth 


DAVIS TELLS UNDERWRITERS 


Addresses Conference Forum; Sees De- 
mise of High Pressure Methods; Wants 
Clarification of Applications 


Emerson Davis, general agent, Inter- 
Ocean Insurance Co., and executive 
board member of the International A. & 
H. Association, in his address before the 
large gathering of underwriters attend- 
ing the eighth underwriting forum of 
the Health & Accident Underwriters 
Conference, at New Orleans, November 
15, emphasized that the future growth 
and continued public acceptance of the 
industry on a private insurance basis de- 
pends upon the resident agent serving 
his local community and upon his being 
equipped to properly underwrite and 
service the business he develops on a 
career, professional basis. He said that 
he believed that the days of the “high 
pressure boys” who travel through the 
territory without any thought for and 
with little interest in the consequences 
to their applicants, are numbered and 
that this group is on the way out. 

“Believing this,” said Mr. Davis, “I 
submit there is no good purpose to be 
served by considering their concept of 
either field or home office underwriting. 

“The resident agent,” he continued, is 
either scrupulous or unscrupulous. The 
unscrupulous—and we have  them— 
should be weeded out, not only by the 
companies and agencies concerned but 
by proper qualification laws being ad- 
vocated by most agency organizations. 
The concepts of this type of agent are 
unimportant to this group. 


Career-Type Agent 

“That leaves the only group whose 
concepts are worth considering,” he 
said, “the conscientious, career-type 
agent—and there are two distinct classi- 
fications of that group: First, the insuffi- 
ciently trained agent with inadequate 
experience; second, the — sufficiently 
trained, adequately experienced agent. 
How long does it take to adequately 
train a good, conscientious agent in field 
underwriting ? Six months? Two years? 
Unfortunate as it may be, the currently 
active sales force of most any agency 
always contains too large a percentage 
of agents of less than two years’ service. 
So the inadequately informed though 
thoroughly conscientious man must be 
reckoned with in field underwriting. 

“My observation and belief is he has 
little or no concept of field underwriting. 
His concern is with making a sale and 
with meeting production quotas—par- 
ticularly if he is on an advance or guar- 
antee and his general agent or manager 
is pushing him for volume. And you 
know he is. If he didn’t push for volume, 
you would have a new general agent or 
manager. 

“The general agent,” said Mr. Davis, 
“knows he is judged primarily by his 
new business volume. What does your 
company publication give most promi- 
nence? Underwriting? Loss ratios? 
Conservation? or Production? Who 
wins the prizes and the home office 
praise? The leading producer or the 
best underwriter ? 

“About all the new agent knows,” the 
speaker continued, “is that the applica- 
tion has too many health questions in 
it, whose importance are not fully un- 
derstood, and which appear to him to 
be unnecessary road blocks to the con- 
summation of a sale and the earning of 
a commission which is of paramount im- 
portance if he is to eat regularly and 
achieve success in his new vocation.” 


Essential Information Not Given 
Speaking of the problems of agents, 
regardless of length of service, Mr. 
Davis told the underwirters that “the 
fact itself that essential information is 
not given in the application is prima 
facie evidence the conscientious agent 








EMERSON DAVIS 


doesn’t understand its importance and 
he is entitled to an explanation along 
with the demand on his time. The same 
thing goes for riders and declinations. 

“The general agent can’t always do 
the job,” said Mr. Davis. “I have been 
in the business 30 years and while I 
have learned to respect the judgment of 
home office underwriters in general I 
still sometimes fail to understand their 
reason for a particular action and my 
agent looks to me for an answer. 

“If I don’t have or can’t invent a 
satisfactory one on the spur of the mo- 
ment then I simply confirm his convic- 
tion that home office underwriting is a 
capricious thing, subject to the whims 
of incompetents who could not earn 
their salt if they had to go out and sell 
the stuff.” 

Adequate Tools and Instructions Needed 

Later in his talk, Mr. Davis pointed 
out that if the home office expects the 
conscientious agent to do a conscien- 
tious job of field underwriting they need 
to furnish him adequate tools and ade- 
quate instructions. 

“A short and simp rle pamphlet, clearly 
stating the company’s attitude and un- 
derwriting practices pertaining at least 
to those diseases listed in the applica- 
tion and, perhaps, in addition, to a few 
of the more common diseases that may 
constitute impz uirment—and if they will 
include specific instructions regarding 
detailed information needed in all ex- 
ceptions, the agent will have a better 
understanding, and from the horse’s 
mouth, of what is expected in field un- 
derwriting. 

“Such a 
well include 
proximately 
rejected or policies restricted. 
He told the underwriters that: “If you 
will have the writing agent participate 
in the interview wherever there is a 
disputed claim adjustment because of 
misrepresentation in the application or 
because of benefits expected that are 
not provided in the policy, you will soon 
educate the inexperienced agent in the 
importance of careful field underwriting. 
“If you will advise him of the rea- 
sons for delay in policy issuance—of the 
necessity for additional information—of 
the reasons for riders or declinations— 
he will have a much better concept of 
home office underwriting. If you will 
furnish him with the tools that are 
necessary if he is to supply the informa- 
tion you want, he will do a better job 
of field underwriting. 

“Assuming that, for some mechanical 
reason I don’t understand,” said Mr. 
Davis, “it is impossible to increase the 
size of applications sufficiently to pro- 
vide adequate space for the information 
you say you want, is there any reason 
why there should not be the equivalent 
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pamphlet,” he said “could 
the explanation that ap- 
3% of applications will be 
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Perkins Explains Reinsurance Bill; 
Monks Elected A. & H. Club President 


Roswell B. Perkins, assistant secre- 
tary, Department of Health, Education 
and Welfare, Washington, D. C., told a 


large gathering of A. & H. men this 
week that the basic and essential thing 
is to make voluntary health insurance 
succeed, Mr. Perkins addressed the an- 
nual meeting of the Accident & Health 


Club of New York at the Hotel Shel- 
burne, N. Y : 
At this meeting, George F. Monks, 


sickness 
elected 


accident and 
York Life, was 


manager of 
claims, New 


ROSWELL 


B. PERKINS 


coming 


Danck- 


club for the 


president of the 
i Arnold W. 


succeeding 


year, 
werth, Mutual of Omaha, who presided 
at the affair. 


In his talk, Mr. Perkins emphasized 
that President Eisenhower and Mrs. 
Oveta Culp Hobby, HEW Secretary, 
want to make voluntary health insurance 
so successful that it will be politically 
impossible to put forth a compulsory 
health measure. “Today, it is a race be- 
tween voluntary and compulsory health 
insurance. We have to move fast,” he 
said 

Alternatives To Be Considered 

The speaker then pointed to alterna- 
tives to be considered if compulsory 
agitation is to be conquered. These are 
as follows: 

1. To subsidize—Mr. Perkins empha- 
sized that President Eisenhower did not 
want this course of action because it is 
not consistent with the principles of free 
enterprise. 


2. To -~ nothing—he said this is not 
plausible because it creates a vacuum 
a dangerous thing. It is important, Mr 


Perkins felt, that the Federal Govern- 
ment manifest its desire to help people 
pay medical costs. He said that there 
is a vast area in which to improve vol 
untary health insurance; however, it will 
take time and exper Under pres- 
sure of the time element, “it must be 
done in the near future,” he said. 

3. Non-subsidy basis — (reinsurance 
bill)—Mr. Perkins made it clear that 
the reinsurance bill is an effort to pro- 
vide support for voluntary health insur- 

The theory of the bill is relative 


rience 


ance. ane 
to actuarial experience, he said 

Hé noted that companies in the past 
had to move cautiously on underwriting 
Many risks considered uninsurable 20 
years ago are now insurable (as. ex 


perience was acquired), he declared. Mr 
Perkins said that “we go on the theory 
that history will repeat itself. We would 


like to see actuarial experience of the 
next 20 years squeezed into as_ short 
a period as possible.” 

Mr. Perkins went on to outline the 
provisions of the reinsurance bill which 


was previously brought before Congress: 
(1) Voluntary for each carrier; (2) Gov- 
ernment would not issue the reinsurance 
if private concerns are available to offer 
it ata “ee ow rate (non-competition 
provision); (3) to provide for abnormal 
losses only ; (4) Co-insurance—provided 
that where Government did pay an ab- 
normal claim, it would pay only up to 
a maximum of 75%; (5) reinsurance 
would be paid out of premiums from 
carriers; (6) liability would be limited 
to the fund itself. 





GEORGE F. MONKS 

In relation to the mechanics of the 
plan, Mr. Perkins explained that a car- 
rier would first develop a plan; then the 
plan would be approved by the State 
Insurance Departments. The next step 
would be to submit the plan to the re- 
insurance organization and the Federal 
Government. 

To Be More Specific on Types 
of Plans Eligible 

He said that the area which received 
the greatest criticism in the bill intro- 
duced in the last session of Congress 
was the one which did not specify the 
types of plans eligible. This is the area 
in which we will have to change the bill 
and be more specific, he said. 

“T think people are getting to under- 
stand the bill,” said Mr. Perkins. “They 
are coming to recognize that it is a 
stamp of approval on voluntary health 
insurance.” 

on did not think it can be said flatly 
that the insurance industry as a whole 
is sition: to the bill. He pointed out 
that the State Insurance Commissioners 
are now studying the bill and may be 
more favorable towards it. “We are in 
a state of cooperative endeavor with the 
State Insurance Commissioners and with 
the insurance industry,” he went on. 

Mr. Perkins declared that the insur- 
ance industry has committees seeking 
to help with the bill or to suggest al- 
ternatives. It is a question of mechan- 
ics, he said, and we are receiving co- 
operation along the line. 

In conclusion, Mr. Perkins asked the 
members present to discuss the bill and 
to make it known throughout the in- 
dustry. 

Cleared Up Misconceptions 


In the question and answer period 
which followed, Mr. Perkins cleared up 
misconceptions about the Rein- 
surance Bill which have been fostered 
by rumors. 

He emphasized that it is not true that 
there is a provision in the bill that a 
company cannot participate if it has an 
acquisition cost (administrative plus 
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G. E. Lehman President 
Of N. J. A. & H. Assn. 

ELECTED AT NOVEMBER MEET 

F. Curran, J. Lev, J. Savarese New Vice 


Presidents; Leigh Named Secretary; 
Whelchel Treasurer 





Lehman, National Accident 
& Health Insurance Co., was elected 
president of the New Jersey Accident & 
Health Association at its November 
meeting held at the Military Park Hotel, 
Newark. Three vice presidents were 
elected. They are: Frank Curran. Loy- 
alty Group; Jules Lev, C. J. Simons, 
Multivle Line Agency; John Savarese, 
: Savarese & Son, Multiple Line 
Agency. 

Warren Leigh, William Ford, General 
Agents, is the association’s new secre- 
tary and Eston Whelchel, Provident Life 
& Accident, was elected treasurer. 

The executive committee is composed 
of the following men: Toseph S. Harme- 
lin, Max Harmelin Agency: William 
Cornet, Prudential Insurance Co.; Rich- 
ard L. Plaeschart, S. S. Ballin Agency; 
Dave Edwards, American Casualty Co.; 
Howard Rhodes, C. W._ Bollinger 
Agency. 

Policies for Year Established 


The meeting was a snirited and an en- 
thusiz istic affair, at which the associa- 
tion’s policies for the ensuing year were 
established. The newly elected officers 
accepted their responsibilitv to be ever 
alert and active, to make these policies 
a contribution to the industry’s growth 
and also increase the public acceptance 
of sickness and accident insurance as a 
primary coverage for their economic sta- 
bility. 

The newly 


George E. 


elected president, George 
FE. Lehman, is a national figure in the 
sickness and accident insurance world 
He has pledged himself to go “all out” 
in making the New Tersey Accident & 
Health Association the kind of an or- 
ganization every A. & H. insurance pro- 
ducer needs and wants to be identified 
with. 

Vice President Frank Curran, nick- 
named “watch-dog of legislation,” will be 
depended upon to keep the industry un- 
to-date and informed in this field. Legis- 
lation encouraging free-enterprise and 
at the same time improving the market- 
ing and merchandising of sickness and 
accident insurance will “get a favorable 
nod” from Mr. Curran. 

Membership and its related nroblems 
will be under the able and aggressive di- 
rection of Vice President Jules Lev. His 
ability to get results of mutual benefit 
to all qualifies him unreservedly for 
such an assignment. 

Giving the public an informed and 
trained sales personnel will be the ob- 
iective of Vice President John Savarese. 
His principal effort will be directed to 
wards the establishment of the Interna- 
tional Association of Accident & Health 
Underwriters “Disability Insurance Sales 
Course” at Rutgers University. 





Health Council Survey 


(Continued from Page 46) 


against loss of income due to disability. 
This figure represents 60% of the total 
civilian labor force in the nation at the 


time. 
Major Medical for 1.2 Million 


The newest form of voluntary health 
insurance, major medical expense insur- 
ance, is shown by the survey to protect 
more than 1.2 million persons against 
the costs of catastrophic illness. This 
figure represents a gain of nearly 80% 
during last year. Major medical ex- 
pense insurance, the Council points out, 


not only goes beyond customary poli- 
cies and plans in protecting against 


heavy hospital and doctor bills, but it 
also protects against almost all other 
types of medical expense due to dis- 
ability, including the costs of special 
duty nursing, artificial limbs and appli- 
ances, and drugs and medicines. 

Organizations surveyed in the Coun- 
cil’s report include insurance companies 
Blue Cross, Blue Shield, and various 
independent plans sponsored by busi- 
ness and industry, by employe benefit 
associations, and by private group clin- 
ics. Basing its study mainly on re- 
sponses to questionnaires sent these in- 
suring organizations, the Health Insur- 
ance Council each year compiles data on 
the extent of voluntary health insurance 
coverage in the United States. 

The Health Insurance Council con- 
sists of nine associations in the insur- 
ance business. These associations are 
in turn made up of companies providing 
the various forms of protection against 
hospital, surgical and medical costs and 
the loss of income due to disability. 
These companies provide most of the 
health insurance issued by insurance 
companies in the United States. The 
Council has been set up ‘by ‘he insur- 
ance business to function as a central 
source for practical and technical as- 
sistance to medical associations and 
hospital administrators in connection 
with the development and use of acci- 
dent and health benefits, and as a 
central source of information concern- 
ing this type of insurance. 


Membership of Council 


Following is the de gue of the 
Council: American Life Convention, 
American Mutual Alliance, Association 
of Casualty & Surety Companies, Asso- 
ciation of Life Insurance Medical 
Directors, Bureau of Accident & Health 
Underwriters, Health & Accident. Un- 
derwriters Conference, International 
Claim Association, Life Insurance Asso- 
ciation of America, and Life Insurers 
( ‘onference. 

‘he Council’s survey committee de- 
veloped the statistics on health insur- 
ance coverage and drafted the survey 
report. Chairman of the survey com- 
mittee is Henry D. Locke, vice president 
of Liberty Mutual Insurance Co. 
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Underwriters’ Forum 
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instatement riders. 

These riders should spell out any con- 
litions the company wants to attach to 
-einstatement, said the speaker. 

Rogers on Loss-of-Time 

In considering loss-of-time reinstate- 
nent underwriting, E. J. Rogers, assis- 
ant secretary and manager of the acci- 
lent and sickness department of Secur- 
ty Mutual Life, said some important 
considerations are these: 

1. How long has the contract been 
lapsed?; 2. how long had it been in 
force before it lapsed?; 3. did the in- 
sured have a good record of fair dealing 
with the company?; 4. is his health as 
good as before?; 5. is he in a more 
hazardous occupation ?; 6. is there any 
adverse information dev ‘eloped on habits, 
che iracter or reputation ? 

“The more the insured has paid in 
premiums, as compared with the amount 
he received in claim benefits, is an im- 
portant factor in determining the degree 
of leniency the underwriter mé akes in 
reaching a decision on the case.’ 

When change in health is a reason 
for turning down the reinstatement, said 
Mr. Rogers, the underwriter has to use 
considerable diplomacy in communicat- 
ing with the applicant. 

“Tt costs considerably less to rein- 
state a lapsed policy than it does to 
write a new one. It is the responsi- 
bility of the underwriter to approve as 
many applications for reinstatement as 
possible. The applicant who is applying 
to the company for the first time is 
something of an unknown quantity in 
spite of careful underwriting. The old 
policyholder is a friend and his past rec- 
ord is an open book to the underwriter.” 


Powell on Non-Can. 

The special requirements of non-can- 
cellable reinstatment underwriting were 
outlined by Jerome M. Powell, vice pres- 
ident of Loyal Protective Life. 

“As part of our conservation efforts 
a short form reinstatement application 
which is part of a premium strip is sent 
to the insured four days after the end 
of grace.” 

This reinstatement blank has ques- 
tions designed to bring out information 
on present health, recent consultations 
with doctors, the amount of disability 
carried on other policies and any 
change in occupation. 

“We believe,” said Mr. Powell, “the 
sooner a late payment comes in after 
the end of grace the more likely it is 
that the late payment was simply an 
oversight on the part of an other- 
wise loyal policyholder. 

Beall on Hospital and Surgical 

Ward Beall, underwriting vice presi- 
dent with North American Life & Cas- 
ualty, spoke on reinstatement of hospital 
and surgical business. 

“It is quite apparent that companies 
are liberalizing requirements for rein- 
stating hospital and surgical policies,” 
he declared. “This is evident in the 
manner home offices are handling re- 
instatement procedures by accepting 
and applying premiums within reason- 
able conditions, without evidence or re- 
view of insurability. It is also made 
obvious to the public by more and more 
companies not requiring completion of 
the reinstatement form. 

“Insurance companies,” said Mr. Beall, 
“assume that initial underwriting is the 
time when the risk is evaluated and 
decision rendered, and that the insured 
is entitled to keep his coverage as long 
as honesty existed the time of appli- 
cation. 

“This ‘easy to reinstate’ attitude of the 
many companies is indicative of their 
willingness to provide security of pro- 
tection which is wanted by the public 
and as brought out by the recent insur- 
ance investigation. 

“This should demonstrate that com- 
panies are not attempting to underwrite 
any policyowner out of coverage which 
he is justifiably entitled to and which 
is to the best interests of all policy- 
owners.” 


Gorbell on Chemical Workers 


From outside the insurance business, 
G. L. Gorbell, safety director of Mon- 
santo Chemical Co., presented data on 
underwriting risks in the chemical in- 
dustry. Heretofore little has been 
known about hazard exposure of chem- 
ical workers. 

Using projection slides to illustrate 
his talk, Mr. Gorbell said the frequency 
of disabling work injuries is less than 
in food, wholesale, retail and_ trade, 
hotels, paper milling and furniture in- 
dustries. 

In accidental death rate statistics, the 
average chemical worker is safer at work 
than on the highway and as safe at work 
as he is at home, he said. 

Frequency and severity rates increase 
when the size of plant and number of 
employes goes down. The type of chem- 
ical manufactured is less important. 

The accident frequency rate is going 
down and at a faster rate than for 
the average of all manufacturing indus- 
tries. 

Workers can look forward to steady 
employment and good wages as the 
industry expands. This makes them 
good financial risks. Accident prevention 
and industrial health are emphasized in 
plants, said Mr. Gorbell 

Opening remarks at the meeting were 
made by Conference President J. W. 
Scherr, Jr., executive vice president of 
Inter-Ocean; Underwriting Committee 
Chairman Charles M. Barry, manager of 
the A. & H. department, Ohio State Life; 
and Conference Managing Director John 
P. banne. 

Panel members in the Tuesday after- 
noon case clinic were: Carle Aderman, 
underwriting department, American 
General Life; Robert Carey, manager 
of underwriting division, New York Life; 
Harry Graham, secretary, A. & H. de- 
partment, Bankers Life Insurance; Wen- 
dell E. Lapham, superintendent, A. & H. 
department, National Casualty; Al Rob- 
ins, secretary, S. & A. underwriting, 
Loyal Protective Life. Moderator was 
Roy A. MacDonald, conference director 
of company relations. 


SALES CONGRESS SET FOR MAR. 4 

March 4, 1955, has been tentatively set 
by the Western New York Accident & 
Health Association as the date for its 
1955 sales congress. 


OPPOSE STATE REGULATION 





Minn. Ins. Men Voice Opposition to Any 
Form of State Administered Sickness 
and Disability Coverage 

Insurance men voiced strong opposi- 
tion recently to any form of state-ad- 
ministered sickness and disability insur- 
ance. They registered their protests at a 
public hearing held at the state office 
building, St. Paul, Minn., called by the 
special advisory council on sickness and 
disability insurance. 

Speaking for the Minnesota Associa- 
tion of Life Underwriters, Sabel J. An- 
derson, its president, said the 1,200 mem- 
bers of his organization “are unalter ably 
opposed to any move toward further 
socialization in the insurance field.” 

Private industry is doing an adequate 
job in taking care of workers’ needs, 
Mr. Anderson said, adding that public 
acceptance of insurance offered by pri- 
vate companies shows the public is will- 
ing to risk economic ills and does not 
want compulsory insurance. 

“Compulsory health and disability in- 
surance would mean more compulsion on 
employers and would “punch another 
hole in the worker’s paycheck,” declared 
J. Peter Devine, president of the Minne- 
cota Association of Accident & Health 
Underwriters. 

Several other insurance men were 
present to take part in the discussion. 
They included representatives of the 
Minnesota’ Association of Insurance 
Agents, the Minneapolis Association of 
Insurance Agents and the St. Paul Asso- 
ciation of Insurance Agents. 

Small business firms also put up a 
strong protest to the proposed state in- 
surance. 


CUNNINGHAM JOINS A. & H. CLUB 

Scott Cunningham, associate director, 
hospital-doctor relations, Bureau of Ac- 
cident & Health Underwriters, has joined 
the Accident & Health Club of New 
York, according to the latest issue of 
the club’s bulletin. 


N. CAROLINA DISC COURSE 

December 2-4 have been set as the 
dates for a DISC course to be conducted 
by the University of North Carolina. 
Enrollment will be through the exten- 
sion division of the university at Chapel 


Hill. 
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MODERN ANSWER TO LONG-TERM DISABILITY 


© Monthly income to age 65 for accident or sickness 
© Non-cancellable, guaranteed renewable to age 65 


© Double monthly income for first two years of disability 


For full details about this latest addition to our 
accident and health facilities, call the Connecticut 
General Office nearest you. Or write to Connecticut 
General Life Insurance Company, Hartford. 


Connecticut Genera 





HEALTH * GROUP 











Consider Agent Failure 
To Seek A. & H. License 


28% ABSENT FROM DEPT. EXAMS 


N. Y. Deputy Supt. Brooks Cites Absences 
as Costly; Advisory Board Helps 
Make Qualifications 


The failure of prospective A. & H. 
insurance agents to appear for the ex- 
amination of the New York Insurance 
Department after they have filed their 
license applications was considered re- 
cently by the Advisory Board of Acci- 
dent & Health Insurance Examinations 
of New York. 

Referring to the fact that 28% of the 
applicants notified failed to show up 
during the six-month period, April 
through September, Deputy 
tendent of Insurance Walter F. 


Superin- 
Brooks 
pointed out that these non-appearances 
are costly and time consuming to the 
State Insurance Department as well as 


to the companies which sponsor the 


applicants. 

Mr. Brooks stated that in some in- 
stances the companies and agencies are 
responsible for the problem because 
their training departments do not follow 
through to make sure that the applicants 
take the examinations. He declared that 
many of the prospective agents who fail 
to show for the examinations are first- 
time applicants. This indicates he said, 
that the applicants have not been thor 
oughly trained for the test by their 
sponsoring companies. 


Higher Type of Agent 


Members of the board submitted many 
new questions, designed to bring about 
a higher type of agent, better equipped 
to sell A. & H. insurance, for the De- 
partment’s use on examinations. 

The Advisory Board of Accident & 
Health Examinations was originally ap- 
pointed by the Superintendent of Insur- 
ance in February, 1947, to serve in an 
advisory capacity with respect to the 
preparation, conduct and content of 
agents’ examinations for A. & H. insur- 
ance. As such, the board has made 
recommendations with respect to the 
number and place of examinations, has 
revised the syllabus for study, and has 
reviewed examination questions and rat- 
ing procedure used by the Department. 

The board, as_ presently constituted, 
includes among others: chairman—J. 
Follmann, Jr., Bureau of Accident & 
Health Underwriters; vice chairman- 
John F. Lydon, Ocean Accident & Guar- 
antee Corp., Ltd.. New York; secretary 

-Mrs. Elizabeth Slawsky, State Insur- 
ance Department, Albany. 

The members of the board, individ- 
ually and collectively, stand to serve the 
industry, and are available for consulta- 
tion. 


Emerson Davis Address 


(Continued from Page 47) 


of a Part Two Non-Medical Life appli 
cation to obtain his health history in 
form ition you do want? 

“If you really want the agent to have 
a concept of field underwriting that em- 
bodies its importance to the proper 
evaluation of the risk, take the matter 
seriously enough yourselves to provide 
him with adequate tools and adequate 
information so that he can do an effec 
tive job.” 

He concluded. “If you want his con 
cept of home office underwriting to in 
clude the conviction that it is both com- 
petent and in his own best interest, as 
well as necessary for the financial suc- 
cess of the company, take the time and 
make the effort to properly and promptly 
inform him of any action that otherwise 
may embarrass him in his dealings with 
his clients, or that deprives him of com- 
missions he thinks he has earned.” 
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GERWITZ BARE N. J. AGENT 
Norman Gerwitz has been appointed 
. T e e 
ravelers Fromotes Fred Gilbert, Jr. ceneral“agent in New Jersey for the 
commercial division of the Benefit Asso- 
ciation of Railway Employees. Mr. Ger- 
witz, whose insurance experience in- 
cludes many years of service with World 
Insurance and Mutual of Omaha, plans 
an active publicity campaign to acquaint h 
New Jersey residents with the new Oarseness 
BARE protective services. 
A. & H. Club of N. Y. or cough 
(Continued from Page 48) 
agent’s fees) over 20%. He pointed out ---is one of the seven common- 
that the bill does not favor any par- est danger signals that may 
ticular plan whether it be commercial or mean cancer...but should al- 
non-profit. He said no geographical lo- ; Dili aii 
cation of a company can stop it from ways mean avisit to your doctor. 
participating in the reinsurance fund. ‘ 3 
Mr. Perkins added that a company The other six danger signals are 
need not reinsure all its policies. It can —Any sore that does not heal 
come in with only one policy, he said. ...A lump or thickening in the 
In respect to the authority that would b t 1 h U 1 
choose the plans to be reinsured, the PS SE eer? Saree 
speaker said that this would be done by bleeding or discharge... Any 
the HEW Secretary and an advisory change in a wart or mole... 
council of 12 persons. The advisory coun- Persis fii ae a 
cil would consist of four men experi- ersistent indigestion or diffi- 
enced in insurance and representation culty in swallowing...Any 
FRED GILBERT, JR. CARL V. WHITEHOUSE id are ; 
_—— . from the Insurance Commissioners, con change in normal bowel habits. 
sumers and the medical profession. 
Fred Gilbert, Jr., who has been assis- visor at Seattle, Wash. In 1937, he went Other Officers Elected For other facts about cancer 
: anager of casualty, fidelity < Se *rancis i SZ apacity af ; : See 
tant manager of casualty, fidelity and to San Francisco in the same capacity Fes APRN Sins ee welaritin jioh Ali. that may some day save your 
surety lines at the San Francisco office and two years later was promoted to Monks, the following men were elected life, phone the American Cancer 
of the rravelers, has been promoted and assistant manager there. as officers : First vice president, Ronald Society office nearest you, or 
appointed manager of those same lines Mr. Whitehouse joined the Travelers H. Duncan, Commercial Insurance Co., : “ os 
. 7 : . Metropolitan Casualty; second vice write to “Cancer” —in care of 
at Oakland, Cal. Mr. Gilbert succeeds in 1924 as a field supervisor at Des . . yi f Pas , 
Bore cna ssf 3 é ; ks president, Frederic W. Bumby, W. L. your local Post Office. 
Carl Vv. W hitehouse who has retired Moines and in 1925 was transferred to Perrin & son; third vice president, 
after more than 29 years’ service with San Francisco. He was promoted to Andrew G. Borden, Metropolitan Life; Fi 
the insurance firm. manager at Des Moines in 1928, and a_ treasurer, Edward E. Anderson, Com- American Cancer Society ® 
Mr. Gilbert became associated with year later returned to California as man- mercial Travelers; assistant | treasurer, 
a ; “ Raymond O’Day, Guardian Life; secre- 
the Travelers in 1930 as a field super- ager of the Oakland office. tary, Edward S. Flyntz, Metropolitan 
Life: assistant secretary, John E. Sulli- 





Forrest Joins 25 Year Club 
Of North American Accident 


Included in the five new members who 


were welcomed into the silver club of 
North American Accident recently was 
President Alfred E. Forrest, Jr. The 


annual banquet of NAAIC’s service club, 
members were taken 


at which the new 

in, was held at the Bismarck Hotel, 
Chicago. Other new members. were 
Josephine McKinney, Irene Lasmonde, 


Harriet Smock and Helen Hughes. 

The silver club is a company organiza- 
tion made up of employes and pension- 
ers who have completed 25 or more 
years of service. Membership now 
stands at 37 with all but eight still ac- 
tively employed. 

Diamond watches were presented to 
each of the new members. Miss Lucie 
Stevens, oldest employe of the company 
and president of the silver club, pre- 
sented Mr. Forrest with his watch who 
then made the other presentations. 


TO DO BUSINESS IN MAINE 
As of Oct. 15, the Carolina Insurance 
Co. received its license to do business in 


Maine. 


International’s Capitol 


District Chapter Meets 

The capitol district chapter of the 
International Association of Accident & 
Health Underwriters held its meeting at 
the Petit Paris Restaurant in Albany, 
last week 

Hervey Richer, association president, 
presided. Lewis Kaplin, secretary, read 
the minutes of the last meeting. Edward 
Blackstone, vice president, presented the 
guest speaker, O. E. Brother, regional 
director of sales training, Mutual of 
Omaha. Mr. Brother’s topic was, “Fear 
—the types, its causes and how to over- 
come them.” 

There was an exceptionally good at- 
tendance and it was felt that the newly 
formed organization was off to a fine 
start. The next meeting is scheduled for 
December 2. 


Central Surety in Strong 
Position at 9-Month Mark 


R. E. McGinnis, president of Central 
Surety & Insurance Corp., reports that 
for the first nine months of 1954 the 


company produced $8,078,092 in net pre- 
miums written, slightly off from the 1953 
score of $8,792,652 for the same period. 
Net income before Federal income tax 
was $642,839, compared with $477,296 for 
nine months in 1953. Net income after 
taxes was $414,907 up to October 1 this 
year in contrast to $315,589 a year ago. 

As of September 30 Central Surety’s 
total admitted assets were $20,249,287 
compared with $20,054,366 at the same 
time a year ago. Total reserves stood at 
$13,997,206 as against $14,153,749 a year 
ago. Capital continues at $2,000,000 sur- 
plus at $4,252,081, making a surplus to 
policyholders of $6,252,081. As of Sep- 
tember 30, 1953, this figure was $5,900,617. 

Directors of the company at their 
regular quarterly meeting November 3 
voted a quarterly dividend of 50 cents 
a share, payable November 15, to stock- 
holders of record November 5. 


Chicago A. & H. Men Plan 
Safe Driving Day Campaign 
Chicago accident and health insur- 

ance men are tying into a nationwide 

safe-driving day campaign in a big way. 

Members of the Chicago Accident & 
Health Association have a mile or so 
of string that will be cut into short 
lengths and tagged. On the small tag 
is a reminder for S-D Day, safe- 
driving day, December 15. 

The insurance men will knot the re- 
minders to auto steering wheels. The 
string - tying campaign was launched 
at a luncheon meeting, November 16. at 
the Midland Hotel and it will wind up 
December 15, when the whole country 
will be shooting for an accident free 
24 - hour period. 

Christopher F. Lee, second vice presi- 
dent of Columbian National Life, Bos- 
ton, was guest speaker at the meeting. 


van, United States Life. 

Three members were elected to the 
executive committee for the coming year. 
They are: Harold George, United States 
Fidelity & Guaranty Co.; Ray Williams, 
Mutual of New York; C. Michael 
Cronin, Travelers Insurance Co. Other 
executive committee members are: Wil- 
liam L. Kick, Fireman’s Fund Indemnity 
Co.; Frederick E. Boes, Metropolitan 
Life; Arnold Danckwerth, past presi- 
dent. 

George F. Monks, His Career 


Combining a background of practical 
experience with considerable ability, Mr. 
Monks has been in the insurance field 
for more than 19 years. A graduate of 
Alfred University, class of ’32, he joined 
the Travelers Insurance Co. in 1935 as a 
field adjuster in its claim department. 

In 1940, he accepted a positidn as 
claims supervisor for the General Acci- 
dent. Mr. Monks became manager of 
the company’s White Plains branch 
office. 

From 1943 to 1946, he served as an 
officer in the United States Navy in the 
Pacific theatre of operations. During his 
Naval service, he was second-in-com- 
mand of an amphibious vessel. 

Returning to General Accident in 
1946, Mr. Monks was transferred to the 
company’s New York office where he 
had charge of all claims settlements. In 
that capacity, he handled Supreme 
Court suits in all lines and his duties 
included investigation, trial preparations 
and adjustments. 

He joined the Preferred Accident In- 
surance Co. in 1948 as U. S. Superin- 
tendent of claims. His work was mainly 
that of procedure hz wing cognizance 
over the setting up of branch office 
operations and the supervision of major 
type cases 

He assumed his present position with 
New York Life as manager of accident 
and sickness claims in 195]. 

In addition to his new post as presi- 
dent of the A. & H. Club of New York, 
Mr. Monks is a member of the indi- 
vidual accident and sickness committee 
of the International Claim Association 
and the accident and sickness claims 
committee of the Bureau of Accident & 
Health Underwriters. 


Combined Co. Wins “Get 
Out the Vote” Contest 

With 94.5% 
Combined Insurance Co. 
Chicago, going to the polls, November 2, 
the company won the second “Get Out 
the Vote” contest over Washington Na- 
tional Insurance Co., Evanston, II. 

A total of 155 persons employed at 

Combined voted on election day, out of a 
possible 164 persons who were eligible 
and present at work November 2. At 
Washington National, 447 out of an 
eligible 538 persons voted, giving the 
company a total voting percentage of 
83.1%. 

The traveling plaque which was 
awarded to Combined during the voted 
contest of 1952 will remain in the re- 
ception room of its home office. It will 
be inscribed with the company name 
and the date of this year’s election. 

According to the contest rules, the 
president or board member of the losing 
company is to speak to employes of 
the winning organization. An all-com- 
pany meeting of Combined employes is 
scheduled for November 19, at which 
time a representative from Washington 
National will again present the plaque 
to Combined President W. Clement 
Stone. 


of the eligible voters at 
of America, 


Martindale Named American 
National A. & H. Actuary 


American National announces the ap- 
pointment of Melvin E. Martindale as 

& H. actuary. Prior to this appoint- 
ment, he was actuary to the Board of 
the Texas Board of Insurance Commis- 
sioners. 

He is a Phi Beta Kappa graduate of 
the University of Texas where he was 
a member of the faculty in the mathe- 
matics department. 

At the beginning of World War II, he 
was for a short while associated with 
Southwestern Life and following the war 
he was connected with the Great South- 
ern Life before his affiliation with the 
Texas Insurance Board. 
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Like a good family doctor, your local insurance agent considers it part 


of his responsibility to give clients prompt service, night or day. Fires, 
burglaries and accidents often occur at night or over week ends. What 
a comfort it is at such moments—when you may feel somewhat be- 
wildered—to be able to phone your local agent and get immediate 
expert advice on what to do. 


AETNA *INSURANCE GROUP 


AETNA INSURANCE COMPANY + THE WORLD FIRE AND MARINE INSURANCE CO. 
THE CENTURY INDEMNITY COMPANY . STANDARD INSURANCE CO. OF N. Y. 
HARTFORD, CONNECTICUT 
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This advertisement also appears—in color—in TIME, NEWSWEEK, PATHFINDER, 
U. S. NEWS and WORLD REPORT. Clinton L. Allen, President 


PEOPLE SURE GET SERVICE ON THEIR. 
INSURANCE WHEN THEY BUY IT 
THROUGH A LOCAL AGENT. 


/ ff 





















To give you complete 
peace of mind 


When your local agent or broker 
places your policy with the Aetna 
Insurance Group, he is giving 
you the best possible protection. 
He knows that from the founding 
of the Aetna in 1819—through 
wars, conflagrations and depres- 
sions—no policyholder has ever 
suffered loss because of failure of 
an Aetna Company to meet its 
obligations. 


THINK FIRST OF THE AETNA 


eee es eee 






































Three Generations 
Dedicated to Freedom! 


“|, toeffect their safety and happiness ... to 
provide new guards for their future security.” 


To these determined words from the Dec- 
laration of Independence, the patriotic 
citizens of a new nation pledged their lives 
and fortunes! Young and old alike shoul- 
dered the responsibility of winning security. 
The famous “Spirit of °76” vividly portrays 
three generations of Americans banded to- 
gether in their firm purpose. 


Freedom From Financial Uncertainty...Your Children’s Heritage 


with a Penn Mutual “Independence Plan” 


Back of 
your independence 
stands The 
PENN MUTUAL 











When our nation was being forged, children shared all the insecurity of their 
parents’ uncertain future. Then the Declaration of Independence bequeathed to 
all of us a birthright of “Life, Liberty and the Pursuit of Happiness’. Now, 
through a Penn Mutual Independence Plan, you can help your children enjoy 
these freedoms with the added freedom of financial security. 


It is almost certain your children will buy life insurance some day. Why not give 
them the many benefits of an early start, with their own Penn Mutual Independ- 
ence Plan? It is insurance at a fraction of what it would cost them in later years. 
But it is much more! It can be tailored to your particular situation . . . can be 
modified later to meet their changing needs. Its mounting cash values can assure 
a college education, or help to build a home one day. And, when your children 
are ready to take over the premium payments themselves, they will continue to 
benefit by the same low rates you start them on today! 

Call your friendly Penn Mutual Underwriter now. You can depend on his com- 


petent advice in starting your children’s Independence Plans. It is the most 
practical of all Christmas gifts... will grow in value through the years. 





THE PENN MUTUAL LIFE INSURANCE COMPANY + INDEPENDENCE SQUARE, PHILADELPHIA 





THE PENN MuTuAL BELIEVES IN PROMOTING ITS OWN PEOPLE TO POSITIONS OF MANAGERIAL RESPONSIBILITY 
































